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Recommend Beaver No. 48R-2" to 4” 








with These 5 NEW Advantages! 
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l. Extra wide die 2. Gears fully en- 3. Straddle-mounted 4. Dies held in 5. Shoulder on 
-with throat that closed and packed driving pinion — position by fully- a “- makes 
centers and holds in graphite grease an exclusive ad- enclosed spring- bg die culties 
tool in position —a patented fea- vantage which backed ball — dirt possible — even 
when placed on ture which saves eliminates repair cannot get back under poor light- 
pipe. costly repair bills. bills. of it. ing conditions. 

When your customers ask you for a 2!/, to 4-inch Threader, of the taper-post type, 


using a separate set of dies for each size, be sure to tell them about 48-R Beaver. 
They'll be grateful to you for it. 


No. 48-R offers all the worthwhile features heretofore available in taper-post tools— 
but in addition offers five important, new and exclusive advantages shown above. 
And 48-R is competitive in price. 


Durably built of the best of materials and workmanship. 


.BEAVER® 
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Highest Quality * WARREN, OHIO * For 41 Years~ 
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UP FOR AIR 


NOW WE GET YOU, Mr. Hender- 
son. Aeneuding to your handling of 
the anthracite coal case, what you 
mean by curbing price boosts is: 


Or, if you do, 


Not often, any- 


“Don’t raise prices. 
don’t do it again. 
way. 


IN "MEIN KAMPF". Hitler says the 
U.S. will be a pushover because we 
are not bound to anything by real 
loyalties. He wouldn’t understand the 
relationship between the citizens of 


Brooklyn and the Dodgers. 


MEDIAT p f AR 
VIA AKL 


certainly 
botched up that New Jersey shipyard 


strike. If the wise-crac king theatrical 
magazine, “Variety”, handled the 
story, headline would have been 


“Chili-con-Kearny” 


A NE MA 


we can’t shake off 
the idee that Don Nelson’s new SPAB 
is something you make sandwiches 
out of. 


JALE CARNEGIE, please note: Sure 
route to success as an after dinner 
speaker now-a-days is to tackle the 


subject, A-]-a.” 


BUSINESS MEN are fighting this war 
on paper. Their frequent discourage- 
ment might be eased by the thought 
that when and if Hitler does acquire 
this country all he'll find here is a 
batch of PD reports. 


“How I won my 


SCARCITY OF METALS caused 


rush to substitute with plastics, which 
are now also scarce. Meanwhile, all 
that gold Kentucky is serving no 
good purpose. 


NOTARY PUBLIC'S signature is no 
longer needed on DSRP defense per- 
centage certificates. An OPM fellow 
explains, “We don’t mean to put the 
Notary Public out of business : 
But we wouldn’t want to make his the 
biggest industry in America, either.” 


BILL KNUDSEN says he’d like to see 
every American work an extra hour 
every day for defense. So would Col. 
Fleming, Wages & Hours boss—at the 
properly specified rates for overtime. 


SENATOR CHARGES “C. I. O. lead- 
ers are running a school for Reds.” 
Which doesn’t scare us half as much 
as the fear the Reds may be running 
a school for fa E. O. leaders. 
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pesPite ALL DIFFICULTIES, we MUST MAINTAIN 
SERVICE TO OUR CUSTOMERS — is OUR JOB 


And we're doing & creditable job, too— thanks to manufac- 
turers - - . like Lunkenheimer, for example “ who, despite 
wcreasinglY heavy orders for defense purposes: find a woy 
to take care ofa Y ipstantial part of their distributors’ needs. 
with valves playing such | important part in defense opera- 
tions, Lun nkenheimer S large facilities and loyal distributor 
policy are helping '™ mmeasurably to back ¥ our efforts to 
give ovr customers» the service they need to keep vital 
pipe lines and e equipment functioning efficiently and un- 


















Another thing about Lunken nheimer valves that ma ake them 
a “natural” for present- -day gruelling production schedules: 
they give better service ano Fewer repairs and replace- 
ments are necessary — nsequently fewer valves are 
needed. Time, ae at “er vital mo aterials are con- 


By serving industry better, Lunkenheimer helps vs dis- 
tributors, to serve better, t0°- 


es TABLISHED ' 1862 


mE ca co. 


QUALITY = 
CINCINNS a a S.A. 








Bunt 
IAT 





sell pal All : 


Gructly &ngince oe . 


MILL SUP 
PLIES © © 
CTOBER 
, 1941 








LINK BELT sexpines | 


Send for this NEW Data Book NOW! 


Link-Belt “Friction Fighter” Roller 
and Ball Bearings are fully de- 
scribed in this new catalog and 
engineering reference book. It 
makes correct bearing specifica- 
tion and application easier, more 
accurate and economical. Ask 
for No. 1775. 


Seasoned judges of fighting ability are backing Link-Belt Shafer 
roller bearings on their records. Free rolling action, protection 
from shock loads, grit and dirt make them high-ranking con- 
tenders in all fields of power transmission. The fighting heart 
of this unique self-aligning roller bearing is the concave-roller 
convex-raceway combination. This design provides angular con- 
tact between rollers and races and gives dual capacity for 
combinations of radial and thrust loads. It compensates for mis- 
alignment more successfully than any other bearing, yet assures 
undisturbed contact of rollers and raceways at all times. Avail- 
able without mountings or as pillow blocks, and units of the 
flanged, take-up, cartridge, hanger and duplex types. 


In developing and promoting this line Link-Belt has taken another forward step 
a step that is reacting to the sales benefit of distributors. 


LINK-BELT- COMPANY 


Dodge Plant, 519 N. Holmes Ave., Indianapolis S446-1 


Chicago Philadelphia Atlanta Dallas San Francisco Toronto 


Carried in stock by mill supply houses throughout the country 


Leading Manufacturer of Mechanical Transmission Equipment—Silent and Roller Chains . . 

Speed Reducers . . Speed Variators . . Roller, Ball and Babbitted Bearings . . Collars . . 

Couplings . . Base Plates . . Take-Ups . . Clutches . . Gears . . Sprockets 
. Hangers . . Shafting . . Pulleys, etc. 


LINK-BE, 
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Send for this NEW Data Book NOW! 


Link-Belt ‘Friction Fighter’ Roller 
and Ball Bearings are fully de- 
scribed in this new catalog and 
engineering reference book. It 
makes correct bearing specifica- 
tion and application easier, more 
accurate and economical. Ask 
for No. 1775. 
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Seasoned judges of fighting ability are backing Link-Belt Shafer 
roller bearings on their records. Free rolling action, protection 
from shock loads, grit and dirt make them high-ranking con- 
tenders in all fields of power transmission. The fighting heart 
of this unique self-aligning roller bearing is the concave-roller 
convex-raceway combination. This design provides angular con- 
tact between rollers and races and gives dual capacity for 
combinations of radial and thrust loads. It compensates for mis- 
alignment more successfully than any other bearing, yet assures 
undisturbed contact of rollers and raceways at all times. Avail- 
able without mountings or as pillow blocks, and units of the 
flanged, take-up, cartridge, hanger and duplex types. 


In developing and promoting this line Link-Belt has taken another forward step 
a step that is reacting to the sales benefit of distributors. 


LINK-BELT- COMPANY 


Dodge Plant, 519 N. Holmes Ave., Indianapolis S446-1 
Chicago Philadelphia Atlanta Dallas San Francisco Toronto 


Carried in stock by mill supply houses throughout the country 


Leading Manufacturer of Mechanical Transmission Equipment—Silent and Roller Chains . . 

Speed Reducers . . Speed Variators . . Roller, Ball and Babbitted Bearings . . Collars . . 

Couplings . . Base Plates . . Take-Ups . . Clutches . . Gears . . Sprockets 
. Hangers . . Shafting . . Pulleys, etc. 
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BRISTOL BELIEVES 
DISTRIBUTORS SAVE 
INDUSTRY 
TIME AND MONEY 


This double-page ad appearing 
id obicwmoeloyelae Mmmm aceetbele (wm oletacerctsters 
managers of the vital part dis- 
tributors are playing in National 
Defense. 

All Bristol Socket Screw and Belt 
Fastener advertising tells purchas- 
ing managers: ‘Order from your 
ebtjaslejttac) ame 


BRISTOL’S PROGRAM 
TO HELP SOLVE 


ONLY ONE SOCKET SCREW 
DOES ALL THESE THINGS 


IT’S YOUR BEST GUARANTEE OF 
STEADY SOCKET SCREW BUSINESS 


For small assemblies where vibration is encoun- 
tered, the Bristo Multiple Spline Screw does a 
better job than ordinary hex screws — and it costs 
no more. Only Bristol makes the Multiple Spline 


Screw. 


PRESENT AND FUTURE 
DISTRIBUTOR PROBLEMS 


1 Regular advertising in PUR 
» CHASING shows distributor’s 
part in deferise program. 


JOIN UP WITH A LACING THAT 


2 Regular advertising on Bristol 
» Multiple Spline Screw in MA- 
CHINE DESIGN and PRODUCT 
ENGINEERING is building fu- 
turemarketsforthedistributor. 


3 Insert in THOMAS’ REGISTER 

s tells socket screw and belt fas- 
tener buyers to buy from dis- 
tributor. 


NII 


JE BRISTOL COMPANY—MILL SUPPLY DIVISION—WATERBURY, CON 


SAVES CUSTOMERS’ TIME 


All the customer needs to join belts with Bristol’s 
Steel Belt Lacing is a hammer and a piece of soft 
wood. There’s no other lacing so handy for emer- 
gency repairs. 


It’s lacing with a saving that spells more volume 
and profit for you. Write us at 126 Bristol Road for 
the full story. 


WE. BRISTOL COMPA Nag fil _ 
MILL SUPPLY DIVISION Waterbury, Conn. 
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\ the ROEBLING a4 


The “Roebling 4” take guess-work out of 
wire rope performance. 





We back up Roebling ‘Blue Center” Steel 
Wire Rope with this definite claim: — 
Roebling “Blue Center” will give you 
unexcelled over-all rope service — service 
that will assure you of minimum general- 
average rope operating cost. 


ROEBLING 


"Phu 4 7, 4 


STEEL 


WIRE ROPE 














LEAVING NOTHING TO CHANCE! 


In the Roebling testing laboratories we 
make certain that not even a single wire in 
a reel of Roebling Wire Rope is an un- 
known quantity. 


So complete and thorough is Roebling test- 
ing and testing records, that our wire rope 
can at any time be traced right back to the 
very heat of steel from which the wire was 
made! 


In Roebling “Blue Center” you get prede- 
termined quality, known stamina, safety— 
of the highest degree. 


JOHN A. ROEBLING'S SONS COMPANY 3%. 


Branches in Principal Cities Export Division: 19 Rector St., New York, N.Y., U.S.A Cable Address: “‘Roebling’s’’, New York 
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..» With No Ceiling in Sight for Allis-Chal- 
mers Easy-to-Sell “One-Package” Pump! 















HERE’S A NEW LEADER for your line! Allis-Chalmers 
sensational Electrifugal Pump is breaking sales records for 


aggressive advertising every market is reading and hearing its 






iy 
> 
Po Xblash-Proof Motor 


ment...100% design 
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powerful selling story. Overbang Cut 
Get the complete facts on this new wonder pump... and cisi Four solid 
get your share of these extra sales. Write Allis-Chalmers, 10n balance, 
Milwaukee, Wisconsin. S waee li New "Tri-Fig p 
pe Put” Desi 
2 section fit 
Shaft alignment, : 


Standard equip. 


ALLIS-CHALMERS 


MILWAUKEE*-WISCTONSIN 


enthusiastic salesmen, dealers and distributors all over the country. NE W D ES Ic N . 

And no wonder! Its new “Tri-Fit” design and compact “One- ‘ Oran —~ NEW FEA TURES 
Package” construction make it easy to stock, easy to install, easy 22 One Com Up let ‘ 
to sell. There’s a full line from 1, HP to 25 HP... the price is e package! 
right ... and there’s no waiting for deliveries! gL . 

Every branch of every industry can use the efficient pumping L 20 33% Space Saved wi 

° : . . frame With one 
power and convenience of this new Electrifugal. And through construction One solid drivin & shaft 


ms Much As 40%, 
PPOrts assure Pre- 
*€aS€ Strain on Vital parts 


” eliminates 


fo : 

Wear-] - POSitive 
“less ieee 

free Performance and vibration. 

























YOU’VE GOT WHAT IT TAKES 


WM) 








‘ 


when you sell 


UH 


te 


Your men don’t like to miss on those big, profit- 
able lamp accounts any more than you do. Give 
them something that will get the business . . 
Champion Lamps with the sure-fire combination 
of quality, service, a complete line and lower costs. 
That’s what your men need to do the trick. 


The Champion sales policy fits your own sales 
policy... puts you in a position to get and hold 
those nice, big accounts you’ve always had your 
eye on.. 


Find out how you can do it with Champion 
Lamps. Get in touch with 


Pi 


Ve 





Champion Fluorescent and Incandescent Lamps are li- 
censed under General Electric Company patents. They 
have the quality and dependability that enables you to cap- 
italize on the terrifically expanding market for Fluorescent 
Lamps and the greatest demand for more and better light- 
ing in industrial history! 


CHAMPION LAMP WORKS 


| aL URGES 
A DIVISION OF CONSOLIDATED ELECTRIC LAMP CQO. 
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YALE MAGAZINE ADVERTISING - SOME OF THE 28 PUBLICATIONS 
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UNICT 


he distributor and his salesmen have long been 

ndustry's ‘‘answer men”. It is from them that 
me executive asks for information concerning 
quipment that will make production jobs easier 
md simpler. 


Now, with defense production calling for great- 
+ and faster production, inquiries are coming 
to the distributor thicker and faster than ever. 


To make the job of “answer man” easier, The 
ale & Towne Manufacturing Company long ago 
mbarked on a program of 100°/, cooperation 
vith distributors. 


Basic to that policy is the Yale Advertising © 


ampaign that appears in leading business pub- 
ations every month. By on-the-job illustrations 
nd explanatory text it points out to executives 
e speed, safety, efficiency and economy of 
disting jobs done the Yale way. 


[vy* Ae & 


_ NEW. 


o a 


For the exclusive use of Yale Distributors is a 
large number of informative sales helps. Not one 
item in the entire Yale line of Hand and Electric 
Hoists has been forgotten. Some of this literature 
is shown below. The complete list includes cata- 
logs, magazine inserts, blotters, envelope stuffers, 
booklets, folders, and pages for your house cata- 
log and salesmen’s manuals. In addition, direct 
mail campaigns are available which can be 
printed on your own stationery. 


And, when one of your customers. has an un- 
usual application for hoisting equipment that re- 
quires expert advice, remember the Yale com- 
plete field staff, to which you are welcome to 
refer any problem. 


To get any of the free informative pieces de- 
scribed or illustrated, write to our Advertising 
Department. 


THE YALE & TOWNE MANUFACTURING COMPANY 


Philadelphia Division 


Philadelphia, Pa. 


World's oldest and largest makers of Materials Handling Equipment, including Hand and Electric 
Hoists, Hand Lift Trucks, Electric Industrial Trucks and Tractors, Skid Platforms, and allied products. 


YALE 
CABLE KING 





INDUSTRY NEEDS 
GOOD TOOLS 


MILWAUKEE 
INDUSTRIAL 
BRUSHES 


are necessary production tools 
























In all industrial plants, shipyards, aircraft plants, arsenals, 
etc., wherever men are at work you'll find brushes being 
used—not just one type but scores or more of different types. 
Industrial brushes are tools, so sell them like tools. Further- 
more, MILWAUKEE Industrial Brushes give you an op- 
portunity to do a bigger tool selling job—with the right tools 
for every brushing operation in both production and mainte- 
nance work. 


MILWAUKEE Industrial Brushes have proved their merit— 
when you sell them you are backed by ironclad brush 
quality. We are glad to help you with your customers brush 
problems. Let's start today! 


THE MILWAUKEE BRUSH MANUFACTURING Co. 
MILWAUKEE WISCONSIN 





The market for MILWAUKEE Power Driven Wire 
Cup Brushes throughout the steel fabricating in- 
dustries is unlimited. Think of the sales op- 
portunities these brushes offer! 





THE MILWAUKEE 
PROFIT MAKING LINE 





Power Driven Wire Wheel 
Brushes 

“Mono-Bilt”’ 

“Steel Clad” 

“Dura-Bilt”’ 

“Di-Bilt” 

“Peerless” 

“Twis-Tuft” 

Fine Wire Polishing Wheel 
Brushes 

“Sturdi-Bilt’ Wire Cup 
Brushes 

Fibre Wheel Brushes 
Wire Scratch Brushes 
Boiler & Furnace Brushes 
Foundry Brushes 

Platers Brushes 

Bench Brushes 

Floor Sweeping Brushes 
Push Brooms—wire and 
fibre 


Miscellaneous Maintenance 
Brushes 














Meta! plates are 
cleaned with 
maximum speed 
at minimum cost 
with MILWAU- 
KEE Wire Cup 
Brushes 


















on the 


















Here you see a few of the in- 
numerable applications for 
MILWAUKEE Power Driven Wire 
Wheel Brushes. These tested 
tools cut faster and wear longer 
on the toughest kinds of brushing 
jobs such as removing scale, rust, 
old paint, surface imperfections, 
etc. 












Welding spatter 
disappears like 
magic when MIL- 
WAUKEE Wire 
Cup Brushes 
tackle structural 
steel. 















QUALITY _ ' 
MILWAUK WIRE WHEEL BRUSHES - WIRE CUP BRUSHES - WIRE SCRATCH BRUSHES 
BRUSHES 


LT: Key to Industrial Brush Problems 


FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - FOUNDRY BRUSHES 
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--- THAT PROVIDE 
DUAL DEFENSE 
AGAINST INDUSTRY’S 
DUAL MENACE 












4 Dodge-Timken Bearings Provide a Free 
‘ ncern tisi 
Through Ney reat Flow of Power For Today’s Peak 
whic a 


Demand or Tomorrow’s Normal Needs 


Despite the heavy toll which today’s high 
speed production can be expected to take on 
yom ~~, machines and equipment, Dodge-Timken 

. Bearings—with a life expectancy of 30,000 
; is hours under conditions for which they are 
adapted — will be delivering dependable 
performance long after emergency needs 
have passed. They have the speed and stam- 
ina that enable them to meet today’s peak 
demands without impairment of their capac- 
ity to hold maintenance costs to the mini- 
mum at all times. 


¢ 
-_ 
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The complete line of pillow blocks and unit 
mounts making up the Dodge 30,000-hour 
line makes it easy to modernize equipment 
and drives. Write for simple, non-technical 
selection tables which make it easy to pick 
the right bearings for any job. 


DODGE MANUFACTURING CORPORATION 


sae ff pd . 
ea Mk au MISHAWAKA, INDIANA, U.S.A. 
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REASONS WHY DODGE-TIMKEN BEARINGS ARE THE BEST BUY 








@ A type of unit for every power transmis- 
sion requirement and machine application. 


®@ Delivered ready to install on a shaft — 
completely assembled, prelubricated, fac- 
@ Immediate availability of a wide range of tory adjusted. 


types and sizes from local distributors’ stocks. 


® Sealed against dirt and lubrication leak- 
age with indestructible metal seals. 


@ Every bearing designed and built for a 
life expectancy of 30,000 hours, under 
conditions for which it is adapted. 
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G-E FLUORESCENT LIGHTING 
gives yon all 6 advatiaged / 








1. PUBLIC PREFERENCE FOR G-E—When you 
sell fluorescent lighting with G-E 
MAZDA F lamps you are simply follow- 
ing public preference for products that 
carry the famous mark of G-E quality. 
Over forty years of national advertising 
have made General Electric one of the 
world’s best known names, a name 
that means research leadership. 


O8 MazrpA LAMPS 
oe venas@ rscrew 





— 


4, BIG NATIONAC ADVERTISING — There 
are more than 90,000,000 ad impres- 
sions this year—in such leading mag- 
azines as the Saturday Evening Post, 
Collier's, Time, Newsweek, and over 20 
other business publications. All of them 
tell your customers of the advantages 
G-E Fluorescent lighting offers.. That 
makes General Electric MAZDA F lamps 
easier to sell. 


OU’LL GET MORE fluorescent lighting business when you 

handle G-E MAZDA F lamps. That’s because General Electric 
fluorescent lighting offers you all the selling advantages below. 
If you sell G-E MAZDA F lamps, read these six big advantages; 
ask yourself if you use them to make your selling more effective. 
If you are not selling G-E MAZDA F lamps, it will pay you to find 
out what profit possibilities these lamps have for you. For complete 
information, see your nearest G-E Lamp Division office. 


2. MORE LIGHT AT LESS Cost — Following 
G-E’s policy of giving the customer 
more and more light for his money, 
G-E MAZDA F lamps have been steadily 
improved (as much as 40%) and re- 
duced in price (as much as 52 %) since 
MAZDA Research introduced the first 
practical fluorescent lamp in 1938. 


5. WIDE CHOICE OF FIxTURES — G.E. does 
not make fixtures for MAZDA F lamps 
but cooperates with many fixture manu- 
facturers. For best lighting service, we 
recommend fixtures certified by Elec- 
trical Testing Laboratories, such as 
Fleur-O-Liers of RLM fixtures. 


3. MAZDA RESEARCH IMPROVEMENTS — G-E 
MAZDA F lamps carry all the prestige 
and. the development background of 
MAZDA Research Laboratories. That 
means that the very latest improvements 
coming from MAZDA research are im- 
mediately available in G-E MAZDA F 
lamps ... another important advantage 
that makes these lamps easier to sell. 


gxues. \ 
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6. G-E ENGINEERING SERVICE — Fluorescent 
produces remarkable lighting results 
when it is properly installed. If you sell 
G-E MAZDA F lamps, you can draw on 
all of the engineering resources and 
knowledge of General Electric to as- 
sure the best possible job for your cus- 
tomer. G-E lamp engineers both at 
Nela Park and in the field will work 
with you toward that end. 


G-E MAZDA LAMPS ,.2%“ 
GENERAL & ELECTRIC 
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Most of your customers and prospects 
forgot about *‘business-as-usual"’ several 
months ago . . . they're busy with 
“*super-production”’ these days . . . and 
they want tools that will work fast ESTABLISHED 1840 
and accurately, yet give plenty of 
““mileage’’ so that costs don't climb. ‘ 
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You can satisfy your toughest prospect by AN ili 
selling him Disston Bite-Rite Files. They're , 

faster . . . cut off more metal with each stroke. REG US PAT OFF 
They're more accurate . . . because they smooth 

and level as they cut, producing better finished 

work. They /ast longer . . . because they are made 


from tough steel, specially heat treated. Two Sales Helps: a 


For the same reasons . . . fast cutting, pre- you expert engineering help in solving your 
cision and long life . . . you can recommend customers’ tool problems and in landing 
Disston Di-Mol Hack Saw Blades and Disston big orders. Also, your salesmen are backed up 
High Speed Steel Hack Saw Blades to your by Disston’s hard-hitting advertising cam- 
busiest customers and prospects. Sell them paign in the national, business and trade pub- 
Di-Mol for general machine shop work, High lications read by your customers and prospec- 
Speed Steel Blades for cutting stainless steels tive customers. Write for complete informa- 
and other tough alloy steels. tion and sales-building displays. 


HENRY DISSTON & SONS, INC., Philadelphia, Pa., U. S. A. 


Branches: Boston, Chicago, Detroit, Memphis, New Orleans, Seattle, Portland, Ore., San Francisco, Vancouver, B.C. 


Canadian Factory: Toronto Australian Factory: Sydney, N.S. Ww. 
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DISTRIBUTOR’S VIEWPOINT 





Selling industrial rubber products — and 
other mill supplies too —is a far different 
job than it was even a year or two ago. 
Thermoid knows this— knows and appreci- 
ates the distributor's problems. 


The Thermoid man in your territory is 
trained, experienced and equipped to give 
you the help you need in facing today's 
emergency situations. For example, the 
sole purpose of a recent four-day sales 
meeting in Trenton was to acquaint all 
Thermoid salesmen with the Company’s 
current situation and plans for the immedi- 
ate and more distant future—so they may 
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Service—both belts and 





THERMOID’S NEW V-BELT DRIVE DATA BOOK! 


Thermoid offers a complete V-Belt Drive 
sheaves—to 
cover every possible application, from 
the smallest F.H.P. drive to the largest 
multiple-belt installation. With Thermoid’s 


be better able to serve you. You can do 
a better selling job, and a better service 
job, with Thermoid's well-informed organi- 
zation behind you! 


In addition—every Thermoid Product is 
priced so that distributors can develop a 
satisfactory volume of business at an 
attractive margin of profit. Today more 
than ever, you'll find “it's good business 
to do business with Thermoid.” 


THERMOID’S LINE INCLUDES: 


Complete V-Belt Drives Sheet and Rod Packings 
Flat Transmission Belting Industrial Brake Linings 
Conveyor Belting and Friction Products 
Elevator Belting Rubber Covered Rolls 
Wrapped and Molded Hose Pulley Lagging 











new 80-page V-Belt Drive Data Book, you will find it easy 
to select correctly engineered Thermoid Drives. Be sure 
to get your copy of this Data Book. See how thoroughly 
it covers the subject—how simple it is to use. 


hermol 


RUBBER 


DIVISION OF THERMOID CO.—TRENTON, N. J. 
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BaSSick 


TRUCK CASTERS 





Hundreds of thousands of Bassick cast- 
ers are giving flexibility to the handling 
of equipment and supplies in defense 
industries. 


Present abnormal conditions prevent our 
accepting any orders from new accounts, 
except for defense requirements. We will 
continue to do everything possible to fill 
orders from established customers as 
promptly as possible. 








THE BASSICK COMPANY - Bridgeport, Connecticut 


Division of the Stewart-Warner (olga Giliaelele Hl 





Canadian Factory: Stewart-Warner-Alemite Corporation of Canada, Ltd., Belleville, Ontario 
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the danger of ship; delays... by 
Castables. That's why so many J-M Distribute 
reporting faster sales .. 
profits with this well-known line, 


One day for any special shape! 
That’s a feature of J-M Firecrete 
Castable Refractories that means more 
sales for you, helps plant operators 
eliminate production holdups... 


T’S almost impossible for plant operators 
to tell when a special refractory shape will 
be needed in a hurry. Prepare your customers 
against any such emergency by stocking them 
with J-M Firecrete Castable Refractories. 
With these modern J-M materials, shapes 
can be cast right in the plant . 
for service within 24 hours! That’s because 
Firecrete is mixed, handled and poured like 
ordinary concrete. It casts easily, sets quickly, 


.. and be ready 


has practically no drying or firing shrinkage. 
And its high resistance to spalling assures 
long life. 

In these times, particularly, J-M Firecrete 
Castables offer an excellent: opportunity to 
help your customers save time and money — 
to increase your sales and build good will. For 
details on these profitable, time-saving mate- 
rials, write for brochure RC-18A. Johns- 


Manville, 22 East 40th St., New York, N. Y. 
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The Oster “PIPE MASTER” and its team 
mate, Oster “BESTOIL” make an unbeatable 
combination for quick sales to vital defense 
industries. Note these points: 


“PIPE MASTER” Portable Pipe Machine with quick-opening, “BESTOIL” is a special compound of top quality cutting 
adjustable die-heads and dies (or solid die adapter, as required) oil containing sulphur held in perfect suspension. “BESTOIL” 
threads 4%” to 2” pipe, regular range; 4” pipe, extra range; absorbs and throws off heat more readily than most cutting 
2%” to 6” pipe, range with drive shaft; and threads bolts from oils, yet costs no more! Sold in cans: 1 pint; 1 quart; 1 
Y”"to 1%” N.C. or Whitworth; 4” to 24%” N. F. or B.S. F. gallon; and 2 gallons; and in 5, 30 and 55 gallon drums. 


THE OSTER MANUFACTURING CO., 2041 EAST 61st ST., CLEVELAND, OHIO 


PSA AGREES || \|||\|| i eee 








PIPE THREADING EQUIPMENT FOR EVERY REQUIREMENT 
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DEPENDABLE ACCURACY 


For Greater 


Defense Productio 





Micrometers 

Rules 

Combination Squares 
Bevel Protractors 
Straight Edges 
Squares 

Vernier Tools 

Gages 

Dial Test Indicators 
Speed Indicators 

V Blocks 

Calipers and Dividers 





Distributors find the Brown & Sharpe 
Line Profitable because of the wide 
variety of items. In addition te 
Machinists’ Tools, there are— 


CUTTERS AND HOBS ARBORS AND ADAPTER 
SCREW MACHINE TOOLS PUMPS VISES 
MAGNETIC CHUCKS OTHER USEFUL EQUIPMEN] 


BROWN & SHARPE MFG. CO 
Providence, R. 1., U. S.A. 
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BROWN & SHARPE 
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—BELT 


SHEAVES / 


AND 


D g l V E Ss EVERYTHING IN TRANSMISSION 


tion to Profitable H. P. 


Meticulously engineered, Wood's V-Belt Drives "pay off" every hour 
they operate . . . return cash dividends in power savings made 
possible by their peak efficiencies. 


Only sheave grooves that are precision machined, accurately spaced 
and absolutely true, with side walls at perfectly uniform angles can 
make possible such invariably long-lived, economical performance. 


Our stock assortment consists of 2800 drives, from !/4 H.P. to 100 
H.P., with at least a dozen selections of center distances for each 
drive. 

SPECIAL RUSH DELIVERY SERVICE on emer- 


gency jobs—shipment of stock drives same day 
order received. 


Some good territory still open to alert distributors. 


.. @ SONS COMPANY 


CHAMBERSBURG, PENNA. ‘ 

LONG LIFE 

Bearings — Collars — Clutches — Couplings — Contactors — Hangers LINE 
Pillow Blocks — Pulleys — V-Belt Sheaves and Complete Drives 
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THERE ARE EQUALLY GOOD REASONS 
TO TRY 


More mileage (tonnage, yardage, what have you) is character- 
istic of Hazard LAY-SET Wire Rope. Why? Because it is pre- 
formed at the time of manufacture, and the preforming process 
Saray mins coon oe eee 





merely longer service. It makes LAY-SET resist kinking 
whipping, handle easier and faster—and safer. And those qual- 
as snere Foe exe meen ote ements One eee ee 
downs, steadier Dee, reduced injuries to workmen, All 
Hazard ropes identified by the Green Strand are made of Im- 
proved Plow Steel. 


HAZARD WIRE ROPE DIVISION © wnxes-cazee, visions 
Established 1846 
AMERICAN CHAIN & CABLE COMPANY, Inc. 


District Offices: New York, Chicago, Philadelphia, Pittsburgh, 
Fort Worth, Son Francisco, Denver, Los Angeles, Atlanta, Tacoma 
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EXTREMELY POWERFUL 
Develops the necessary pressure 
to embed the hooks flush in any 
kind of belt and clinch the 
points to make them stay em- 
bedded. 









Laces belts up \ 


to 6inches wide 
in one quick, 
easy operation. 


The Greatest Improvement in Portable Belt Lacers in 30 Years. 


NOW — for the first time in history, there is a PORTABLE lacer that 
will make a perfect joint in any belt. With the Clipper No. 9 Portable 
— you can embed hooks FLUSH with the surface of any belt and 
CLINCH the points. No other portable belt lacer will do this. It takes 
pressure-power measured in tons —not pounds —to lace belts prop- 
erly. Only the Clipper No. 9 provides this power in a portable lacer. 
ATTRACTIVELY priced! Phone your MILL SUPPLY Jobber for 
demonstration. 


Ilustrated Folder: Send for folder describing the sensational Clipper No. 9 
Portable Belt Lacer. 


CLIPPER BELT LACER COMPANY, Grand Rapids, Michigan, U. S.A. 


-——-- 


“BELT LACING.| (Ox# 
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EASILY CARRIED 


Where a portable lacer is de- 
sired, the Clipper No. 9 can 
easily be taken to the belt. 


a ha) 3 


SCIENTIFIC AC- 
TION of the super- 
hard jaws embeds the 
hooks and “sets” them 
in a closed position 
flush with surface of 
belt so that the natur- 
al tendency to spring 
back is eliminated. 


Produces a straight 
line of well-rounded 
loops. Permits larger 
size connecting pin. 
Distributes pulling 


strain equally on every 
hook. 


Speed 
Defense By 
NOT 
Interrupting 
Production 





EQUIPMENT 














Let “ELECTRIC TOOL HEADQUARTERS” Help You 


Sell the TOOLS OF THE HOUR 


DRILLS ARE SELLING BIG—With 30 different Black & Decker models—from the tiny 3 
Hornet to the big 144” Heavy Duty Drill 
need. B & D 34” Utility Drill above is shown drilling a tapper-pin hole in metal hopper. 


BY DEMONSTRATING that Black & Decker 
Electric Tappers are eight times faster than 
hand, reduce tap breakage, do accurate work— 
you can get your share of the Tapper sales! 


LEADING 


i yee 
- 


» 


you can sell the exact model, type and size for every 


‘ ul ih ain 
POWER DRIVERS A BIG PLAY—with 17 Black 
& Decker Electric Screw Driver models, you 
can sell the right type and capacity Driver 
for every industrial assembly operation. 


MILL SUPPLIES © OCTOBER, 1941 


that meet 


th DEMAND 
OF THE HOUR 


In every industrial plant in your 
territory, there’s now a vital demand 
for more output per man, per hour, 
per square foot of factory space. In 
this emergency, you can step into the 
tool picture, by offering your custo- 
mers 120 different types of Black & 
Decker Portable Electric Tools and 
over 1,000 tool Accessories to help 
them over the hump in production, 
plant maintenance or construction. 


To back you up in those sales, you 
have available dependable advice on 
“tooling up” from Black & Decker’s 
field force—the largest in the indus- 
try. By going “all out” on Black & 
Decker Tools, you not only grasp 
today’s great sales opportunity but 
you also lay the foundation for future 
volume. The Black & Decker Mfg. 
Co., 717 Penna. Ave., Towson, Md. 


SOLVE CUSTOMERS’ PROBLEMS in nut tight- 
ening with your 10 Black & Decker Electric 
Nut Runners—with capacities from 4” nuts 
up to 1” diameter nuts and bolts. 


_* 
s 


, 
OP r es, 
ese 


Black & Decker Catalogs Great Sales Boosters 


Customers are asking for these helpful Portable 
Electric Tool Handbooks—featured in the 
Saturpay Evenina Post and trade papers. 
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PATRIOTIC NOTE: Hitler’s agents will get little encouragement 
out of the activities of Bob Van Dyke & family (Industrial Sup- 
plies, Memphis) ... Firm recently gave Defense Bonds to all 
employees . . . Son Billy has registered for Army service... . 
Mrs. Van D. is active with American Association of University 
Women determining capabilities of members in defense work . . . 
\nd young Camilla, learning the gov't wanted blonde hair for use 


in bomb sights, offered to sacrifice her long. golden braids. 


PRACTICAL GENT: Maybe our Sept. issue on utilization of present 
equipment registered on Ed Tentiger (O. Iber Co.) . . . In need of 
a new car and told he was end man on a yard-long waiting list, he 
scratched his entry, bought a new motor and spent a week-end 


installing it himself. 


BIG SKID GREASER: Inevitable watcher at every important East 
Coast ship launching is Harold Buzby (Keystone Lubricating} 
Probable reason is that the big battleships slide down the ways on 
Keystone grease. 


REALTY DEPT.: E. C. Blackstone (J. E. Dilworth) is building an 
attractive Colonial home in a new Memphis subdivision . . . Gene 
Seanlon (Johnson Bronze) moved the family to a little farm just 
outside New Castle, Pa., and will mix agriculture & advertising from 
now on... . Needed more lebensraum now that a second son has 


joined the group. 


ALGER STORY: He's no graduate engineer, but Sid Neal (Inter- 
state Machinery & Supply, Omaha) has been drafted as secretary of 
the local chapter of Power Engineers . . . Probably because of 
copping so many first prizes at local hobby shows with his miniature 


power transmission models. 


MISCELLANEOUS STUFF: Ed Idema (Manufacturers Supply. 
Grand Rapids) is off for Canada Oct. 12 for his annual blitz against 
the ducks . . . Power of advertising was recently impressed on 
suffalo Mill Supply Co.. which placed an ad in the local “Courier- 
Express” in connection with opening of the new Curtiss-Wright plant 
and got an inquiry for a catalog from a firm in Havana, Cuba! 


TRIPPED THE KAISER: H. L. Baker (lowa Machinery & Supply. 
Des Moines) has worked on both delicate precision tools and assem- 
bled massive locomotives, but claims he got his biggest kick training 
100 mechanics for Uncle Sam in the first World War. 


HI. LINDBERGH: Never say die... Sav “collaborate.” 


Be Ws 


TALK OF THE TRADE 
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“Better warn the gang” 


























































JENKINS PUBLICATION 
ADVERTISING 

















IN a 
Jenkins Renewable Composition Disc Valve! 


Teamwork and training make an army strong 
—and it’s the same kind of constant coordin- 
ation that makes Jenkins Valve Promotion 
Program the most powerful sales-producer in 


the field. 
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Next month, the famous teamwork of Jenkins 
Men and Jenkins Advertising that put Jenkins 
Fig. 106A at the top of Bronze Globe sales will 
be back on the job putting special emphasis 
on the low service-cost features of this valve. 
Which means that Jenkins Service Represen- 
tatives will be featuring a special kit (shown 
at left) containing globe and angle bodies and 
all the interchangeable trimmings that permit 
your customers to assemble 26 different valves 
in only 4 bodies. 


And Jenkins Publication Advertising will be 
calling on 200,000 buying factors, telling the 
same dramatic and convincing story—in the 
Nov. issues of top-rank Industrial, Power Plant, 
Engineering and Special Industry magazines. 


It’s easy to see how you benefit from the sales 
opportunities this program creates — because 
every Jenkins Advertisment closes with the 
suggestion “Available from your local Supply 
House”. 

JENKINS BROS., 80 WHITE ST., NEW YORK, N.Y. 
Bridgeport, Conn. ; Atlanta, Ga. ; Boston, Mass. ; Philadel- 


phia, Pa.; Chicago, Ill.; Houston, Texas. Jenkins Bros., 
Limited, Montreal ; London, England 
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Month 





JENKINS FIG. 106A 














A guest editorial by the chairman of the Industrial Supply 


Industry’s National Defense Committee. 


Bill Stauble Asks You— 


Join This National 


- MillSupplies - — - 





SURPLUS STOCKS CAMPAIGN! 


THE NATIONAL DEFENSE COMMITTEE of the Industrial 
Supply Industry is using this means to announce a 
nation-wide drive to seek out surplus industrial stocks 
now in the hands of those who do not need them, and 
place them in the hands of those who need them des- 
perately. We are asking for the support and participa- 
tion of all industrial distributors in this campaign. 

This activity has been urged before in our monthly 
bulletins; its rapidly developing progress was described 
in the September MILL Suppties which told of the success- 
ful work done by the O. Iber Co., Chicago, and reported 
on a state-wide test campaign being conducted in Con- 
necticut by all the distributors there. The results speak 
for themselves. We know now 

THAT there are actually millions of dollars worth of 
industrial tools, supplies and equipment now gathering 
dust in the store rooms and stock bins of manufacturing 
plants which have long ago written off this merchandise 
as useless to the particular plant. 

THAT these tools and supplies are often the very items 
in urgent demand by countless other plants which suffer 
from delayed deliveries and the growing wave of 
shortages. 

THAT the local industrial distributor is the one man 
best qualified to dig out these surplus stocks and place 
them in the hands of those who want them. His intimate 
contacts with all plants in his territory, his specialized 
knowledge of values, uses and applications fit him better 
than any other for this important job. 

Without delay, the fine work that has already been 
done in Chicago and Connecticut should be pushed for- 
ward on a national scale. Not only have these distributors 
helped the defense program in a big way, but they have 
proved to the world that the mill supply organization can 


* * * * 


tackle national problems on a local scale and get excellent 
results. They have made a start toward proving that the 
distributor is an indispensable man in any emergency. 
By joining the movement you can help make that proof 
conclusive. 

A full plan of procedure is in the hands of this com- 
mittee. This plan includes a method for the distributor to 
exact a reasonable service charge for all goods secured 
from one customer and sold to another. 

The plan is available to individual distributors, but 
where local clubs are functioning we believe the cam- 
paign will obtain better results if distributors act as a 
group. 

In the interests of National Defense, we are therefore 
asking all local or sectional mill supply clubs to take 
these four steps: 

1. Call a meeting at the earliest possible date. Appoint 
a “Surplus Stocks Committee,” name a chairman. 

2. Have this chairman write to me at Elmwood, Hart- 
ford, Conn. Our committee will supply suggested letters 
to be sent to customers, forms and work sheets, and details 
of the procedure mentioned above. 

3. Lose no time in getting to work on the campaign. 

1. Report results regularly to the Defense Committee. 
We will gladly lend assistance at any point along the 
way. 

If group action is not possible, individual distributors 
should proceed on their own. The Defense Program 
needs every tool on the job. The country would like to 
see what distributors can do about it. We know they can 
do a lot. Will you please take action at once, enlist the 
interest and help of other distributors in your city and 
start the ball rolling immediately? 

Let’s all go “all out” to put idle tools to work! 


* * * * 





WO | WS 


Se - Fie. weALe 
THE REPUBLIC 5-POINT POLICY 


DATED OCTOBER 1ST, 1923 


















ar AND vat 


JOUANS 
‘py, ao 


sEPUBLIE 


TRANSMISSION sistance for a common goal —is most clearly 











BELTING apparent in the fifth provision. This point 
provides for wholehearted selling assistance 
from Republic . . . factory support which 
ranges from consistent promotional activity 
to extensive technical aid. A strong nation- 
al advertising program . . . ample, attractive 
produci literature ... Republic's sales rep- 
resentatives . . . factory technicians and 
experts—all are back of the selling efforts 
of Republic Distributors. . . . REPUBLIC 
RUBBER DIVISION OF LEE RUBBER 
AND TIRE CORP., YOUNGSTOWN, 0. 


i ae 


nUBBER 


% 
Nu 




































CURRENTLY 


Too Eager to Operate 


Hibbard, Spencer, Bartlett & Co., Chicago. is not the 
first organization in this industry to be closed by a strike 
called among warehouse men or truck drivers. Nor is this 
the first such strike that involved a mere technical dispute 
other than the matter of wages. Now, resigned as we all 
may be to the NLRB’s theory that every strike represents 
the will of the majority of workers, it seems high time 
that some consideration be given to the question of which 
group has the greatest stake in such industries as this 
the office workers or the warehouse men. 

At Hibbard’s, a large wholesale hardware house as well 
as an industrial supply company, the very nature of the 
husiness puts the biggest emphasis on the office end. There 
are 237 outside salesmen and 488 oflice workers—a total 
of 725 people deprived of their jobs because 310 ware- 
house workers are on strike. 

Actually, the “majority vote” which called the strike is 
seriously questioned, but whether or not that is the case. 
there you have a large and important business put out 
of action at a critical time. and all because of insistence 
on a debatable principle by a decidedly minority faction. 

Maybe we are too easily influenced by headlines, but 
the feeling has been with us for some time that the NLRB. 
in cases where one group of workers favors a strike and 
the other opposes it, has too often given its nod to those 
hent on tieing up things, no matter what the proportionate 
importance of that group to the combined interests in- 
volved. The Board seems altogether too much like the 
doctor whose standard prescription for every ailment is. 


“Operate !™ 


No Priorities Status Quo 


Don Nelson had to backtrack quickly on his statement 
that a major revision of the priority system was soon to 
come. Though the statement reflected an honest opinion. 
too many business men were prone to stop work altogether 
under existing priority rules and await further develop- 
ments. That’s one thing the Priorities Division does not 
want to happen. The rules must be observed as long as 
they are in force or there will be complete collapse. So 
Nelson called in the reporters again and added, “The pri- 
orities instruments used now will continue to be used as 
part of the system. Changes will be worked out gradually 
over a period of time.” 

In the industrial supply field, where the most important 
priorities instrument is the Defense Supplies Rating Plan. 
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IMPORTANT 


considerable delay has been caused by distributors and 


















manufacturers who felt that. “the darn thing will be 
changed soon anyway.” and failed to pitch in. Not only 
Don Nelson's statement. but every experience to date 
should tell us that all of the rules laid down by Washing- 
ton must necessarily be in a constant state of flux. shift 
ing this way or that as new conditions arise. 

No one can say that DSRP will not be changed. But 
certainly no one can anticipate what sort of changes, if 
any, will come, or when and in what way they might come. 
Meanwhile, the only sensible course is to work in good 
faith with the tools that have been given to us. 

What has been said here before still holds true: DSRP 
may not be a perfect instrument, but it’s the best that 
could be devised to do its particular job, and perhaps 
a whole lot less burdensome than some others that could 
have been imposed. Moreover, it was drafted with the dis- 
tributor distinctly in mind and offered as an umbrella of 
protection over the existing system of industrial supply 
distribution during a period of extreme turbulence. 

Its potential benefits so far outweigh its disagreeable 
features that even if it were to be changed tomorrow, the 
distributor would be justified in working with it whole 
heartedly until midnight tonight. The distributor who 


holds out on DSRP is holding out on himself. 


Imperative Precaution 


Scarcity of almost every item in the distributors catalog 
puts an intrinsic value on his stock far greater than that 
actually listed on his books. Due to difficulty of replace- 
ment. the distributor who is hit by burglary or fire has 
been hurt far beyond the power of any insurance company 


to reimburse him. For that reason measures of protection 


sare getting much tighter everywhere. 
sare getting much tig ' 


One New England supply man describes his own “de- 
fense program” in a letter which says, “We created a night 
,shift for one of our older day men. On his way to work 
hg picks up the evening mail and separates orders. If the 
ifaterial is available from Stock he lays it out for quick 
action in the morning. He ‘receives in’ any material that 
may have arrived late-in the day, does certain types of 
filing that would have to be referred to first thing in 
the morning, and keeps the place neat and clean. It is a 
real protection to have him on duty all night, and consid- 
ering the importance of his work, no added payroll burden. 
The man himself is insured against holdup coming to 
and going from work, since, if someone should enter 


with him this would be called holdup. not burglary.” 















The Defense Month 


SEPTEMBER—America moved nearer to participation in war... President’s 
P Pp 


speech, American Legion resolution backing his foreign policies and decline 


of anti-war strength in Congress helped clarify U. S. position . . . Reverses 


in Russia deepened gravity of crisis . . . New tax bill gave hint of what war 


costs will be and who will pay them .. . SPAB started revising and stream- 


lining defense machine . . . Talk of inventory hoarding grew louder .. . 


Priorities into eclipse with allocations to the fore. 





Distributors Eye SPAB Moves 


New board holds answer for supply men under completely revised 


priorities system. . . . First moves to cut red tape, end hoarding 


meet with favor of all industry. 


SIX WEEKS after President Roosevelt 
created the seven-man Supply Prior- 
ities and Allocations Board, Ameri- 
cans were just beginning to get a 
fair idea of what to expect from the 
new helmsmen of their Defense Pro- 
gram. Industrial distributors joined 
in the common chorus chanting, 
“What about me?” but not all the 
returns are in yet. In the next month 
or six weeks the jury will be coming 
in regularly with verdicts determining 
the fate of countless plants and in- 
dustries. 

On the whole, news for distributors 
leaned toward the favorable side. 
Those involved in helping defense in- 
dustries maintain top speed produc- 
tion shared the confidence of their 
customers that protection and help 
would be continued, but of course 
those in districts where defense has 
failed to make itself felt joined their 
non-defense customers in worrying 
over the future. In the priorities 
shakeup, the Defense Supplies Rating 
Plan, largely an instrument to bolster 
the country’s distribution system in 


the emergency, remained untouched. 
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In addition, extension of assistance to 
industries heretofore considered not 
strictly defense, will help distributors 
generally to report a much more 
favorable “defense percentage” under 
DSRP. 

The creation of SPAB precipitated 


SPAB's first meeting. 


the realization that the honeymoon of 
defense prosperity is over, to be re- 
placed by drastic taxes and stringent 
shortages of things that add to the 
comforts of living. SPAB looms up 
as juggler of the American economy, 
charged with keeping all the balls— 
defense and non-defense—in the air 
as long as possible, and softening the 
crash when a non-defense ball must 
be dropped. It is a staggering assign- 
ment. But the new board has a bet- 
ter chance to succeed than did the 


OPM - OPACS which 


tug-of-war 


~ 


-_——~, 


~ 
= 4 


“= 





Seated, Harry Hopkins, lease-lend administrator; William S. 


Knudsen, OPM general director; Vice-President Wallace, chairman; Donald Nelson, execu- 


tive director. 


Standing, James V. Forrestal, Under Secretary of Navy, representing Secre- 


tary Knox; Robert Patterson, Under Secretary of War, representing Secretary Stimson; 
Leon Henderson, price administrator; Sidney Hillman, associate director of OPM. (Al- 
though he is the board's executive director, Nelson is not an actual member.) 
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frequently worked at cross purposes. 

If SPAB moved in as a wildly 
swinging new broom it was because 
a mess existed that had to be cleaned 
up quickly, Priority applications were 
piled into a mountain. Accelerated 
defense production and plenty of 
consumer spending power were 
zooming shortages alarmingly. But 
even a novice could sense the pres- 
ence of a darkie in that woodpile, for 
the shortages were out of all propor- 
tion to what they reasonably should 
be. Somebody was holding out, piling 
up inventories, hoarding. 

First SPAB blitzed the priority 
backlog in a single week-end, process- 
ing thousands of pending applications 
by means of a special stamp which 
turned each approved application into 


a legal preference rating. Subse- 


quently the handling system was 
streamlined. Next. attention was 


turned on the shortages tangle and 
it quickly became evident that the 


term, “priorities, would give way to 


The 
difference in philosophies can best be 
illustrated this way: Where the Pri- 
orities Division once said to the man- 


a new favorite. “allocations . 


ufacturer, “You're working on de- 
fense materials so you can wear a 
badge and get special privileges.” 
SPAB will now say, “We appreciate 
the importance of what you're doing 
and will give you all the help you 
need—but no more than you need.” 

Although the introduction of allo- 
cations and rationing will have a 
severe impact on non-essential indus- 
tries, it probably will be less severe 
than might have developed had the 
old priorities systenr been continued 
into the production orgy that lies 
ahead. As an example of how it 
works, there is the statement of Stan- 
ley Adams, of the Iron and Steel Di- 
vision, who declared, “In September 
everybody with 45 days or less in- 
ventory of pig iron was able to get 
pig iron. Some who had eight to ten 


months’ on hand got none—which is 


why some of the others got theirs.” 
feels that SPAB has 
made a good start. It is thought that 


Everybody 


by switching the emphasis to control 
over input of raw materials and away 
from control of output of finished 
products the available supply of all 
materials is bound to stretch farther. 
In the offing is a wholesale cataloging 
and rating of industries in the order 
of their importance, somewhat sim- 
ilar to the program used by the old 
War Board. 


will shrink. Some that are flagrantly 


Industries Inventories 


excessive may even be confiscated. 
The Army and Navy, notoriously the 
worst offenders in abuses of priorities. 
are likely to be brought to book 
along with the others. 

Best of all, from the 


standpoint of distributors, is the ap- 


indication 


parent disposition to respect the im- 
portance of keeping all industries in 
running order and the granting of 
maintenance supplies and repair parts 
toward this end. 


Non-Defense Ratings Granted in Bulk 


Maintenance and repair of essential services and industries recog- 


nized as important by OPM . 


. New holders of A-10 to help 


raise distributors’ defense percentages in many sections. 


IN SEPTEMBER the trail was probably 
blazed for the future course of U.S. 
defense economy. For the first time 
since the emergency began official 
ratings were extended outside of the 
strict interpretations of “defense.” 
The difficulty of getting materials 
finally forced OPM to begin the long- 
shunned task of classifying a great 
number of industries in the order of 
their importance. 

Immediate result, from the distrib- 


‘ . 
utor’s standpoint, was to boost de- 


fense percentages reported under 
DSRP. The flood of new orders 


issued by Washington gave supply 
men a big job of studying to do in 
order to learn the requirements for 
getting indentification on every order 
backed up by a rating. Distributors 
who would avoid “selling themselves 
out of business” are advised to make 
sure that all goods sold to customers 


who hold a rating are properly certi- 


fied and recorded as such. Otherwise 
they are listed as non-defense sales 
and the replacement problem is more 
difficult. 


Maintenance and Repair Order 


Month’s high spot was Order P-22. 
termed a streamlined plan to grant 
priority assistance for repair work in 
certain essential industries. Twenty 
classes were listed and it was indi- 
cated that other classifications may be 
added from time to time. Subsequent 
special orders have been issued to 
cover problems in other industries not 
covered in P-22. 

The new plan replaces a Mainte- 
nance and Repair order announced 
August 8 but never actually issued 
because of administrative difficulties 
in handling the paper work it would 
have involved. The revised plan per- 
mits qualified producers or suppliers 
to apply a preference rating of A-10 
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to deliveries of required repair parts. 
It also can be used to get deliveries 
for “emergency inventory.” Repairs 
are defined as those that are needed 
because of actual or imminent break- 
down. 

Kmergency inventory is considered 
as the “minimum inventory of ma- 
terial required to provide for repairs 
to meet an actual or imminent break- 
down.” 

In order to apply the preference 
rating the producer must endorse the 
following statement on the original 
and all copies of the purchase ordet 
or contract, signed by a responsible 
official: 

“Purchase order for repair ot 
emergency inventory-preference _rat- 
ing A-10 under 
Order P-22.” 


A supplier may apply the prefer- 


Preference Rating 


ence rating by endorsing this state- 
ment: 

“Purchase order for material re- 
quired to fill a duly rated order for 
repair or emergency inventory. This 
order bears 


purchase preference 
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rating A-10 under Preference Rating 
Order P-22.” 

Such amounts to a 
certification to OPM. The supplier's 


endorsement 


endorsement 


must. of course. be 


hacked up by one already received 
from a qualified customer, and the 
supplier's purchase order is restricted 
to material called for in the custom- 
ers purchase order. 

(Following the list of industries 
covered in P-22, there is presented a 
summary of other orders granting 


rating to essential industries and 


services. ) 


Industries covered by Order 
P-22 


l. Federal, state, county and municipal 
hre and police services; highway mainte- 
nance. 

2. Carriers: (a) Urban, suburban, inter- 
urban, intercity common, contract and pri- 
vate carriers of passengers or freight by 
electric railway, electric coach, motor coach, 
motor truck, or bus, including terminals. 
(b) Railroads, including terminals. (c) 
Shipping——commercial carriers of freight 
and passengers by ocean, lake, river or 
canal, including terminals. 

3. Plants engaged in producing chemi- 
cals by chemical processing of raw mate- 
rials, 

1. Coke converting. 

5. Educational institutions 
vocational training). 

6. Plants engaged in manufacturing ex- 
plosives. 


(including 


7. Plants engaged in manufacturing farm 
machinery and equipment. 
8% Plants engaged in 
preserving, refrigerating, 


milling, refining, 
wholesaling or 


storing of food for human consumption or 
livestock feed. 

9. Plants producing equipment used in 
highway maintenance. 

10. Hospitals, clinics, sanitoriums. 

11. Plants engaged in production of lum- 
ber, including planing, drying, storing and 
treating lumber, cooperage, plywood and 
millwork. 

12. Metallurgy 
and alloys. 

13. Mines and quarries including ore 
dressing or processing plants and smelting 
facilities. (Note: Order P-56 granting spe- 
cial ratings to mines revokes the provisions 
of P-22 as it applies to this classification.) 

14. Newspapers. 

15. Plants and equipment used in pe- 
troleum production, refining and trans- 
portation. 

16. Commercial radio broadcasting and 
communication (not including home receiv- 
ing sets). 

17. Research laboratories, industrial and 
academic. 

18. Plants producing rubber and rubber 
products, including reclaimed and synthetic 
rubber. 

19. Shipyards and ship repair yards en- 
gaged in building and repairing ships. (Ex- 
cluding yards devoted principally to pleas- 
ure craft.) 

20. Telephone and telegraph communi- 
cation, 


plants producing metals 


Other Ratings Granted 
Defense Housing (P-55)—Covers 200-, 


000 privately financed homes for defense 
workers, Project preference ratings will be 
granted, highest going to projects which 
were under construction on September 1, 
and for remodeling and rehabilitation cre- 
ating living accommodations for additional 
defense workers. Lower ratings will be 
granted to new construction for rent, and a 
still lower rating for new construction for 
sale. All defense housing ratings will be in 
the “A” A list of areas is outlined. 
Private builders should file application with 
local FHA to obtain preference rating. Pri- 


class. 





Manila fiber and manila cord- 
under full 

August 30 
by the Division of Priorities to 


age were 


placed 


priority control on 


conserve the available supply 

and imports of this fiber for 

vital national defense needs. 
The 


classes of cordage 


three 
Class A. the 
best grade; class B, next best 


order sets up 


grade; and class C, which must 
contain no more than 50 per- 
cent manila fiber —and _ stipu- 


lates that manila fiber may only 
be processed for these three 
Uses. 

The better classes of manila 


Class A and class B 


‘ordage 
cordage 





Manila fiber and cordage under full priority control 


may only be processed for sale 
or delivery to certain specified 
uses, the order provides. These 
uses are: 

Defense 


for ships, towing, commercial 


orders; marine use 


fishing, and on inland water- 
ways; oil lines—for use as drill- 


ing cables, catlines, spinning 


lines and torpedo lines: mining 
for use for hoisting and trans- 
mission of power. 
Class C cordage may be sold 
and there- 


without restriction, 


fore. will be available for ci- 


vilian uses. Since it contains 


only 50 percent manila fiber, it 
will not hinder conservation. 
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ority is contined to family units valued at 
not more than $6,000, or renting for not 
more than $50 monthly. 

Utilities (P-46)—Rating of A-10 is 
granted to specified utilities and their sup- 
pliers to facilitate deliveries of maintenance 
and repair materials and operating supplies. 
Utilities covered are those (a) supplying 
electric power directly or indirectly for gen- 
eral use by the public; (b) supplying gas, 
natural or manufactured, directly or indi- 
rectly for general use by the public; (c) 
supplying water directly or indirectly for 
general use by the public; (d) public sani- 
tation services, not including manufactur- 
ers of public sanitation products; (e) sup- 
plying central steam heating directly or 
indirectly for general use by the public. 
Rating is applied in manner similar to P-22, 
described above, but before using the pref- 
erence rating the utility must execute two 
acceptance blanks attached to the order 
(P-46) filing one with the Power Branch 
of OPM, retaining the other. Suppliers 
must not execute the acceptances. 

Textile Machines (P-53)—An A-10 
was granted Sept. 16 to manufacturers of 
maintenance and repair parts for textile ma- 
chinery. Such manufacturers should apply 
for the rating on Form PD-88, mailing it to 
the Textile Branch, OPM. When filing his 
application, the manufacturer should state 
the number of copies of the order he de- 
sires to have furnished to him, so that he 
may apply the rating to deliveries to him by 
his suppliers, and to enable his suppliers to 
apply the rating to deliveries to them. A 
supplier may apply the rating only to mate- 
rial which will be physically incorporated 
into finished parts for maintenance and 
repair work, 

Aircraft Accessories (P-52 )—Manufac- 
turers of aircraft instruments and acces- 
sories may receive a rating based on rec- 
ommendations of the Army and Navy Mu- 
nitions Board. The assigned rating may be 
extended by the producer to his suppliers 
by executing a copy of the order; i.e., by 
signing the acceptance and filing it with the 
Aircraft Section, OPM, and furnishing one 
additional signed copy to each of his sup- 
pliers. Suppliers may extend the rating to 
sub-suppliers in the same fashion. 

Mines (P-56)— Highest defense rating— 
\-l-a—-is granted mining companies to ex- 
pedite deliveries of materials needed for 
emergency repairs. In addition, a rating of 
\-8 may be used by operators and their sup- 
pliers to obtain material required for emer- 
gency inventory purposes, or for operating 
supplies or ordinary maintenance work. No 
special forms are required. An endorsement 
similar to that required on order P-22 
(above) will be placed on purchase orders. 
However, before the A-l-a can be applied, 
the mine operator must first ask permission 
by telephone, telegram or letter, from Pri- 
orities Coordinator of Mines. Telegram au- 
thorization by the coordinator will be sufh- 
cient to permit purchase of the necessary 
materials under the emergency A-1-a rating. 

Replacement Parts for Autos, Trucks 
(P-57)--Rating of A-3 is assigned to pro- 
duction of replacement parts for heavy and 
medium trucks and passenger carriers with 
seating capacity of 15 or more. Rating of 
\-10 is assigned to production of replace- 
ment parts for passenger cars and light 
trucks. 

Strategic Roads Letter of intent, ad- 
dressed by Priorities Division to Commis- 
sioner of Public Roads Administration and 
subsequently distributed to prospective con- 
tractors and suppliers at time of contract 


(Continued on page 132) 
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Steel Warehouses 


5 Get A-9 Priority 


To enable warehouses to obtain stocks with steel under full priority, 


OPM announces Order M-21-b—a percentage quota system based 


on past deliveries. A few “Product” quotas are announced. 


DISTRIBUTORS operating steel ware- 
houses were notified last month that 
they would be granted an A-9 rating 
in purchasing steel for stock after the 
OPM had compiled and analyzed cer- 
tain data about their requirements. 
Purchases under the new priority or- 
der will be permitted on a quota-of- 
past-sales basis, and sales will be 
closely circumscribed. 

Announced on Sept. 4 by Donald 
Nelson. the 
new steel warehouse order, M-21-b, 
supplements General Preference Or- 
der M-21 which took all steel under 
full mandatory control during August. 
Under M-21-b distributors will be re- 
quired to file monthly reports of their 
steel sales, probably on form PD-83, 
which will 
fication system as form PD-73 which 
they filing with steel 
orders under M-21 (a “Group Classi- 


Director of Priorities. 


follow the same classi- 


have been 
fication” of eight types of customers, 
A to H, and a “Product Classifica- 
tion” of 26 types, Nos. 1 to 26). 


By thus granting an industry pref- 
erence rating to steel warehouses. 
OPM recognizes their essential im- 
portance to defense. And by the quar- 
terly inventory reports which will be 
requested, and by the restrictions im- 
posed on steel sales, it is clear that 
the OPM intends to keep steel turn- 
ing over, mainly to defense channels. 

Quotas for the last quarter of 1941. 
due to be announced by Oct. 5, were 
to be established by the Director of 
Priorities on the basis of deliveries 
made during the first quarter of this 
year. To secure data needed for this 
quota determination, the Iron and 
Steel Branch of the OPM asked ap- 
proximately 3,000 steel warehouses 
to report, on form PD-83a, details on 
their steel deliveries (from owned 
or consigned stock, not direct ship- 
ments from the mills) during the 
first quarter. 

Last-quarter-of-1941 quotas for a 
few products were announced on 
Sept. 30: For “Product Classification” 


By now most distributors handling steel are familiar with form PD-73, which reports on 


unfilled orders. 


To eliminate paper work, the OPM recently announced that warehouses 


could file reports of all orders in a single "Group" classification placed during a month 


on one PD-73 instead of filing a form with each order. 


In each case, the form must be 


filed with the producer on or before the fifth of the following month. 





In Return for Their A-9, 
Steel Warehouses Must: 


Obtain from their customers 
tive identification of each 
order according to the 
Classification” system. No custom- 
er’s certificate or form is needed, 
only proof that would bear inspec- 
tion. 


posi- 
defense 
“Group 


Keep adequate records of deliveries 
by “Product” and “Group” classifi- 
cations to file each month 
forthcoming form PD-83). 
File inventory reports if they are 
requested (probably the middle of 
October, January. April and July). 


(on the 


Ration non-defense customers faith- 
fully. Most houses have done this 
already, using their own formulas 
restricting non-defense deliveries to 
(1) small percentage of 
hand, and (2) definite 
limitation. 


stock on 
tonnage 


Play the game fairly—the rules are 
all drawn up on the honor system. 














PD-73 


(This Form may be Reproduced) 
OFFICE OF PRODUCTION MANAGEMENT 
Iron and Steel Branch 
Washington, D.C. 


CUSTOMER'S STATEMENT TO PRODUCER CLASSIFYING PURCHASE ORDER OR CONTRACT FOR STEZL 





This Stetement must be attached to every order or contract placed with a producer 
for carbon and alloy steel castings, ingots, blooms, slabs, billets, forgings @nd all 
other semi-finished and finished rolled or drawn carbon and alloy steels, as covered in 
Order M-21, issued August 9, 1941 by the Director of Priorities. 


All steel covered by this statement is to be for only one "Group Classification" 
as defined in the "Instructions for Form PD-73". 





To 





flame of Producer 
Fros 


Address 





Name of Customer 
Type of business 


Address 








Order Ho. 


Date scien 
Shipping date(s) required 


covers material in "Group" 


Is order for stock? Yes ces No ae 








(Give Group Title) 
Group letter _.._ 








Ultimate use (as detailed as possible) 


Completion date of contract for which material is required 

















Insert in Column (#1) each product included in this order according to "Product Clas- 
sification" as defined in the "Instructions for Form PD-73", and insert in Column (#2) 








NG TONNAGE FOR EACH PRODUCT. If alloy steel, insert "a" after number 
#1 #2 (#1) (#2) (A) (#2) 
Products Net Tons Products Net Tons Products Net Tons Total-Col.#2 


No. 8, 80% 
responding quarter of 1940; for No. 
11. 80% ; for No. 13, 704%; for No. 
15. 70% and for No. 18, 50%. OPM 
permits the mills to ship up to 110% 


of deliveries in the cor- 


if other defense orders are not de- 
layed. 

Deliveries are limited by terms of 
the order. Alloy steel may not be de- 
livered to any but identified defense 
orders, except in the following small 
sales: 

Alloy tool steel, 50 Ibs. per item 

Stainless steel, 50 Ibs. per item 

Other alloy steel, 300 Ibs. per order 

Orders for carbon steel for non- 
defense purposes may be filled only 
“after provision has been made to 
care for present and anticipated de- 
the 
terms of Order M-21”, Exemptions 
from these restrictions further permit 


fense orders. and subject to 


monthly deliveries of alloy steel on 


small non-defense orders up to 10 


per cent of the average monthly de- 
liveries of such materials during the 


first quarter of 1941. 





FOR OTHER 
DEFENSE NEWS 
io See Page 124 * 
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OPM experts at Milwaukee, left to right: Mason Manghum, contact service; F. R. McGregor, Pacific Coast coordinator; Charles Curtis 
local chairman; Tony Clark, Senior Consultant; J. L. Overlock, assistant deputy director; L. E. Scriven, field offices: Bill Stauble, chair- 
man Industrial Supply Industry's Defense Committee; W. G. Bailey, OPM, Chicago. 


DSRP Forums in Five Cities 


Clark, Stauble endure exhausting two-week junket to enlighten industrial buyers and distributors 


on West Coast and Midwest with facts about Rating Plan and current problems with priorities 








FROM AN ACORN planted in Waterbury, 
Conn.. late in July, the program of 
enlisting cooperation of everyone af- 
fected by the Defense Supplies Rating 
Plan spread out to giant dimensions 
last month as H. K. “Tony” Clark. 
Priorities Senior Consultant. and W. 
C. Stauble (Holo-Krome) 
of the supply industry's Defense Com- 


chairman 


mittee, carried their gospel to thou- 
sands of eager listeners in Los An- 


geles, San Francisco, Denver. Mil- 


waukee and Chicago. 


Climaxed by a huge turnout which 
filled to overflowing Chicago's great 
Civic Opera the program of meetings 
clearly proved three things: 

1. The impact of priorities. con- 
trols and regulations has created 
widespread confusion and = concern 
among business men. 

2. Business men are anxious to 
learn the new rules thoroughly. 

3. Meetings of this type are hugely 
effective in clearing up confusions 


and winning cooperation and support. 


With a formula developed in the 


earlier Waterbury and Cleveland 
meetings. Clark and Stauble earned 
the gratitude of 1500 in Los Angeles. 
600 in San Francisco and 800 in Den- 
ver. by which time word had spread 
that they 


thing new and important to the prop- 


were introducing some- 


agation of priorities information. 
When they reached Milwaukee Wash- 
ington had sent a group of high rank- 
ing Priorities Division officials to ac- 
(Continued on page 137) 


Left, Bill Stauble reads questions at Chicago while Stanley Adams supplies official clarifica- 


tion to problems on iron and steel controls. 


Below, Government officials and leading manu- 


facturers and distributors occupy places of honor on the huge stage of the Chicago Civic 


Opera House. 


Speaker when this photo was snapped was Stanley Adams. 


After the 





meeting officially ended and crowd had thinned, remaining visitors were invited to stage 


to ask direct questions. 
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Above, ''seventh inning’ in midst of gruelling four-hour 
question-answer period at San Francisco gave rest to 
both visitors and experts Clark and Stauble. Left, Clark, 
Overlock and Bailey answer question barrage on stage 
of Chicago Civic Opera after meeting. At bottom, Chi- 
cago committee members sort out questions for meeting: 
Donnelley (Illinois Mfrs.); Channon (Great Lakes Sup- 
ply); Breuggemann (Acme Steel); Bloss (Illinois Mfrs.) ; 
Kramer (H. Channon); Teare (Sterling Products). Below, 
right, Clark and Stauble pause for breath during the Los 
Angeles meeting. 











Priorities Quiz 


Questions and answers of general interest to distributors and business men, 


culled from the minutes of last month's meetings in Chicago and Milwaukee 


Defense Supplies Rating Plan 


(). Will an A-10 rating procure the 
required materials and supplies? 

A. When the A-10 ratings granted 
by the Defense Supplies Rating Plan 
do not obtain the materials at the time 
delivery is required consideration 
will be giving to a temporary raising 
of that rating to the level required to 
obtain the material needed at that 
specific time. This is cared for by 
making applications or making quick 
contact with the analyst in the Defense 
Supplies Rating Plan who handled 
your particular case. He communi- 
cates with the commodities section, if 
it be steel, brass, copper, aluminum 
or any of the other scarce or hard to 


obtain 


materials which are under 


mandatory control. <A 


temporary 
rating will be given to enable you to 
continue your defense production, 
following delivery of which you will 
revert to the previously held A-10 
rating. 

(). Is there any way to group PD-3 
forms to better facilitate their han- 
dling? 

A. Yes, sir, this can be attained 
by qualifying under the Defensé Sup- 
plies Rating Plan by purchasing ma- 
terials in your regular way and apply- 
ing your preference ratings against 
individual purchase orders. In some 
instances procurement officers will 
permit this consolidation under the 
use of a preference rating certificate 
issued by them. 

(). Should such production sup- 
plies as metal, cutting tools, incident- 
ally necessary to production, be in- 
cluded in PD-25? 

A. Only if you were experiencing 
or having reason to expect difficulty 
The fact 


that a company is operating under 


in otherwise procuring it. 


the Defense Supplies Rating Plan is 


usually sufficient evidence of the de- 
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Should 
later specifications and certain inclu- 


fense priority established. 
sions seem desirable a supplementary 
or interim PD-25 report may be filed. 


Q. Is supporting evidence of classi- 
fication of orders, shipments, or bill- 
ings required to be sent to OPM with 
the first application PD-25? 

A. No. The evidence is required to 
be kept in good order for inspection 
OPM field 


Preference ratings are good evidence 


of an representative. 
as are certificates from customers. 
When not obtained originally they 
must be obtained within thirty days 
after filing the first 
PD-25; and a lettered summary of 
the data compiled filed with OPM 
immediately upon completion of the 


application 


compilation. We suggest that cus- 
tomers be invited to comply with one 
of these alternatives: 1. Supply pref- 
erence ratings applicable to the spe- 
cific order; 2. Supply copy of A-10 
Defense Supplies Rating Plan order 
when the customer is operating under 
the plan; 3. Furnish certificates in 
form referred to above; 4. State the 


character or purpose of the order. 


(). Are customer certificates re- 
quired after the first summary of 
data is filed? 

\. Yes, monthly. It is important 
to get customers certificates each 
month on unidentifiable contracts as 
defense percentage will change and in 
most cases increase, thus building up 
percentage. This is particularly im- 
portant in the sales of mill supply 
houses and distributors. 


Q. May a distributor qualify under 
the provisions and regulation of the 
Defense Supplies Rating Plan? 

\. No. The Defense 


Rating Plan is for manufacturers 


Supplies 


the producers of the defense supplies. 


(). How then does the Defense Sup- 
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plies Rating Plan help a distributor? 


A. By furnishing his supplier with 
the approved form of certificates each 
month, the distributor enables his 
supplier to obtain an analysis of his, 
that is, the supplier’s business. This 
analysis provides that vital defense 
percentage which the producer uses 
to obtain his scarce or hard-to-get 
materials in advance of the actual re- 
ceipt of defense orders. Having re- 
ceived his material in advance of the 
receipt of orders for the finished 
product, the producer is able to manu- 
facture his product for stock, either 
his own stock or the stock of his dis- 
tributors, to the extent the distribu- 
tors orders cover material for de- 
fense requirements. 


(). Is it mandatory upon the part 
of our suppliers or source of supply 
to ship to us on the basis of defense 
percentage that we have filed with 
them ? 


A. No. There is no provision which 
requires a manufacturer to ship to 
distributors on an allocation basis 
established on receipt of certificates 
of monthly analysis of the distribu- 
tor’s business. It would seem that 
good business judgment and a sound 
sales policy would require that manu- 
facturers take care of their distribu- 
tors who have served them well long 
before this emergency occurred, and 
who they expect will serve them well 
long after the emergency ends. We 
hope this cooperation between manu- 
facturer and distributor will prevail 
and continue. The situation is some- 
what different distributor 
places a specifically identified or 
specifically 


when a 


with a 
manufacturer. In this case. under the 


written order 
regulations of Priority Regulation 
No. 1, the order must be received and 
scheduled for shipment. 


(Continued on page 139) 
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Mechanizing 
The Paper Work 


When the new steel warehouse order added new 
bookkeeping burdens to those of the DSRP and other 
priority regulations, the Chas. C. Lewis Co. turned 
the whole intricate detail over to its new IBM sys- 
tem. From it now flow prompt monthly reports, sat- 
isfying every need of OPM and Lewis executives. 


OnE OF A distributor executive's most 
pressing problems—development and 
analysis of records needed to conform 
to priorities regulations—has been 
solved at the Chas. C. 
Springfield, Mass., by mechanizing 


Lewis Co.., 
the whole complex process with the 
installation of electric bookkeeping. 
The system was designed jointly by 
Lewis executives and the International 
Business Machines Corp. 

From the new system, Richmond 
Lewis, president, and Walter Pea- 
cock, sales manager, automatically 
get monthly reports of their percent- 
age of identified defense business (for 
DSRP), both 


“Product” classifications of their steel 


and “Group” and 
sales (for the new warehouse order), 
with speed and accuracy probably un- 
surpassed by any other system now 
in use by the distribution industry. 

Basic unit of the system is what 


IBM calls the “Electric Bookkeeping 


from IBM. 


and Accounting Machine Card” (il- 
lustrated below). All types of busi- 
ness served by IBM use cards similar 
in size and general arrangement, but 
the headings and specific data col- 
lected vary from one IBM user to 
another. 

In the system designed for Lewis, 
one of these cards is punched in the 
distributor’s office for each order 
handled, using an electric punching 
IBM). The 
punches record certain data about 
each order. At the end of the month 
the cards all go down to the local IBM 


office where they are sorted, and the 


machine (leased from 


data compiled—all on automatic tab- 
ulating machines. 

An infinite variety of facts, and 
combinations of various facts, can 
At the 


Lewis gets the following: 


be obtained. present time 
Sales analysis, by customers, 


showing volume in commodity 
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A card like this is punched for every order. 
complete bookkeeping service, as well as to meet priorities needs. 
month all cards are taken down to the local IBM office for tabulation and analysis. 
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Note that it contains data to perform a 
At the end of the 

































Cards are punched on an electric punching machine, leased 
This operation corresponds to posting in conven- 
tional bookeeping systems. 


groups, in each priority “Group” 
classification (to satisfy require- 
ments of the steel warehouse or- 
der). and both cost and sales 
price by groups. 

Sales, tonnage. and cost of 
sales for each salesman, by terri- 
tories. 

Amount of sales delivered 
from stock, and amount shipped 
direct from the factory (again 
for the steel warehouse order). 

Tonnage, sales and cost of 
sales by “Product” classifications 
(arranged to conform to require- 
ments of the steel order). 

Total of identified defense 
sales for DSRP (Lewis uses the 
positive identification method ex- 
clusively, rather than customer 
certificates, in determining  per- 
centages). 

Cost of sales, and sales, in 

the company’s own commodity 

groups. 

An advantage of the system is its 
extreme flexibility. Any conceivable 
combination of data can be tabulated 
from the cards, once they are 
punched, or the cards can be revised 
to include new data. The system 
sounds complicated, perhaps, and in 
a sense it is, but the complications 
are all automatically resolved by auto- 
matic machines. 

The actual mechanics of operating 
One of the 


girls at Lewis has already become 


the system are simple. 


proficient in operation of the card- 
punching machine (the lone opera- 


(Continued on page 134) 





Air—Compressed, Not Hot— 
Speeds Defense Production 






Air-operated devices that offer a quick, convenient-to-apply group of products that meet many pres- 


ent manufacturing needs. 


IN THE RAILROAD SHOPS where I 
served my time as a machinist ap- 
prentice, compressed air was a famil- 
useful tool. Most of 


tools—such as 


iar and our 


portable chipping. 
caulking and riveting hammers, rivet 
busters, drilling and reaming motors, 
wire brushes and grinders—were air- 
driven, as well as spray-painting units, 
blowtorches, and the like. We used 
air everywhere because we had air- 
lines all over the plant to provide 
furnace blast, pump water, and power 
hoists. 

We built for ourselves such units 
as pipe benders, jacks, clamps. feed- 
ers, positioners, gages and furnace- 
operating rigs powered by air cy- 
linders. Thus it was with considerable 
surprise that I have since found many 
plants not using their compressor 
capacity for perfectly obvious jobs. 
Some even avoided compressed air 
entirely because it was supposed to 
be dangerous. 

Current difficulties in getting de- 
livery on other types of equipment, 
and the need for highest possible 
production, however, brings to mind 
again all these possible uses of air 
the simplicity with which it can be 
adapted to project, accelerate or ease 
operations. It provides a_ first-class 
opportunity for the wide-awake dis- 
tributor to suggest solutions to com- 
plicated problems, and to make sales 
while doing it. 

There is no necessity to hand-make 
the crude devices we built a score of 
years ago to utilize air—manufac- 
turers now provide equipment that 
will do everything but think—and do 


it with entire safety. 


Every distributor is familiar with 





Ek. J. TANGERMAN. Technical Editor 


Here are some of the newer types of units and some sales suggestions. 





ie, 


This lever-controlled blowgun gives three pressure variations to provide necessary blast 


without spoilage or danger. 


the blowgun or blast tip, but many 
do not know that there are both but- 
ton-operated and lever-operated types. 
equipped with hang-up hooks, hand 
guards, and nozzles that cannot be 
crushed, bent or distorted. Extension 
tips of half a dozen shapes get into 
any desired position with any required 
shape or blast. Some can even be bent 
or formed by the user to meet his own 
requirements. To avoid any danger of 
the blast spoiling the product or driv- 
ing chips or dust at dangerous speeds. 
types are available which can be pre- 
set for a desired pressure or lever- 
controlled to suit operator needs. 

To produce a light spray gun for 
water, gasoline, kerosene or other 
non-congealing liquids used in spray- 
ing molds, fabrics and tools, a special 
tip can be added to the blow gun. For 
operations requiring shift-along han- 
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dling of the blow gun by girl opera- 
tors, there are special light-weight 
models. 

Our air lines carried valves with 
female threads which required a con- 
tortionist to couple the hose. Now, 
however, for such use there are special 
fittings into which the hose is pushed 
and locked. One motion makes the 
connection and turns on the air. It’s 


as simple as plugging 


g in an electric 


cord, Your customers will be inter- 
ested in such equipment for benches, 
press lines or other places where 
much air is used and hoses are fre- 
quently coupled and uncoupled. 

Air cylinders, clamps and chucks 
can now be obtained in standard sizes 
to meet clamping. feeding, lifting, 
locking and holding jobs. But even 
more impressive are the standardized 


power-press units. handling ejection, 








ee 


UM 


tripping and other operations with 
entire safety and comfort. 


Press Operating Devices 


To begin with, there’s the old kick 
press, used for many types of light 
manufacturing operations, in which 
the strength of the blow delivered 
depends on the “kick” the operator 
gives. Most of these operators are 
virls, and as a days work is the 
equivalent of jumping two or three 
miles on one foot, output and quality 
of delivered work are both highly 
variable. To operate with air, the 
treadle extension on such machines is 
replaced by an air cylinder which 
moves the treadle back and forth. The 
operator controls press movement 
with a foot pedal or hand valve. 

The foot pedal can be portable, if 
required, so the operator can stand 
well away from the press. It is used 
where work is large enough to keep 
the operator back from the machine 
so he cannot be injured by it. Other- 
wise, hand valves of the interlocked 
iype are better, because the operator 
must put both hands on valves out 
of harm’s way in order to make the 





Interlocked type of double hand valve for press operation. The 
operator must touch both levers simultaneously. 





Marr afr /ine 


Male coup /ings 


Adapter 





Check unit O1/ resisting 






Hose 
- - “re "4 j 
\ 
Female Ferrule 
couplings bands 


One of the modern types of airline fittings which can be coupled and which turn on the 


air with the same wrist motion. 


press operate, Such an installation in- 
creases safety and output, provides a 
uniform blow, and often increases 
machine capacity. 

Similar dual controls can be applied 
to any power press and likewise force 
the operator to have his hands out of 
harm's way when the ram descends. 
The foot pedal, fixed or portable, can 
also be applied here if the point of 
operation is guarded or pieces are so 
large the operator must stand back 
from the machine. These pedals _re- 
place the conventional 3- or tin. 
hand travel tripping operation with a 
}-in. easy movement of the toe. per- 
mitting the operating foot to be kept 


on the floor. If required by some 


Operating 
blow va/ve 
with roller- 
type lever 
for cam 


tripping 


Neoprere 
hose (3 ft) 


Adjustable 
air director 
for mounting 
from any angle 
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peculiar condition, such units can be 
operated by knee, hip or elbow. 

In every case, these units may be 
installed so that they make the press 
a single-stroke unit, thus avoiding the 
danger of clutch runover (possible 
on repeat type clutch) because an 


operator is careless or clumsy. 


Ejection Devices 


The major danger point on any 
press-type machine is the point of 
operation where the dies meet. All 
kinds of mechanical guards, brush- 
away devices, light-beam interrupters. 
and other protective devices to  in- 


crease output and operators motions 


(Continued on page 119) 










An adjustable air-operated ejecting device for small parts—avoid- 
ing another common source of accidents. 
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Oilstoning Saves Tool Steel 


Touching up a faltering cutting edge at the first sign of dullness saves material, grind- 


ing time, and increases production. Oilstones now are handling fine filing jobs too. 


WoopworkeERrs have long known that, 
once a tool starts to dull, it fails rap- 
idly. But metalworkers, dealing with 
blunter, squarer edges, felt that a final 
tool honing or supersharpening was 
of value only in producing the finest 
of machine finishes. It is gradually 
becoming clear, however, that regard- 
less of material cut. the better the fin- 
ish given the tool cutting edge, the 
longer that tool will last in service. 
Hence the recent trend toward tool- 
room use of oilstones for final edge 
honing—end even to provision of an 
oilstone at every machine tool. so the 
operator may do his own touching 
up without taking the tool from the 
machine. In the prodigal days of a 
few years ago. nobody worried about 
the little time or material lost in fre- 


quent resharpening—but that was a 


few years ago. Now every inch of 
tool steel is “worth its weight in 
gold.” 


Toolbits, boring bars, milling cut- 
ters, drills, reamers and taps all are 
the better for final honing when sharp- 
ened, and touchup with the stone 


whenever the cutting edge begins to 


The oilstone file gives a precision edge on 
regardless of hardness of the steel. 





Touching up the cutting lips of a reamer 
helps it to cut more accurately and to 
retain its exact size—hence working life— 
longer. 


that telltale 


indicates dullness. 


that 
Faster, better cuts 


show “white line” 
will result, plus savings in tool mate- 
rial and longer tool life. It has been 
estimated that proper oilstoning can 


increase working speed 10‘ and give 


the tool 25% more life between 
grinds—a total gain of well over a 


third and well worth considering. 


That's why you'll be doing your- 


dies, tools, models, templates and the like, 










































self, tool steel suppliers. America, and 
your customer a service by preach- 
ing the continual use of oilstones by 
every machine-tool operator. It’s up- 
hill work until the operator tries it 
and sells himself. 

What happens is this: Any tool. 
when sharpened, has a wire edge, tiny 
feathery fingers along the line where 
the two bevels join to make a cutting 
edge. Oldstyle grindstones removed 
metal so slowly that they left little 
but 
wheels take it off fast, leaving a de- 


wire edge, modern grinding 
cided edge which must be stoned off 
with some finer abrasive—or the wire 
edge will be turned back on initial 
contact with the work and thus fail 
to offer a sharp cutting edge. Later. 
the pressure of cutting metal jams the 
cutting edge back into the bevels be- 
hind it, upsetting the metal slightly 
and creating a shoulder each side of 
the edge. This of course changes the 
edge angle and dulls the tool. Peri- 
odic oilstoning removes this shoulde1 
at its inception, and permits the tool 
to cut properly again. 

Oilstones are more recently fulfill- 
ing another function—that of serving 
as fine files in tool and instrument 
making, and the like. Made in square. 
round, oval, triangular, lozenge (or 
diamond) half-round, point and pen- 
cil shapes, as well as knife blade, taper 
round, taper triangle, and taper oval. 
they fit almost any conceivable sur- 
face to be filed. One type is a me- 
dium- or fine-grit “lead” mounted in 
a wood pencil which serves as a 
handle; another is a pencil point 
which can be gripped in a hand chuck. 
Factory-impregnated with oil, they 
are capable of cutting the hardest tool 
steel. Three grits, coarse, medium. 
and fine, meet requirements. Suggest 
them to tool, die and model makers 
in defense plants—they’ve got a 
worthwhile future. 












“Will Call” Orders Speeded 


Combination two-way loud speaker and pneumatic tube 


system cuts handling time to exactly nine seconds. 


Wen Barrett Harpware Co.. Jo- 
liet, Ill., moved into its present quar- 
the first 
problem tackled was setting up an 


ters a few years ago, 


effective inter-office and warehouse 
communication system for handling 
particularly “Will Call” 
orders. After some experimenting. 


the 


arrangement of two-way loud-speaker 


orders — 


company finally chose a dual 
and pneumatic tube system. In actual 
operation this system has cut the 
time of placing Will Call orders from 
a matter of minutes down to nine 
seconds. This figure is the amount 
of time necessary to take orders over 
the phone or at a call counter and 
relay it to the shipping room in 
written form ready for filling. Such 
speed, of course, is not necessary in 
handling routine orders, and is only 
put into action on special rush ma- 
terial. However. it has successfully 
curtailed the number of unnecessary 
steps in handling routine orders and 
thus made for more efficient opera- 
tion. 

Barrett execulives were especially 
anxious to devise a speedy system of 
handling of Will Call orders because 
over a period of years the outside 


salesmen had encouraged buyers to 


In shipping room, Ed Johnson is primed for coming rush order by 
ready and within 
seconds he picks the order from the pneumatic tube. 


loud-speaker. Calls stockman to stand 




































Two-way loud-speaker system with master station located on turntable at telephone sales 
Glen Marshall, Harold Bostrom, Ray Dudek or Curt Davis (not shown) warn call 
counter or shipping clerk rush order is on way. 


desk. 


drop in at the old headquarters and 
nose around. So many had developed 
this habit of dropping in or telephon 
ing a few minutes before a pick-up 
that when the industrial department 
was moved to its present quarters al 
Jackson Sts.. and 


Henderson and 


spread out over 80.000 Sq. {t. of floor 


nine 
barest minimum. 


Then slip written order in pneumatic tube. 


lest’ the 


snappy 


space there Was some fear 


service to callers not be 
enough to keep them coming in. 

All such fears vanished as soon as 
the present system was in operation 


The 


speaker, with master station mounted 


a few days. two-way loud 


(Continued on page 130) 


Pneumatic tubes and loud-speaker system speeds order-filling to and 
from Barrett call counter. 


This cuts customers’ waiting time to the 
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Viewing Both Sides... 


. . » of the old controversy between distributor salesmen and missionary men, Charles 


Trumbo, a factory man now turned supply salesman, draws on his unique experience 


to set up a program aimed at better understanding and friendship between the two 


By CHARLES TRUMBO, Carey Machinery & Supply Co., Baltimore 


YOU'VE ASKED ME, “Having been a 
factory representative, now a distrib- 
utor salesman, what is your opinion 
of both in their respective jobs? What 
could be done to improve the rela- 
tionships and performance of the two 
as a team?” 

First, I'd like to say that although 
one can function successfully without 
the other, a much better job can be 
done by a combined effort. In this 
day of specialists, a factory man plays 
an important role. He is just as much 
an expert in his field as the heart, 
throat or lung specialist is in his. 

The distributor can be compared 
to the general practitioner—the family 
doctor who administers to the patient 
(or customer) regularly, diagnosing 
each case to the extent of his ability 
and with the full confidence of the 
patient. It is when he has reached his 
limitations——due to lack of specialized 
knowledge or experience — that he 
calls in a_ specialist. Having been 
trained in this one field, the specialist 
immediately recognizes symptoms 
that are not visible to the general 
practitioner. Just as the specialist and 
the doctor work together in a hos- 
pital, the factory man and the dis- 
tributor salesman should work to- 
gether in industry. Each depends on 
the other; neither is self-sufficient in 
himself if best service is to be 
rendered. 

Looking first at the factory men, 
we find that most of them have a 
pretty thorough knowledge of their 
product. Today they “know their 
stuff’—they have to. Otherwise they 
wouldn't get by with either the dis- 
tributor salesman or the industrial 
buyer. The great difference between 
the successful and the unsuccessful 


factory men lies in the way they get 
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along with the distributor salesmen. 
Some are well liked, and enjoy a full 
measure of cooperation that springs 
from the heart of the distributor sales- 
man. Others aren't, and get only a 
superficial show of cooperation. The 
difference, in this deep seated problem 
of human relationships, is felt rather 
than seen. But it shows up clearly in 
the volume of business done by the 
factory man. 

In my opinion, the factory man’s 
first job is to sell himself to the 
distributor salesman, and it is at this 
point that many of them fall down. 

To illustrate, let's examine the 
hypothetical cases of Jim Smith and 
Bill Jones, two factory men. Both 
work with distributor salesmen in the 
same territory. Both know their busi- 
ness, and their lines. Both work hard. 
But Jim’s manufacturer receives a 
constantly increasing volume of busi- 
ness. plus some new accounts each 


year. Jim seems to be lucky with dis- 


tributors. Bill. on the other hand, runs 





"Be on time, make friends."—Chas. Trumbo. 
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about even with the year before, al- 
though his training, energy and all- 
around mental equipment are, if any- 
thing, superior to Jim’s. Usually this 
answer is simply this: Jim has sold 
himself to the distributor salesmen, 
and because of friendship for him 
they re plugging his line on the day’s 
when he isn’t in town as well as when 
he is. 

Let’s see how Jim makes friends 
with the salesmen and, later, how 
Bill doesn’t. 


The Prompt Mr. Smith 


It’s the morning that Jim has ar- 
ranged with the distributor sales 
manager to work with one of the sales- 
men. Although the house opens up 
at 8 a.m., the sales manager has ad- 
vised Jim not to come in until 8:30. 
He’s there promptly at 8:30 (it’s his 
practice always to be on time). But 
the distributor salesman didn’t get 
back to the office the previous day 
and has to write up a number of 
orders, telephone two or three cus- 
tomers to give them some promised 
information. and dig out a few 
quotations. By the time he’s free, it’s 
9:30 instead of 8:30. Jim has lost an 
hour, but although he’s inwardly im- 
patient he shows no sign of it. 

Instead, when the salesman apolo- 
izes, Jim says, “Oh, forget it. | know 
how it is to get held up like that. 
What’s on the schedule for today— 
can we see that Williams outfit that 
showed interest in our stuff last 
time?” (Jim has diplomatically dis- 
posed of the tardiness issue. and 
started the day’s work.) 

They make six calls during the day. 
two the salesman had to make (al- 
though they had no direct interest to 
Jim. he tagged along cheerfully). and 





L 
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four that Jim figured would prove 
mutually beneficial. They lunched to- 
gether, talked 
customers, golf, vacations, etc. When 
their calls were finished, they parted 


business conditions. 


about 4:30 in a spirit of mutual regard 
and understanding. 

The rest of the week Jim works 
with the other salesmen. By Friday 
he has made only 20 or 30 calls, but 
he has made five friends. The sales- 
men eventually agree among them- 
selves that Jim knows his product and 
is a “swell guy,” so they push his 
line at every opportunity. 


The Late Mr. Jones 


Now let’s see how Bill Jones (whose 
sales curve doesn’t rise consistently | 
handles himself in the same situation. 
Bill. too, was advised by the sales 
manager to be on hand about 8:30 
Monday morning to travel with sales- 
men. Knowing the early morning 
pressure prevailing in a supply house. 
however. Bill indulges in an extra half 
hour’s sleep. It's 9:00 when he ar- 
rives, and by this time the salesman 
is biting his fingernails and swearing 
under his breath, for one of his cus- 
tomers has had a breakdown, and he 
was due out there at 8:45 to help fix 
it. As they start out they are mentally 
out of tune. to put it mildly. After 
spending better than an hour with 
the customer in distress (which, by 
the way. is not a prospect for Bill). 
they have time for only one call before 
lunch. This is a live prospect for Bill. 
but at lunch he complains at making 
only one call during the morning. 
“Can't make my quota that way.” he 
remarks, 

In stopping by at the office. they 
learn that another customer wants the 
salesman to call during the afternoon. 
and Bill does a poor job of concealing 
his disappointment that it isn’t a 
potential user of his product. How- 
ever. the salesman does arrange te 
reach one real prospect that after- 
noon. and Bill spends most of the 
afternoon interviewing the purchas- 
ing agent, the chief engineer. plant 
superintendent and chief draftsman. 
Bill is jubilant as they leave. but by 
the time they get back to the office 


he’s again lamenting—-over the fact 


POINTERS ALONG THE ROAD 


TO BETTER MISSIONARY WORK 


Don'ts for Distributor Salesmen 





Don't be late for appointments, if it can possibly be avoided. The 
factory man has only a limited time at his disposal. 


Don't forget the factory man is here to help you. 


and wisely. 


Use him often 


Don't forget the fact that he is a “factory man” carries prestige 
with your customers. Cash in on it. Give him a build-up in your 


introductions. 


Don't just “take the factory man around.” Plan the day for him so 
that both of you will benefit from your calls as much as possible. 


Don'ts for Factory Men 


Don't be late. 
especially in the morning. 


Nine times out of ten a factory man has no excuse, 


Don't think yours is the only product in the world. You may think 
it is the most important, but the distributor salesman also handles 


many others, 


Dowt take credit with the distributor sales manager for orders 


coming in, 
own boss. 


Let the salesman get it: youll get credit from your 


Don't hang around the salesman’s desk waiting for him to start out 


with you. 


Veet him downstairs, or in the car or the coffee shop 


where you wont distract him or his boss. 


Dow t insist on making certain calls every time yowre in town. This 
embarrasses the salesman whose customer is determined to stick to 
his old line, or who is tired of hearing your story. 





that he 


calls. The two part for the day with 


made only two productive 


a perfunctory handshake and “Ill see 
you next trip.” 

When the week is over Bills name 
inevitably crops up in conversation 
among the salesmen. All have reserved 
judgment of him, and nobody ven- 
tures the opinion that he’s a “swell 
guy as they did of Jim. There is no 
disposition to push his line because 
of personal friendship. The line 
doesn’t get the attention it deserves. 

Of course. distributor salesmen 
must share some of the blame for 
weaknesses in the system. Many of 
them show too little regard for the 
factory man’s desires, and are slow to 
revise a call schedule in order to 
accommodate their travelling com- 
panions. “Here. too, it again depends 
on how well the factory man has sold 
himself. 
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In my own case (perhaps because 
I've been on both sides of the fence), 
| welcome the chance to work with 
factory men and enjoy it. | make it a 
point, at the beginning of the day with 
one of them, to state clearly just what 
I’ve planned and what I must do. To- 
gether we work out a schedule to our 
mutual advantage. Sometimes, when 
I'm making a call that doesn’t interest 
the factory man, Pll drop him at a 
nearby plant where he can make a 
good call and pick him up afterward. 

It’s only fair to let the factory man 
do most of the talking when we're 
calling on a good prospect, occasion- 
ally asking a leading question just to 
keep it from becoming a monologue. 
And at the end of the day I like to 
spend a half hour reviewing what 
transpired. sometimes making: notes 
so that follow-ups will be made in- 


telligently. 
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A pondful of Douglas Fir peeler logs, three to seven feet in diameter. First step will be 
to saw them into six to twelve foot lengths at this saw station. 


Wood Sandwiches 


Plywood, the amazingly strong material now going into airplanes, 


barracks and other defense projects, opens up a new field for dis- 


tributor service as the new producing plants try to meet the demand. 


By HENRY W. YOUNG 
Pacific Coast Editor 


PRODUCTION OF PLYWOOD, made from 
the Douglas Fir of the Pacific North- 
west, has been climbing at a dizzy 
rate. The product is important in de- 
fense, for airplane parts. for the con- 
cantonments. for 


struction of con- 


finish of 


defense buildings. etc. 


struction and 


permanent 
Even before 
defense stimulated the demand. peace- 
time uses had stepped up the sale of 
the product to where 20-odd_ plants 
were working at full capacity. Statis- 
tically. the industry's growth is shown 
by these production figures: 640.000.- 
000 sq. ft. in 1938. 880,000,000. sq. 


ft. in 1939, and 1,500,000,000 sq. ft. 
in 1940. Last year half a dozen or 
more huge new plants, each costing a 
million dollars and up, were built in 
Oregon and Washington. With the 
aid of industrial distributors, some 
were built, equipped and put into op- 
eration within six months. 

In helping to equip these plants, dis- 
tributors furnished practically all the 
supplies normally provided for a saw 
mill, plus extensive systems of power 
transmission and conveying equip- 
ment. Pictures on these two pages 
show some of the conveying equip- 
ment sold by the local branch of the 
J. W. Minder Chain & Gear Co., Los 
Angeles distributor, for the new ply- 
wood plant of the Evans Products 
Co. in Lebanon, Ore. 

From the time the “peeler logs” 
leave the pond until the finished ply- 
wood panels enter the stock room, the 


process is a continuous one over dif- 


This is the “lathe,” at which the log is re- 
duced to a thin strip of veneer like a thick 
theet of paper. 





The "trays"— rows of belt conveyors one 
above another, 200-ft. long, which deliver 
to the "clipper. The trays represent stor- 
age, for the take-off can be set to any level 
desired, so there is always enough peeled 
veneer ready to maintain continuous pro- 
duction from this point on. Note the Dodge 
pulleys and pillow blocks. 


ferent conveyors. Still more convey- 
ors are required to handle the refuse. 
which is used as fuel in the steam 
power plant. 

The short sections of the log are 
peeled, or “unwound” as they say, in 
a sort of a lathe. The wood comes off 
in thin strips of veneer, like a sheet 
of paper but about an eighth of an 
inch thick. 


clippers, then to the drier, through 


It goes on belts to the 


that to the sorting conveyors to the 
zlue machines, press, trimmers and 
finally to the sanders. At every turn 
the product is inspected and sorted, 
so that what started out as one line 
breaks up into several lines of travel 
for the various grades. 
the 
Plywood manufacturers as “The Mod- 
Wood 


Pound Stronger than Steel,” the prod- 


Proclaimed by Douglas Fir 


ern Miracle in Pound for 
uct is defined more conservatively by 


the U. 


as “an engineered wood board o1 


S. Department of Commerce 


panel consisting of an odd number of 
sheets of Douglas Fir veneer placed 
crosswise, and bonded together under 
hydraulic pressure with water-resist- 
ant glues that are stronger than the 
wood itself.” It is said that more than 
2000 distinct uses have been found 
for plywood. Most of these are now 
shelved, however. as the industry de- 


votes most of its capacity to defense. 











Clipped and dried, the sheets arrive 
here at the sorting table via conveyor 
belt, and move across the 
camel back chain. 


table on 


This is all the waste that is left, but in 
a day it is plenty. It is on its way, by 
long-link conveyor chains and flights, to 


the power plant to be burned. 


Conveyor 
plant. 


layout serving the power 
The incline in the rear brings 
the barker. The level one 
on top goes to fuel storage, and the 
incline in the center carries fuel from 


storage to the boiler. 


refuse from 


; 

















FTC Complaint Issued 
In Hardware Field 


Vational Wholesale Hardware Association, some members and 
cooperating companies charged with violation of Federal Trade 


Commission Act. Association expected to ask dismissal. 


The National Wholesale Hardware 
Association. Philadelphia. its officers, 
executive committee. advisory board. 
member companies and several co- 
operating companies were charged by 
the Federal Trade Commission with 
violation of the Federal Trade Com- 
mission Act in a complaint made pub- 
lic on Sept. 25. 

They are alleged to have conspired 
to coerce manufacturers to confine 
sales of hardware to association mem- 
bers or others deemed by the associa- 
tion to be “legitimate” wholesalers 
under penalty of being reclassified by 
the association. 

The association is also said to have 
compelled its members to refrain 
from purchasing from manufacturers 
not confining their sales to such 
“legitimate” wholesalers. 

The association is said to have com- 


piled a list of hardware manufactur- 


ers classified according to their re- 
spective sales policies. Non-member 
companies are alleged to have cooper- 
ated with association members to pre- 
vent hardware manufacturers from 
supplying certain dealers with their 
products, and to have attempted to 
induce them to refrain from supply- 
ing their products to wholesalers ex- 
cept at prices in excess of those paid 
hy member and non-member respond- 
ents for such products, 

The member companies named. 
who are alleged to be representative 
of the 300 association members as a 
class. are: Farwell. Ozmun. Kirk & 
Co.. St. Paul. Minn.: Marshall-Wells 
Co.. Duluth. Minn.: Wimberly & 
Thomas Hardware Co.. Inc.. Birming- 
ham. Ala.: Harper & Reynolds Corp.. 
A. Crosta. Inc.. Den- 
ver: Sechtman Hardware Co.. Ine.. 
Hartford. Conn.: Railey-Milan. Ine.. 


Los Angeles: C. 


Miami, Fla.: Idaho Hardware and 
Plumbing Co., Ltd... Boise, Idaho: 
Butler Brothers, Chicago; Schlattes 
Hardware Co., Inc.. Fort Wayne. 
Ind.; Harper & Melntire Co., Ine.. 
Cedar Rapids, lowa; Peaslee-Gaulbert 
Corp., Louisville: Woodward Wight 
& Co.. Ltd. New Orleans; Phillips 
Hardware Co.. Inc., Cambridge, Md.: 
Joseph Breck & Sons Corp., Boston: 
Simmons Hardware Co., St. Louis: 
R. F. Willis & Bro., Inc.. Penns Grove. 
N. J.: Burhans & Black. Inc., Syra- 
cuse; Oklahoma City Hardware Co.. 
Inc., Oklahoma City; Stichter Hard- 
ware Co.. Inc., Reading. Pa.; Lorick 
& Lowrance, Inc., Columbia, S. C.: 
Keith-Simmons Co., Inc., Nashville, 
Tenn.; Vermont Hardware Co., Inc.. 
Burlington, Vt.. and Charles Leonard 
Hardware Co.. Inc.. Petersburg. Va. 

\ccording to the complaint, the 
Hall Hardware Co. and Janney- 
Semple-Hill & Co.. both of Minne- 
apolis, and Kelley-How-Thomson Co.. 
Duluth, Minn., while not members of 
the association, cooperated with the 
association and some of its member- 
in the alleged activities. 

The Association is expected to deny 
the charges, and ask for dismissal of 
the complaint. 





Central States Meeting Scheduled 
For Nov. 17 at the Palmer House 


AT A MEETING of the executive com- 
mittee of the Central States Mill Sup- 
ply Association held on Sept. 22, it 


was decided to hold the ninth annual 


meeting on Nov. 17. Scene of the an- 
nual distributor-manufacturer get-to- 
gether will again be the Palmer House 
in Chicago. Although detailed plans 
have not been completed as yet. the 
subject of the session will be “Priori- 
ties, and All Out for Defense.” 

The usual closed distributors meet- 
ings will be held during the morning. 
At noon, the distributors and top ex- 
ecutives of the manufacturers will 
meet for a joint luncheon. Following 
lunch, an open session is planned 
whereby, 


through questions and 
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answers, the spotlight can be focused 
upon the working features of the De- 
fense Supplies Rating Plan. It is 


hoped that in this way a number of 





As president of the Central States Mill 
Supply Association, E. K. Welles (Charles 
H. Besly Co.) has just announced plans for 
the annual meeting. 
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puzzling points regarding the actual 
filling out and interpretation of vari- 
ous forms may be clarified. 

K. Welle- 
(Charles H. Besly & Co.) presided at 


the committee meeting. Oscar Ibe: 


President, Edward 


(O. Iber Co.) was appointed chair- 
man of the program and arrange- 


ments committee. 





Chairman of the program and arrangements 
committee for the big Chicago meeting 
Nov. 17, at the Palmer House, will be Oscar 
Iber (O. Iber Co.). 








NALES TIPS 


FROM THE TRADE PRESS 


Because of space limitations, most items appearing in 
this department have been reduced to their elemental 
facts through digesting. Where the reader's interest 
is particularly great, we recommend that the article 
be sought out and read in detail in the paper where 


it originally appeared. 


A Buyer Takes a Look 
At Salesmen Today 


Isn't it peculiar how some six months 
ago we were deluged with waiting sales- 
men, and now when a salesman appears 
its the highlight of the day? Today 
purchasing agents are developing into 
salesmen because salesmen seem to be 
passing out of existence. Purchasing 
men have enormous problems in ob- 
taining materials; it was in the solu- 
tion of these problems that salesmen 
used to help us. 

Today, more than ever before, buyers 
need advice and close contact with their 
sources of supply. But where are the 
salesmen who represent these sources? 
The situation is an abrupt “about- 
face”. apparently because sales man- 
agers feel their goods are oversold in a 
seller's market and calls of salesmen 
wont do any good anyway because they 
can't deliver, ete. 

Our waiting rooms are bare today, 
except for the occasional hard-working, 
enterprising salesman who still be- 
lieves that constant attendance to his 
buyer-prospect is going to bring him 
some eventual sales and profit. The fact 
is that this lone wolf of sales will make 
the grade when leaner days arrive. be- 
cause his constancy will be remembered. 
And these leaner days are assuredly in 
the making. 

After years of effort to build up good 
will, prestige and friendly contacts, the 
sales department which now shuns the 
buyers it once showered with attention 
will find it is making a costly mistake. 

The Chicago Purchaser, September, 


1941. 


Tips on Future Practices 
In Metal Mining 


Salesmen in the mining territories can 
spend a few profitable hours with the 
\ugust issue of Engineering & Mining 
Journal which, in its 75th anniversary 
number. celebrates not as one might 
expect by reviewing the past, but by 


predicting the shape of things to come 
in the future. Most interesting to mine 
supply salesmen, in this. 294-page issue. 
are discussions of what the editors be- 
lieve to be coming practices in com- 
pressed air drilling, diamond drilling. 
underground loading, hoisting, ventila- 
tion, dredging, crushing and grinding, 
sintering, lubrication, and health and 
safety. 


Conveyor Pays Out in Year 
For Paper Box Maker 


In our large Marlboro ( Mass.) plant, 
where we manufacture paper boxes, the 
space required for a bulky product, and 
a gradual change in our type of work 
from a small-order business to long 
runs, forced us to take steps to relieve 
congestion and facilitate the movement 
of work through the plant. 














We had been transporting partly fin- 
ished goods between floors, and finished 
goods to the shipping department, by 
elevator, Last year we installed a con- 
veyor to move all fiber shipping cases 
containing finished merchandise from 
the production departments to the ship- 
ping room, The results have greatly 
exceeded our expectations. The advan- 
tages gained are: 

1. Relief of congestion in the produc- 
tion departments, particularly in the 
area around the freight elevator. 

2. Reduction of indirect workers such 
as movemen. 

3. Simplification of records of deliv- 
ery from production departments to 
shipping room. 

1. Improvement of elevator service 
for incoming freight and inter-depart- 
mental traffic, 

5. Better housekeeping and improved 
safety conditions. 

6. Better control of work in the ship- 
ping room, | 

The conveyor itself is simple, con- 
sisting of two open spiral chutes con- 
structed of boiler plate, and gravity 
roller conveyors on the shipping room 
floor, which are approximately 150 ft. 
long with 24-in. rollers. 

The installation is not elaborate or 
expensive, the total cost being less than 
$2,000. In addition to the improvements 
mentioned, we have saved not only its 
original cost but considerably more in 
R. H. Dowd, 
Factory Superintendent, Dennison Mfg. 
Co., in Factory, September, 1941, 


the course of one year. 











"Mind if | sleep through your pleas for quick delivery—like you used to through my 
sales talks?’’ 
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1939 
No. Stocks 1941 
Region and State of Operat- No. Total on Hand les 
Estab- Sales ing of Pa at End Estimated 
lish- (add 000) Expenses Em- Roll of Year (add 000) 
ments (add 000) ployees (add 000) (add 000) 
UNITED STATES 4,762 «$873,892 $145,639 52,714 $91,816 $189,361 $1,756,010 
NEW ENGLAND 135 41,343 8,812 2,802 5,185 9,256 114,905 
Maine —_ 12 4,389 991 305 596 1,357 12,250 
New Hampshire 8 1,138 234 719 130 316 3,117 
Vermont 9 1,356 274 97 157 364 3,796 
Massachusetts 61 19,317 4,214 1,312 2,429 4,349 53,916 
Rhode Island 13 2,778 610 206 323 374 7,126 
Connecticut 32 12,415 2,489 803 1,550 2,496 34,640 
MIDDLE ATLANTIC 403 138,081 27,399 8,666 16,173 26,446 385,396 
"New York | 181 65,463 14,335 4,151 8,356 13,254 182,711 
New Jersey 70 15,238 2,998 1,085 1,811 3,053 42,531 
Pennsylvania 152 57,380 10,066 3,430 ‘ 10,139 160,154 
EAST NORTH CENTRAL 323 186,813 32,756 11,086 20,072 40,734 390,252 
“Ohio 96 65,510 11,354 3,855 7,114 15,482 135,395 
Indians 41 23,914 4,196 1,504 2,779 5,104 53,742 
Illinois 75 40,840 6,241 2,171 3,630 7,475 84,463 
Michigan 78 37,984 6, 2,065 4,020 7,544 78,373 
Wisconsin _| 33 18,565 3,595 1,491 2,529 5,129 38,349 
WEST NORTH CENTRAL 169 123,895 21,081 9,282 14,519 27,967 253,116 
"Minnesota 36 39,251 6,339 2,800 4,757 8,557 81,081 
oes 25 9,294 1,769 641 970 2,024 19,198 
Missouri 57 61,251 10,549 5,009 7,509 13,100 196,596 
North Dakota . . * * * . * 
South Dakota 9 1,268 261 90 146 341 2,366 
Nebraska 11 6,159 1,232 433 662 1,644 11,494 
Kansas a “A 6,672 931 309 415 2,301 12,451 
SOUTH ATLANTIC _ 215 114,053 17,764 6,526 10,585 22,414 201,888 
‘Delaware 4 1,594 434 122 317 369 4,449 
Maryland 25 10,796 1,698 647 1,040 1,432 30,132 
‘Dist. of Columbia 6 11,000 1,364 536 784 1,630 30,702 
| Virginia 38 20,039 2,645 1,085 1,490 4,540 31,291 
West Virginia 33 15,098 2,296 794 1,317 3,085 23,513 
North Carolina 27 13,113 2,355 947 1,433 2,398 20,429 
South Carolina 19 9,245 1,417 534 823 1,741 14,321 
Georgia 31 13,932 2,339 835 1,378 3,025 21,906 | 
Florida - 32 16,236 3,216 1,026 2,003 4,194 25,215 
EAST SOUTH CENTRAL 100 76,628 12,000 4,836 7,412 15,605 110,371 
|Kentucky 32 28,613 4,709 1,821 2,759 5,268 38,844 
Tennessee 28 17,328 2,914 1,069 1,521 3,730 26,997 
Alabama 25 26,480 3,579 1,608 2,674 5,531 37,976 
Mississippi 15 4,207 798 338 458 1,076 6,554 
WEST SOUTH CENTRAL 153 57,266 7,870 2,594 4,858 15,018 89,221 
Arkansas 10 5,553 695 226 383 1,096 8,652 
Louisiana 31 15,549 2,432 739 1,368 3,102 24,295 
Oklahoma 30 7,750 1,211 355 711 2,602 11,794 
Texas 8228594 = 4,532 1,274 2,396 8,218 44,550 
MOUNTAIN 98 39,648 6,373 2,089 3,624 8,817 73,993 
| Montana 18 6,003 961 264 4170 1,577 11,209 
Idaho 6 3,709 518 212 366 957 6,929 
Wyoming 8 1,525 94 19 150 423 2,846 
Colorado 21 10,023 1,657 549 866 1,995 18,705 
New Mexico 10 3,856 359 113 181 766 7,196 
Arizona 22 6,622 1,083 418 703 1,534 12,358 
Utah 10 7,473 1,611 486 841 1,447 13,946 
Nevada 3 437 : 28 47 118 818 
PACIFIC ___| 166 96,115 14,463 4,833 9,388 23,104 136,868 
Washington 43 19,844 3,917 1,234 2,289 4,820 28,258 
Oregon 26 9,550 1,957 561 1,030 2,048 13,599 
California 97 66,721 8,589 3,038 6,069 16,236 95,011 
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* Insufficient data. 
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May Hit 2 Billion in 1941 


1939 Census figures, adjusted for non-reporting distributors and projected 


to 1941 on the basis of MILL SUPPLIES’ Sales Indicator, show that the 


industry is now selling at the rate of over $1,750,000,000 a year. 


SHOWN ON THE OPPOSITE PAGE is a 


detailed, state-by-state analysis of 
sales of the industrial supply industry 
in 1939, and, in the right-hand col- 
umn, an estimate of what 1941 sales 
will be if the industry continues al 
its present rate of activity. 

The data were compiled from U.S. 
Census figures recently released by 
John Albright of the Bureau of the 
Census for the year 1939. The figures 
shown are not Census figures them- 


selves, but rather are projections of 


ures were made conservatively. 

In estimating 1941 sales, it was 
assumed that sales will continue at 
least at the present rate for the rest 
of the year. The 1941 figures are 
based on increases reflected in MILL 
SuppLics monthly Sales Indicator 
since 1939. Here, as in adjusting the 
1939 Census figures, estimates are be- 
lieved to be conservative. In the in- 
terests of accuracy, MILL SUPPLIES’ 
Regional Sales Indicators, rather than 


national averages, were used. 


1.69 in the 1935 Census. That wages 
and salaries are on the increase is 
shown by the fact that pay rolls ae- 
count for 63 per cent of operating ex- 
pense, as compared with 57 per cent 
in 1935, 

From the 1939 data one can draw 
the following statistical picture of 
the “average” industrial supply dis- 
tributor: 

a PE 


Stocks at end of year........ $110.800 
WE neg Susmascutsass 1.62 


them to include sales of firms which For purposes of market research, Operating expenses.......... $82,700 
did not report on the Census survey. 1939 may be regarded as a fairly Pay roll...............-.-- $52,100 
: ‘ . ai ‘ ‘ | fe eS 999 
but are included in MiLt Supp.ies’ normal year. By then the supply in- No. of employee gee Rebar PBS i 
, : , ea hte : ‘ ; Average employee's income... $1,740 
Directory of Industrial Distributors. dustry had largely recovered from 


Thus, the industrial sales of large 


hardware wholesalers with industrial 
added. 


census  fig- 


supply departments were 


Projections from the 


the slump of 1938, but the defense 
boom had not yet started. 
The industry’s rate of turnover in 


1939 was 4.62, as compared with 


On the next two pages is a similar 
analysis of the “average” distributor 
for each of the nine regions of the 
country. 
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The Average Distributor in 1939 WEST NORTH ohare ee Nis 
Minnesota, lowa, Missouri, North Dakot 
Sales $578,000 } 
; cai Mokas ud Kenees. T 
Secis ob end of yee $138,700 South Dakota, er and Kansas ee 
Turnover 4.16 The Average Distributor in 1939 ns ‘ 
Operating expenses $87,000 Sales . $732,00 T “ 
Pay roll $56,600 Stocks at end of year $165,509 se 
Number of employees 29.1 Turnover . Saawas 4. p P 
Average employee's income $1,940 Operating expenses $124,300 a 
Pay roll $85,909 pm 
y Number of employees 549 a 
j Average employee's income $1 565 = 
/ 
f 
y 
f 
MOUNTAIN—Including Montana, Idaho, [eas 
| Wy na ' wad New Mex Ari Sere 
j na, Utah and Nevada. : 
} The Average Distributor in 1939 
i Sales . $404,000 
| Stocks at end of year $89,900 FF 
Turnover . 4.58 
Operating expenses $65,000 
Pay roll $40,400 
Number of employees 21.3 
Average employee's income $1,735 
EAST 
fucky 
The 
Sales 
WEST SOUTH CENTRAL—Including Ar Stocks 
kansas, L yna, Oklahoma and Texas. 
Turnov 
The Average Distributor in 1939 Opera 
Sales . $374,000 Pay re 
Stocks at end of year $98,100 Numb. 
FOR MARKET RESEARCHERS Fp mod *- 
Operating expenses $51,400 
: a } ; 5 Pay roll $31,800 
Now in process of preparation by MILL SupPLIES anlinn of enihinais 17 
Research Department is a comprehensive study \ Average employee's income $1,870 
of industrial markets. Based on Bureau of \ 
Census figures, this study will contain vital data, 
arranged by industries, on the number of manu- 
facturing establishments, number of wage earn- 
ers, and value of manufactured products by 
counties, states and districts of the country—all 
as related to their coverage by industrial dis- 
tributors. 
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2,00 
5,500 


4,300 


EAST SOUTH CENTRAL —Including Ken 





|by Regions 





EAST NORTH CENTRAL—!ncluding 

k ndiana IIlinois Michiaan ynd 
Wisconsin. 

The Average Distributor in 1939 
Sales . $578,000 
Stocks at end of year $126,200 
Turnover . 4.58 
Operating expenses $101,500 
Pay roll $61,900 
Number of employees 34.3 
Average employee's income $1,810 


































NEW ENGLAND—Including Maine, New 
Hamoshire, Vermont, Massachusetts 
Rhode Island and Connecticu 

The. Average Distributor in 1939 
Sales . $306,000 
Stocks at end of year $68,600 
Turnover . 4.47 
Operating expenses $65,200 
Pay roll . $38,400 
Number of employees 20.7 
Average employee's income $1,855 


























MIDDLE ATLANTIC — Including New 


York, New Jersey and Pennsylvania. 


The Average Distributor in 1939 


Sales . $342,300 
Stocks at end of year $65,600 
Turnover . 5.21 
Operating expenses $68,900 
Pay roll $40,100 
Number of employees 21.5 
Average employee's income $1,865 























tucky, Tennessee, Alabama and Mississippi. 
The Average Distributor in 1939 
Sales . $766,000 
Stocks at end of year $156,000 
Turnover 4.91 
Operating expenses $120,000 
Pay roll $74,100 
Number of employees 48.3 
Average employee's income $1,535 
“ 
a 
z 





SOUTH ATLANTIC—Delawar 


nd 2 ; Virginia 


N. and S. Carolina, Geor 


The Average Distributor in 1939 


Sales 

Stocks at end of year 
Turnover 

Operating expenses 

Pay roll 

Number of employees 
Average employee's income 


ma rionaa 


$530,000 
$104,200 
5.08 
$82,600 
$49,200 
30.4 
$1,620 
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SPAB Increases Pressure 
On Defense Program 


The predicted re-intensification of the 
effort—after the 
Churchill sea meeting—is here, Busi- 


defense Roosevelt- 
ness Week points out in its analysis of 
the business on Sept. 20. President 
Roosevelt's appointment of Edward R. 
Stettinius, Jr., as special assistant, to 
accelerate lease-lend deliveries to Brit- 
ain, follows hard upon the establishment 
of the Supply Priorities and Alloca- 
tions Board designed to streamline and 
centralize defense production. In thus 
delegating authority at long last, Mr. 
Roosevelt’ removed himself as Bottle- 
neck-in-Chief of the armament drive. 
(nd that comes under the head of im- 
portant business news. 

It means that critical defense policies 
can be determined without hard-to-get 
conferences with the President. And 
SPAB 


has ordered a concentrated effort to 


things are already happening. 


boost aluminum, magnesium, and cop- 
per production; is considering OPM’s 
recommendation to cut refrigerator and 
washing machine output 45% to 50%; 
set December passenger-car 
down 48.4% from last year (as com- 
pared with the 26.5% quota for August 
through November). 

These are plain 


output 


indications that 
Donald M. Nelson, executive director 
of SPAB, is taking hold of both his job 
and the national economy. And seem- 
ingly the question of butter versus: guns 
has finally been resolved. Thus, SPAB 
ruled that steel 
urgently required for ships than for an 


plates were more 


oil pipeline to the eastern seaboard. 
On the same tack, the defense board 
is now studying ways and means of cur- 
non-defense 


tailing consumption of 


copper, Clearly. defense now comes 


first, civilian needs second. 


Construction Nears 
All-Time High 


August 
awards topped the half-billion dollar 
mark for the third consecutive month, 
and reached the fourth highest volume 
ever reported by Engineering News- 
Record. The month’s total, $529,561,000, 
averages $132.390,000 tor each of the 
above the 


engineering construction 


four weeks, and is 67% 
average for the five weeks of August, 
1940, but 31% under the all-time high 
average week for July, 1941. 

Private awards, on the weekly aver- 
age basis are up 10°% compared with 


54 


KEEPING UP with Business 


the month last year, and 6% over a 
month ago. Public construction is 82% 
higher than a year ago. 


Cost of Living 
On Way Up 


The cost of living of wage earners’ 
families in the United States rose 0.6% 
from July to August according to the 
monthly survey conducted by the Di- 


vision of Industrial Economics of the 
National Industrial Conference Board. 
Since August, 1940, the cost of living 
has risen 4.7%. It is now 24.7% above 
the April, 1933 depression low point 
and 11.6% below the August, 1929 level. 
Food costs in August were 1.3% 
higher than in July, 12.8% above those 
of August, 1940 and 42.9% more than 
during March, 1933. Rents reached a 
level 2.0% higher than a year ago. 





144.6 
60,615 


Business Activity 
Automobile production 


$15,800 


Thousands of Dollars 


1940 





ACTIVITY FIGURES 


(As of September 20, 1941) 


August volume turned in by the average industrial supply salesman was 
an increase of $1.500 from July sales of $14,300. This increase 
closely parallels the continued upward movement of the Sales Indicator 
(see page 56). The number of orders credited to the average supply 
salesman during August stood at 17 (see charts below). 


“VOLUME PER SALESMAN 


JEMAMV JVASONDJFMAMJJASOND 
1940 


AARA 
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Orders per salesman per day in August—17 


Steel activity 96.1 
Carloadings 913,952 
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Industry 
Has Put a Big 


O.K.. 
©.3.A. 


i alysis 
@ The Osborn Brushing Analy : 
i : »nths 
as only an idea a few a 
was ee assume tai 
ago. Today, it’s an accepte wi 
: J . ai P OV 
Seusied service with a Pr ~ 
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TURING CO. 
ORN MANUFAC 
prrlsaeme Avenue «+ Cleveland, Ohio 


\. tangata Tree cee 


Shipyard down Cast, power- 

FN Wire cup brushes are Ziv- 
ing battleships the “brush-off” before 
they’re Painted—and 8iving double the 
Usual service. i 


from GO, B. A, 


Mitted to you asa 

tion by your Produ 
departments, 

Y May spot dozens 

Shes wi 


ter product, faster 
: : . money. They May su 
tting are having their bot- 


€very section of the 
Osborn Brushing Specialists who make 
these analyses know brushes, know what 
brushes can do. The 

Oe. os Places where bru 
& and scale from newly welded make a bet 
seams—and doing a better job of it. Ships 

laid up for ref 

Ooms scoured with Osb 
—at half the 


Country. For the 


report, for COnsidera. 

ction and €ngineering 
The cost of this service 

I help you obligation? None. Aj) 

and for less chance to Prove 

&8est a different ‘ype 

ater efficiency, 


? Nothing, The 
we ask is the 


fO you as we have to so 
many others the value 
Or they J 


of an Osborn 

: Brushing Analysis, For full information 
Ct use brushes at all, . . 

Write today to The Osborn Manufacturing 

Co., 5401 Hamilton Ave, Cleveland, Ohio. 


lew theca of brush for gre 
rn wire brushes 
: — © Drushe may find you ca 
Previous cost. : 
These sir In any Case 
e > > . 
New, fast, ¢ i 


their findings will be sub- 
"Ons that 


LARGEST 


MAN 
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The Sales Indicator continued its spectacular rise during 
\ugust, reaching a peak of 280, up 19 points from July 
Major gains were made in the North Atlantic and Southern 
regions, while the others remained about even or dropped 
moderately. The dollar value of average order increased from 
$29.80 in July to $32.10 in August, while the number of 
orders per working day fell from 113 to 107 (see charts 
below). The average salesman’s volume for August was 
$15.800 (see page 54). 
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Orders Orders 
Sales | per Volume | Size of per 

Area Indi- | Sales- per Average | Work- 
cator | man | Salesman | Order ing 
per Day Day 
North Aug. 305.0 17 | $15,000 $32.10 102 
Atlantic July 282.0 17 $14,100 | $29.50 91 
Southern) Aug. 254.0 16 $17,000 | $31.60 103 
July 237.0 16 $15,200 | $31.20 92 
Middle Aug. | 280.0 22 $17,200 | $29.90 146 
West July 260.0 22 $14,950 | $29.90 155 
Western Aug. 241.0 * $7,000 * * 
July * ~ * * 7 
Pacific Aug. 271.0 10 $9,100 $40.00 * 
July 288.0 12 $10,800 $36.50 87 





% Omitted because of insufficient data. 
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ITH steel needed as much as it is for National Defense, 

there is no place in industry today for “loafing” pipe lines 
—no place for pipe that is heavier than required for the serv- 
ice involved. 


Taylor Spiral Pipe could handle, adequately with strength and 
service-life to spare, a lot of the jobs on which Standard Thickness 
pipe of perhaps twice its weight is being used today. 


That, of course, is "water over the dam.” But certainly there is 
no reason why you can’t start now to suggest the use of this rugged 
pipe for dozens of applications where management is still inclined 
to follow the time-honored custom of simply ordering standard 
weight. 


The lighter weight of Taylor Spiral Pipe often makes the installed 
cost no more than half that of conventional lap welded and seamless 
pipe. But that doesn’t mean it isn’t plenty strong, for, thanks to the 
spiral reinforcing seam, it is actually stronger, gauge for gauge 
and pound for pound, than even the best seamless pipe. 


Sizes range from 4” to 42”; thicknesses from 18 gauge to 6 gauge; joint lengths 
up to 40 ft. All types of end joints and couplings; all kinds of fittings and specials 
or fabricated assemblies are produced by Taylor Forge, thus assuring complete 
service and undivided responsibility. 


Just suggest this idea of “job-selected”’ pipe to your customers— 
not only because of the profit to you but as a contribution to effi- 
ciency and the conservation of steel. Write today for Catalog 404. 


TAYLOR FORGE & PIPE WORKS 


General Offices & Works: Chicago, P. O. Box 485 © New York Offices: 50 Church St 
Philadelphia Office: Broad Street Station Bldg. 


TAYLOR 


vital, PIPE 








time for 
ING PIPE 









® It's easy to make a 
trim, workmanlike job 
with these Taylor 
Light Wall Fittings. 
Special, factory-made 
fabrications make 
complicated jobs 
simple. 


















Fou Lute 
SUGGEST TAYLOR 
SPIRAL PIPE FOR— 


High and Low Pressure 
Water Lines. 


Low Pressure Steam and 
Air Lines. 


Steam and Diesel Exhaust 
Lines. 


Vacuum and Suction Lines. 
Blower Piping. 

Sand and Gravel Lines. 
Industrial Gas Lines. 


Oil and Gas Gathering 
Lines. 


Swing Pipe. 

Spray Pond Piping. 
Hydraulic Mining. 
Dredge Lines. 








© Other Taylor Forge Products include: WeldELLS 
and a complete line of other Seamless Steel 
Fittings for Pipe Welding; Forged Steel Flanges; 
Forged Steel Nozzles and Necks for boiler and 
other pressure vessel outlets; Heavy-wall Electric- 
Weld and Forge-Weld Pipe; Seamless Rolled Steel 
Rings; Corrugated Furnaces, and similar forged 
and rolled steel products. 
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SALES MEETING in Print 


Some basic questions about elec- 
tricity. How much do you know 
about the subject? 


answer 18 out of 25 questions 


Can you 


If so, you're doing 
If not, 


you'll find answers on page 151. 


correctly? 


very, very well indeed. 


1. What is the “velocity” of electricity? 

2. If you put pressure on an 1100-ft. 
compressed-air line, how long would 
it be before the pressure wave 
reached the far end? 

3. Does electricity travel through a 
lamp filament at the same speed as 
it does through copper wire? 

1. Are “velocity” of electricity and 
“flow” the same thing? 

5. What is a perfect insulator against 
electricity ? 

6. How do copper and glass compare 
as insulating materials? 

7. When a positive and negative con- 
ductor are connected, which way 
does the current flow? 


8. If you want to get 6 volts from a 
group of six l-volt batteries, how 
do you connect them? 

9. If you want only one volt, but 
plenty of capacity, how do you con- 
nect them? 

10. In electroplating, is the object to be 
plated the negative or the positive 
electrode? 

11. You have heard of magnetic rocks 
or,mountains. What is in them? 

12. One pole of a magnet points to the 
North Pole if floating free. Which 
pole is it? 

13. If two magnets are brought close to 
each other, will the North Poles 
stick ? 

14. Is the North Pole really an elec- 
trical North Pole? 

15. If the magnetic field around a con- 
ductor pointing toward you is cir- 
cling to the right, which way is the 
current traveling? 

. Which has higher conductivity, 
hard-drawn or annealed copper 
wire? 


~ 


17. Why use hard-drawn copper wire 
anyway? 
18. Is red-hot glass a good insulator? 
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“All right, go ahead, pick them up and assort them—then you're fired.” 
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19. How can you convert horsepower 
into watts? 

20. How do you convert watts. dnto 
horsepower ? 

21. If an electric iron takes 5 amp. at 
110 volts, what does it cost to oper- 
ate per hour if electric energy costs 
6 cents per kwhr.? 

22. If a hoist raises 1 ton 300 ft. per 
min., how much work is done? 

23. How much power is expended on 
the same job? 

24. What is power input to the hoist if 
its efficiency is 75 percent? 

25. If the efficiency of the hoist motor 
is 90 percent, what is its horsepower 
and how much current does it take 
if voltage is 110? 


The Stowaways on 
The Traveling Crane 


\ fly, a gnat and a flea go for a joyride 
on a traveling crane. The fly falls 
asleep on a cushion in the cab, while the 
gnat makes himself comfortable on the 
carriage. The flea, more venturesome, 
hangs by one arm from the crane hook. 
In the one minute, the crane travels 
9 ft. along the craneway, while the car- 
riage traverses 12 ft. over the crane. 
How far does each of the insects travel 
in one minute? (Answer on page 150) 


PASTE THIS IN YOUR HAT 


Recommended Teeth and 
Speeds for Hand Hacksaw Blades 





Teeth Strokes 


Material to be cut per in, per min 
Aluminum .. imines owed 14 60 
Brass .. ea sssmeceeson OF 60 
ee P a BS 60 
NE ccacnvns ‘ o @ 60 
Cast Iron.. , ; . i 60 
Drill Rods No. 30 and smaller. 32 60 
Drill Rods No. 30 to ', in... —— 60 
Drill Rod over ', in. on . B 0 
*Flush Pipe cenen . » & 60 
Heavy Angles. eee a 60 
CBisary Bh..scccccses - 60 
High-Carbon Steel '4 in. and under 24 60 
High-Carbon Steel over |, in. . & 60 
High-Speed Steels.... . . Bb 40 
*Iron Pipe......... baideeie ae 60 
CN i ekcscatevecccncanasneces 32 60 
CE THRs oi ccncctsxncesncesaes 32 60 
Light Angle Steel. einen “Ue 60 
Machinery Steel '4 in. and under... 24 60 
Machinery Steel 4 to l im.......... 18 60 
Machinery Steel 1 in. and up....... 14 60 
*Metal Conduit iishdinnauaaaie Ga. ae 60 
*Sheet Metal ee . & 60 
Small Solid Sections 18 60 
Soft Steel.... ‘ ° oo 60 
Steel Rails... —_ coee Je 60 


*Coarser pitches may be used on thin sections by 
using special thin-cutting blades. 
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CONFIDENTIALLY 


MR. INDUSTRIAL DISTRIBUTOR SALESMAN 


Did you sell a minimum of $1580.33 worth of Lyon Shop 
Equipment in September? If not, you are missing one 


of the big opportunities of the present defense period. 


LYON METAL PRODUCTS, INCORPORATED 
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TEN YEARS AGO IN MILL SUPPLIES 
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SQUIER, SCHILLING AND SKIFF 
OF NEWARK STARTED OUT, THEY WERE 
FORCED BY LIMITED CAPITAL TO CONCEN- 

RATE ON A FEW LINES. WHY THEY 
CONTINUED To PRACTICE “SELECIVE SELLING’ 
WAS TOLD BY O.2. SCHILLING, PRESIDENT— 


Wintiass V, Linppiom, assisnurr renner, 
WALWORTH COMPANY, TOLD DISTRIBUTORS 
HOW FINANCIAL SEFUPS COULD BE PLANNED 
TO STAND UP DURING THE DEPRESSION, 
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SETTING UP A SEPARATE PAINT SPRAY- 













VA . 
LAR IN on 

ING DEPARTMENT, CIRCULARIZING PROSPEAS ONTACTING THE OIL. IN— 
AND WORKING WITH OUTADE PAINTERS coiven SALESMAN WHO WANTS TO 
AND PAINT SALESMEN, THE STANDARD ‘SELL SOMETHING MORE” MUST KNOW 
SUPPLY AND EQUIPMENT CO., PHILADELDHIA, IN ADVANCE ABOUT NEN OIL-DRILLING = ° 
DID & SUCCESSFUL VOLUME IN THIS FIELD, PROTECTS, MUST CULTIVATE ACQUAINTANCE-* * 
ACCORDING TO JOHN A. HOVEY, SPRAY SHIP WITH ALL KINDS OF OIL WELL MEN, > 
PAINTING EQUIPMENT SPECIALIST OF THE AND MUST REMEMBER THE MANY EQUIP- 
COMPANY « MENT {TEMS USED ONTHE JOB. H.R, > 

HINSEN OF THE NATIONAL SUPPLY CO, OF 


CALIFORNIA, LOS ANGELES, TOLD WHY, 


wT) ALL Feeepuanoez, VICE. PRESIDENT, 


Y) 


A DANTON RUBBER MANUFACTURING =< a 
COMPANY WAS INSPECTING THE MAJOR 
MOTOR CAR MANUFACTURERS (N EUROPE, A 





“Tre sees su COMPANY, ~ ae | ah 
CHATTANOOGA, NG HAPPIIY INSTALLED 
IN (1S BRANO NEW BUILDING — 










Tre A CHANCE TRAIN RIDE TAKEN IN 1904 
WITH AN OFFICEROF THE HARRIS PUMP 
AND SUPPLN CO. PITBBURGH, THAT LED 


oi al 
nn i. 
HENRY E.COLE ® JOIN THAT COMPANY— 


Y, 
Y 
__ QQ 
SEVEN YEARS LATER HE WAS MADE VICE 


PRESIDENT, AND, (NQ2U, BECAME. PRESIDENT. \ Sy ) wr Ve 
‘ Z e-pe 2 
ie Ck a 
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IN YOUR BEHALF this is the advertisement 
which is being run this month in leading 
industrial and machine-shop magazines. 


THE great airplane factories, and at Army. Navy and 
ommercial air fields, you will probably see Nicholson or 
Black Diamond files in use. For here accuracy and efficiency 
are “musts.” And since speed, under defense demands, is 
now an added requirement, the Nicholson guarantee of SPECIAL-PURPOSE FILES 
Twelve perfect files in every dozen is more of a buying FOR SPEED AND EFFICIENCY 


guide than ever. For Stainless Steel, Aluminum, Brass, 
With more than 3000 kinds, cuts and sizes of Nicholson and sell Dh ry Pity bars 
Black Diamond files, plus a force of willing field-service men, a re nti pate tog 
icholson is prepared and glad to aid industrial production Guctien methods and Gnishes. Example: 
anagements in the selection, use and care of The right file pe Bn Mim age 6 nln 


the job. Contact us through your mill-supply house. file ie 


LSON FILE CO. . PROVIDENCE, R. I., U.S. 
A (Also Canadian Plant, Port Hope, Ont.) ; 


Angle of 
the lathe 
file 
tO 
Angle of 


regular 





mill file 


© Photo by courtesy of United Air Lines — in whose maintenance shops Nicholson 
files are specified exclusively for vital work on airplane engines, propellers, etc. 


seer 
U.S.A. 


MADE INU. S.A 
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Roebling Company 
Marks Centennial 


One hundred years of successful op- 
eration in the business of manufactur- 
ing wire products, wire rope and cable 
was celebrated last month by the John 
\. Roebling’s Sons Co., Trenton, N. J. 
The celebration was climaxed by an 
all-day tour of the extensive Roebling 
works conducted for some 85 leading 
business paper editors and publishers. 
dinner at the Nassau 
Tavern. Princeton, N. J.. 
Henderson, price control administrator. 
was the principal speaker. 


followed by a 
at which Leon 


Bill Greene of Starrett 
Elected Vice President 


W. J. Greene, general sales manager 


of the L. S. Starrett Co., Athol, Mass., 
has just been made vice president in 
charge of sales. Simultaneously, it was 
announced that J. R. Cullen, who has 
been associated with Starrett’s Export 
Department for many years, has been 
appointed export manager. 


Core Elected President 
Of Jackson Mfg. Co. 


J. E. Core, vice president of the Jack- 
son Mfg. Co., Harrisburg, Pa., has just 
been elected president of the firm. Mr. 
Core is known to the industry through 


his attendance at triple mill supply 
conventions. In his new office he 
ceeds the late J. T. Hambay. 

At the same time the following ofh- 


suc- 





JOHN E. CORE 
Elected president of Jackson Mfg. Co. 
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A feature of an inspection tour of Roebling plants in and around Trenton, N. J., made by 
85 editors and publishers, was the breaking of a 4-in. Roebling wire rope on this specially 
Rope stretched approximately |! inches during the test and 


constructed testing machine. 
broke at an 800-ton pull. 


elected: W. L. Fritz, 
and superintendent; A. B. 
Flowers, secretary and treasurer; D. N. 
Shuler, assistant treasurer and purchas- 
ing agent; J. R. Stauffer, assistant pur- 
chasing agent, and J. O. Nickey. sales 
manager. 

These officers, together with R. S. 
Jennings, W. H. Neely and C. L. Kei- 


ster, constitute the Board of Directors. 


cers were vice 


president 


Hardware Manufacturers 
To Meet, October 13 


Members of the American Hardware 
Manufacturers Association and the Na- 
tional Wholesale Hardware Association 
will convene on Monday, Oct. 13, for 
their joint convention in Atlantic City. 
It will be the 83rd semi-annual meeting 
for the manufacturers, and the 47th an- 
nugl for the wholesalers. Convention 
headquarters will be maintained at the 
Marlborough-Blenheiin Hotel. 


Registration will start Monday morn- 


MILL SUPPLIES © OCTOBER, 1941 


7 390¢ 000 LB 





Loap capacity 
e 









m= * 
" 





s 


ing, and after a day of informal visiting 
between delegates, the convention will 
be called to order at 9 that evening 
for a talk by Dr. G. W. Dyer of Vander- 
bilt University on “American Business 
Will Not Retreat.” 

The two associations will meet sep- 
arately Tuesday morning. The manu- 
facturers will hear E. V. Moncrief. 
president of the Swan-Finch Oil Corp. 
of New York talk on “Industry Answers 
the Call for Defense of Democracy and 
Freedom,” followed by Admiral Yates 
Stirling, Jr.; late chief of staff of the 
U.S. Fleet. who will discuss America’s 
seapower in the Atlantic and the Pa- 
cific. 

Wednesday morning the manufactur- 
ers will be addressed by Channing Pol- 
lock on “What We Can Do for Democ- 
racy,” followed by a joint meeting of 
both associations on priorities which 
will be led by a principal of the Supply 
Priorities and Allocations Board. 

Wednesday afternoon both associa- 
tions will meet to discuss the distribu- 








We started years ago 
to speed 


TODAY: 


SHIPMENTS 


Today, tankers discharge their cargoes 25 to 50 per cent faster 
than a few years ago. They save many hours a month, run more 
trips per year, thanks to the oil suction and discharge hose 
you see snaking from deck to pier. In this hose, oil-resistant 
synthetic rubber eliminates the former flow-retarding . corru- 
gated metal lining. It provides faster flow, reduces weight, 
lengthens service life. Developed by HEWITT research soon 
after synthetic rubber first became available, this new hose 
was-quickly adopted by leading oil companies as a means 
of serving you more efficiently. Similar economies have been 
effected with other types of HEWITT hose for every phase of 
oil production and marketing—from well drilling to the refin- 
eries, to bulk stations, to retail service stations. And through- 
out all American industry, Hewitt-developed rubber products 
—hose, conveyor belting and transmission belting—are today 
Number One defense items helping to maintain production 
schedules geared to defense time-tables. Our specialized 
experience is at your disposal through your HEWITT distrib- 
utor—listed in Classified Sections of Telephone Directories. 


HOSE - CONVEYOR AND TRANSMISSION BELTS - PACKING 
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THE WRIGHT way 
TO SPEED PRODUCTION 
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@ FASTER, ever faster produc- 
tion is demanded of American indus- 
try. One tool that will help speed 
up your production is the Wright 
Improved High Speed Hoist. 

Wright Hoists are engineered for 
fast, high speed work. Their action 
is smooth and positive—because of 
their correct load wheel and driving 
spindle bearings. They are also safe 
and economical. 

Ruggedly constructed on preci- 
sion design, Wright Hoists give you 
long-time trouble-free service. 

As with all ACCO products, safety 
is an in-built feature. The load chain 
has a safety factor of 7 to 1. It is made of a special process 
steel which permits the chain to elongate (under overload) 
3” to the foot before breaking. This same visual factor of 
safety is inherent in the bottom hook which will slowly open 
to indicate overload beyond the elastic limit of the chain. 

Wright Trolleys are made to give the same fast, econom- 
ical, safe service as Wright Hoists. 


fr 
WRIGHT MANUFACTURING DIVISION 


tract 


YORK, PENNSYLVANIA a 


AMERICAN CHAIN & CABLE 


COMPANY, Inc. 
Gn Business foe Your Safely 
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tion of hand tools, and the effect of pri- 
orities on them, under the sponsorship 
of a joint committee on the subject. 
The manufacturers’ association will hold 
its annual meeting, including election 
of officers on Thursday. 


Push What's Available In 
Selling Civilian Plants 


Inside and outside salesmen of Han- 
sen & Yorke Co., New York distributor, 
agreed at their Sept. 22 sales meeting, 
that one method of maintaining busi- 
ness relationships with small, non- 
defense customers is to exert every 
effort to sell them such products as are 
available to them under our expanding 
defense economy. This theme was ex- 
pounded, at the meeting by W. E. 
Clapp, district sales manager of Yale 
& Towne. 

It is important to both the distributor 
and the customer for non-defense 
plants to be kept in business, Mr. Clapp 
pointed out, and declared that dis- 
tributors can perform a two-fold service 
by promoting alternates and substitutes 
for products which are now available 
only to defense plants. 


Jack Mellen, Veteran at 
Boyer-Campbell, Dies 


John M. “Jack” Mellen, veteran 
Boyer-Campbell Co., Detroit. salesman, 
passed away in August after a brief 
illness. One of the oldest B-C em- 
ployees, he had been in the company 
service for more than 28 years. He was 
not only well-known to all B-C cus- 
tomers but had a host of friends among 
the manufacturers’ salesmen. Among 
the pallbearers were: W. R. Barlow 
(L. S. Starrett Co.), F. L. McCarthy 
(Jacobs Mfg. Co.), F. M. Sheeran 
(Manufacturers’ Brush Co.), E. J. 
Gladhill (J. T. Slocomb Co.), V. E. 
Nagle (J. H. Williams & Co.) and 
N.. B. Steketee’ (Allan Mfg. Co.). 





Black & Decker has just opened a new sales 
and service branch in Baltimore. It is lo- 
cated at 1311 Maryland Ave., and is in 
charge of C. C. Watts as branch manager. 
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New And Faster, Here’s The Hardest-Hitting today they HO! _ — in the hours and dollars they save 
. with their OR-NADO. 
Portable Electric Hammer That Ever Pounded So ask some of these THOR-NADO users what a THOR- 
Concrete —The ““Thor-Nado’’, With Its Amazing NADO can do for you 7 hole drilling, demolition, channel- 
“eli ” : ing, cutting, chipping and scores of other jobs in stone, wood 
Sling Shot” Drive and Heavy Duty Motor 24 metal. a 
Since Thor introduced the THOR-NADO just 18 months ago, You'll hear about the speed with which the THOR-NADO 
more than 3 thousand construction and maintenance men have puts a star drill through stone or knocks out a brick wall. That's 
decided they were fed up with weak-sister portable electric because of Thor’s special heavy duty motor that powers 4 blow 
hammers. They saw the THOR-NADO in action ... saw its more smashing than any hammer of comparable size and ca- 
smashing blow . - - its handling ease . . - its sturdy build — and pacity. 
You'll hear about the handling ease that comes from THOR- 
NADO’S light weight and perfect balance. Most of all, you'll 
hear about the way the THOR-NADO stands up on even the 
toughest jobs .- - and that’s because of the exclusive “Sling- 
Shot” Drive that prevents shock to gears and motor. 
And that’s why “It’s the THOR-NADO for Sales Power,” 
as well! For full sales information, write the Independent 
Pneumatic Tool Co., 600 W. Jackson Blvd., Chicago. 


Fast! Light! Powerful! 


Capacity ..-.----> 1” Star Drill 
Weight... 14 Ibs. Length. . .1342” 
Blows per Minute ..-.--- 1600 
AC/DC Universal motor in 

or special voltages. 

Furnished with steel carrying case 
and complete equipment. 
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Slag Shot Pewve 


The Thor-Nado’ 
ja ' s tremendous 
Slee Shot” Bone due by a ‘ingenious _ 
connecti ips > platen 
gonnestee B an whips the ae beat ans 
eal oe per minute, acting as both 
- ener and shock absorber with 
>: etal connection between ‘ 
, the piston blow is not 
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New Supply House 
In Detroit 


Early in the summer a new industrial 
supply house emerged upon the Detroit 
scene—the Rubber & Supply Corp.. 
6339 E. Palmer Ave., founded by W. F. 
“Bill” McGraw and R. H. “Bus” Glezen 


W. F. McGraw 
Heads new Detroit distributorship 


to specialize in mechanical rubber 
goods and materials handling equip- 
ment. 

The company has over 10.000 sq. ft. 
of warehouse space, and has taken on 
the Hewitt Rubber line. It also handles 
Allis-Chalmers V-belts and sheaves. 
Coffing hoists and the Standard Pressed 
Steel’s line of set screws, lock washers. 
and furniture. In addition they special- 
ize in .hose, valves and fittings for 
petroleum bulk plants and tank truck 
equipment. 

Mr. McGraw, the president. has been 
connected with the mechanical rubber 
goods business in Michigan for the 
past twenty years. Vice President 
Glezen has spent several years in the 
industrial supply field. 

Besides the two company officers 
there are three outside salesmen and 
two inside men. The outside men are: 
Bruce Monahan who has had several 
years experience with a prominent 
Detroit industrial supply house; Jack 
Nixon who was formerly with the Line- 
O-Scribe, Inc. and McGraw Pennell 
Co.: and Jack MeGraw, junior sales- 
men and Bill’s second son (out of four) 
who has been affiliated with his father 
since graduating from college. 

The new distributor has issued a 
catalog made up with a leather loose- 
leaf binder which is designed to serve 
as a handbook for the purchasing and 
engineering departments of their cus- 
tomers. 
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WHAT EVERY 
GAUGE GLASS 
SALESMAN SHOULD 


KNOW ABOUT 


VISIBILITY 


Wuite all Pyrex and Corninc Gauge 
Glasses are well known for their crystal 
clear transparency, there are undoubt- 
edly many places where Broad Red Line 
Glasses should be used to replace other 
glasses to improve visibility. 


The transparent broad red line, per- 
manently fused into the wall of the gauge 
glass, reveals the liquid level at a glance. 
When properly illuminated, this gauge 
glass produces visibility unequalled by 
any other glass. The light traveling 
through the liquid is refracted in such 
a manner as to produce a very distinct 
difference in the width of the red line 
above and below the liquid level. 


sroad Red 
Line Gauge Glasses to your customers 
you are selling a glass that is easier to 


When you sell Pyrex 


read, gives a greater degree of safety 
and lowers gauge glass costs. 





OTHER SALES FEATURES 


L* Resistance to heat and cold. . . . Because of its 
low expansion coefficient, Pyrex brand Indus- 
trial Glass resists temperature changes that 


would instantly shatter ordinary glass. 


2° Chemical Stability 
Glass resists the corrosive action of steam and 


... Pyrex brand Industrial 


remains clear and unclouded over long periods. 


3°¢Hardness ... The hard, smooth surface resists 
abrasion and scratching and contributes to 


permanent visibility. 


4° Working Pressures... Pyrex Gauge Glasses 
are available for all pressures up to 650 Ibs. per 


square inch. 


5°Accuracy ... All tubing from which Pyrex 
and CorninG Gauge Glasses are made is 


machine drawn to uniform accuracy. 


6° Odd Lengths . 


easily cut from standard stock glasses carried by 


. . Orders for odd lengths can be 


your supply house. 


7 * Complete Line ... These Gauge Glasses include: 
Pyrex Broad Red Line, Pyrex Red Line, 
Pyrex High Pressure, Pyrex Heavy Wall 
and Corninc Standard Gauge Glasses. 


“Pyrex” is a registered trade-mark and indicales manufacture by Corning Glass Works. 


7 
JULNING 


Glass Works 
A Corning, New York 





QAUde OlASSES 
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A NEW FITTING 


WITH EXTRAORDINARY 
SELLING ADVANTAGES 





One kind of fitting for all kinds of tubing 


e Safe under high pressures e Great resistance to 
effects of vibration e Holds up beyond the burst 
strength of the tube itself. 


- ERMETO . 


SAFETY FITTINGS 


Ermeto fittings have wide applications on hydraulic 
lines, oiling and steam systems and water, steam, 
gas, fuel and air lines. 


Write for samples and complete details 
EET 
THE WEATHERHEAD COMPANY © Cieve.ann, on10 
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| Here's a candidate for the distinction of 


the "biggest" pivoted motor base installed 
by a distributor. It's a welded steel base 
weighing 4500 Ibs. sold by the Kester 
Machinery Co., Winston-Salem, N. C., to a 
large furniture plant there, for this big 
generator (driven from the right by a 
Coriiss engine). 


Carborundum to Exhibit 
At Chicago Museum 


Invitations have been sent to official 
heads of several hundred industries in 
Chicago and vicinity. to attend the dedi- 
cation and preview of the educational 
exhibit. telling the story of modern 
manufactured abrasives, which has been 
installed at the Chicago Museum of Sci- 
ence and Industry by the Carborundum 
Co. The ceremonies will be held on the 
afternoon of October 16th. beginning 
with a reception at the Hotel Winder- 
mere, close by the Museum, where the 
guests will be received by the president 
of The Carborundum Company, Dr. 
Frank J. Tone. vice-president Charles 
Knupfer and Henry P. Kirchner, Secre- 
tary Arthur Batts, Treasurer F. H. Man- 
ley. Sales Managers F. J. Tone. Jr.. and 
E. R. Neweomb. 

One of the striking features of the 
Exhibit is the reproduction of the labo- 
ratory of the late Dr. Edward Goodrich 
Acheson in which he created the first 
man-made abrasive silicon carbide. The 
old laboratory. originally located at 
Monongahela City, Pa., will be repro- 
duced in every historic detail. There 
will be a replica of the old work table 
on which was placed the iron bowl, such 
as used by plumbers for the melting of 
solder, in which Dr. Acheson created 
the first few crystals of an abrasive des- 
tined to revolutionize grinding. Bending 
over the bowl is a life-size figure of Dr. 
Acheson, just as he stood when he made 
his discovery. The crude interior of the 
old room has been reproduced with 
meticulous care and this feature of the 








PIONEERING 4 


SAFETY 


Almost every new Industrial Development 
demands something new in the way of 
valves. Valves to handle new pressures, 
new temperatures, new chemicals. Valves 
which must be engineered to fit the job, 
and which must perform from the moment 
they are installed. 


The degree of success which is to be 
attained by a manufacturer in meeting 
such requirements is measured by the ex- 
perience, skill and equipment of its en- 
gineering staff. In these essentials Powell 
acknowledges no superior. 





The bronze globe valve shown here is equipped 
with renewable vulcanized composition or 
metal discs. It is ideal for controlling water, 
air, gas, low-pressure steam and, when 
equipped with special oil resistant discs, is ex- 
ceptionally effective for oil and gasoline. 


The Wm. Powell Company 


Cincinnati, Ohio 
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In the Bell Aircraft Plant ct 
Buffalo—the Atlas 10-inch 
Lathe helps importantly in 
machining small parts. 





Powerful engine revving smoothly, guns 
ready to blast enemy bombers, the 400 MPH 
Airacobra interceptor pursuit plane repre- 
sents a major contribution to America’s 
growing defense. 


Distributor salesmen are expediting the 
defense effort, too. By showing manu- 


facturers how the production of small parts 
can be handled efficiently and inexpen- 
sively on Atlas Equipment, they are releas- 
ing hundreds of larger machines for larger 
work. 


1010 N. Pitcher St., Kalamazoo, Mich. 


(ito 


ATLAS PRESS CO. 


Aaamsloo mmm 


MILL SUPPLIES ¢ OCTOBER, 1941 





No. 1 in a Series of Mes- 
sages showing how Atlas 
helps in the Defense Pro- 


ATLAS PRESS COMPANY 


LATHES + DRILL PRESSES - ARBOR PRESSES - SHAPERS ~MILLING MACHINES 


exhibit will have a definite historic 
interest. 

The detailed processes involved in 
creating the two abrasives, Carborundum 
Brand Silicon Carbide and Aloxite 
Brand Aluminum Oxide, are portrayed 
in a series of diaramas showing exact 
models of the electric furnaces in which 
these abrasives are produced. Then fol- 
lows various scenes, in diarama, show- 
ing the crushing and grading of the 
crude abrasives, the making of grinding 
wheels—in fact all of the major opera- 
tions necessary in producing modern 
abrasive products. Each scene is inter- 
esting, dramatic and an exact duplicate 
of each of the original departments in 
the plant of the company. Above each 
diarama are photo-murals taken in the 
plant and showing the actual scenes 
from which the diaramas were made. 
Explanatory text completes the story. 

One of the unique features of the ex- 
hibit is what is called the “Hardness 
Test.” Visitors to the exhibit are able 
to determine for themselves, by means 
of this test, the relative hardness of vari- 
ous materials ranging from the diamond 
to tale and including glass, tool steel, 
garnet, Silicon Carbide Aluminum 
Oxide, marble. etc. It is to be a sort of 
an educational guessing contest. The 
visitor will determine in his own mind 
which is the hardest material on the 
panel and can verify his decision by the 
pressing of a button opposite the name 
of the material. If he is correct that 
section of the panel is illuminated and 
a dial will indicate the hardness figure. 
By this means he can determine for him- 
self the comparative hardness of each 
material in the case. 





In Minneapolis, Continental Machines, Inc. 
has opened the Doall Trade Schoo! at which 
selected students will receive one, two and 
three-month courses in machine tool opera- 
tion, without charge. Trainees will spend 
eight hours a day on contour machines, 
surface grinders, lathes, shapers and milling 
machines. A daily lecture hour will treat 
blue-print reading, layout methods and 
metallography. A student's experience will 
further be supplemented by the use of a 
ten-reel industrial sound film covering the 
study of chip production, die, jig and fix- 
ture making. 
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ANNOUNCING: 


50% MORE CORD STRENGTH 
IW NEW TEXROPE SUPER -7/ 


50% STRONGER CORDS! Sensational new 


Flexon process- makes cords 50% stronger than 


even those in former great Texrope belts. 


20% MORE CORDS! Count them! You get 20% 


more of these tough, extra pulling power cords in 


every Texrope Super-7. 


3 


INCREASED LIFE! Cords float on amazing cool- 


running cushion rubber that absorbs shock 


actually increases belt life phenomenally. ¢ 


EXTRA PROTECTION! Exclusive duplex-sealed 


cover protects pulling cords against dirt, grit, mois- 


fabba-Ma- bole Mela ol- ait-leh',- a-1-ME-3 (001s eh e-e 


LOOK OUT FOR DANGER 
in belts with stiff, un- 
pliablecords !Suchbelts 
look strong... but actu- 
ally they buckle over 
sheaves, build up ex- 
cessive heat that attacks 
pulling cords. Result: 
Belt failure far sooner 
than you expect It. 


WARNING SIGN! 
Sagging, slipping belts 
mean too much stretch 
not backed up by bal- 
anced cord strength. 
Motor must be pulled 
back often to take up 
slack. Result: When. 
stretch limit 1s reached 
belt breaks under ten- 


sion. 


SUPER-7 TEXROPE BELTS 
are made by amazing 
Flexon process that 
combines flexibility 
with low stretch...great 
strength. Cords float on 
cool-running, shock ab- 
sorbing cushion rubber. 
Result: true strength 

_, true pulling power 
“"" , true endurance. 
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DISCOVERED! A new way to make load-carrying V-belt cords — 


the Flexon process! 


In this amazing new method, the cords are made smaller ‘i 
and 50% stronger. And because they are smaller, 20% more of them 
are used in each belt. 

That’s the big news behind the new Texrope Super-7 V-belt. But 
that’s not all the news — 

For in this new belt we use a new special heat-resisting rubber 
compound that acts as a cushion to absorb operating shocks and 
dissipate internal heat.’ And we wrap the belt in a new “duplex-sealed” 


two-ply cover for extra protection against dirt, moisture, and othe 
destructive elements. 


Added up, these four-fold advantages mean you get more pulling 


power... greater resistance to excess stretch .. 


. and much longe 
life in Super-7 
We want you to know all about Super-7 V-belts, We want you 
try them. For here are belts that are better... and they cost no more} 
For the complete story about Super-7, call the Texrope dealer nea 


you... or the Allis-Chalmers district office in your neighborhood 


Available in All Sizes — 
V, bp to 2000 bp. 


IS ON YOUR SIDE WHEN 
YOU SELL... 


Genie CROSBY CLIPS 





You don’t have to blaze new trails or 
put over an unknown product when 
you sell CROSBY CLIPS. Every ex- 
perienced rigger knows them and is 


for them one hundred percent. 


Because: 


Every rigger knows that 


GENUINE CROSBY CLIPS 


have a record that goes back nearly 
sixty years. He knows they are de- 
signed right for greatest grip: drop 
forged from steel and heavily hot gal- 
vanized against rust and corrosion. 
He knows that they go on easily and 


stay put. 







Get the rigger on your side by 
selling him the wire rope clip he 
THE GENUINE 


knows and trusts 


CROSBY CLIP. 


AMERICAN HOIST 


& DERRICK CO. 


ST. PAUL, MINN. 


CHICAGO NEW YORK 


AMERICAN TERRY DERRICK 
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| trade, 


Purchasing Agents Report 
Prices Rising, Stocks Down 


General business conditions through- 
out the country turned slightly better 


during recent weeks, as orders and 
manufacturing operations increased 


somewhat, according to the Sept. 21 


| survey of the National Association of | 


Purchasing Agents. However, divergent | 
trends prevail abong numerous lines of 
and in the smaller industries, 


| ground is being lost as essential sup- | 


| But, 


become less 


the 


plies easily 


available. | 
over-all business 


picture is 


| expected to reach greater proportions. 


The question of actual stocks on hand | 
is an uncertain factor, but efforts are 
being made to get a closer check-up of 
supplies of raw materials and semi- 
finished goods. Meanwhile, the majority 
of industrialtghants are continuing their 
operations at top speed. However, all 
look to the time when manufacturing 
needs of materials will not be available 
except for defense work. From all in- 
dications the situation is likely to be- 
come considerably more tense during 
the next several months unless supplies 
of the more commonly used materials 
become more plentiful, and this is a 
remote possibility. 

Commodity prices all along the line 
are working higher. The amount of 
rise during the past couple of months | 
may be an indication of what values | 
generally might have done were it not | 
for the efforts made to hold the more 
volatile items in hand. On the basis of 
so-called normal average of 100, indus- 
trial commodity prices since May this 


year have moved from 84.2 to the 
present figure of 91.1. | 
Inventories have worked somewhat 


lower during recent weeks, as was to 
be expected from the scarcity of im- 
portant materials. However, heavy 
stocks of a multitude of items still are 
being carried and it becomes increas- 
ingly difficult to keep supplies for 
manufacture in balance, despite the | 
fact that inventories as a whole may 
be rated high. Undoubtedly, there are 
“hoarded” supplies on hand in many 
places, and attempts will be made to 
smoke them out, but during the last 
quarter of the year it would appear 
that inventories will show a decline. 

Buying policy is now ranging from | 
the procurement of week-to-week sup- 
plies, in many instances, to that of 
some six and nine months | 
ahead, where regular shipments can be 
planned in the 
items. In most 


coverage 
less currently vital | 
cases the sources of | 
} 
| 


supply that are reliable in lean times 


have borne the brunt of furnishing 
materials during the prevailing tur- 
moil, and the ethical and mutually | 


satisfactory relations of 


past years are paying heavy dividends. ! 


buy er-seller 
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AMERICAN 
WIRE ROPE 


Standard Duty Line of 
BLOCKS and SHEAVES 


Here's big time activity for 
you — a line that not only 
is complete and gives you 
wide sales opportunity. but 
a line designed and built to 
a quality standard — that you'll 
be proud to represent — that will pyra- 
mid sales for you -— that your cus- 
tomers will enthusiastically approve. 
Don’t take our word for it — make your 
own inquiries — or better still, try it 
by selling some and finding out what 
the. customers say. 

AMERICAN Wire Rope Blocks and 
Sheaves are being sold from coast to 
coast — they have proved themselves 
in the toughest service. 

To get in on these profitable items, write 
us and ask about authorized distributor- 
ship — make that your next important 
good business move. 


CATALOG TELLS 
THE STORY 


Write today and ask 
for copy of Catalog 
300-BS-1. You'll get 
all the important de- 
tails. 









AMERICAN HOIST 
warts) iii ai 


cuicaco ST. PAUL, MINN. wew vorx 


AMERICAN TERRY DERRICK 
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250 Ways to 
SAVE High Speed Steel 


With High Speed Steel strictly allotted and getting more scarce 
hourly, every tool room, die shop, machine shop and metal fabri- 
cating plant is vitally interested in saving high speed steel, in making 
this essential cutting metal go as far as it possibly can. 
There is one universally recognized way to make high speed 
. steel go much farther, 10 times as far, and to do so with an in- 
crease, rather than a loss of efficiency. That is in ARMSTRONG 
TOOL HOLDERS. In an ARMSTRONG TOOL HOLDER each 
ounce of high speed steel becomes productively equal to 10 ounces 
in a forged tool. This is universally recognized, but the extent to 
which ARMSTRONG TOOL HOLDERS can be used is not so 
widely known. The complete Armstrong System provides Tool 
Holders for every operation on Lathes, Planers, Slotters and Shapers, 
for many operations on Turret Lathes and Screw Machines—more 
than 250 types, shapes and sizes of tool holders ... more than 250 
ways to reduce high speed steel requirements by 90‘;. 
ARMSTRONG TOOL HOLDERS have always been sold thru 
the Industrial Distributor. They are used in over 96°, of the ma 
chine shops and tool rooms. Your job is to see that they are used 
for all operations, wherever possible. Help your customers to help them- 
selves solve their acute high speed steel problems by pointing out 
the completeness of the Armstrong System of Tool Holders. Furnish 
them with Armstrong Catalogs® that they may check their tooling 
methods and by so doing, you will serve them, serve yourselves and 


serve the National Defense Program. 


@if you need more C-39 Catalogs, 
write Armstrong Bros. Tool Co. 

The Tool Holder People,” 305 
N. Francisco Ave., Chicago, U.S.A. 
Eastern Warehouse & Sales: 
199 Lafayette St., New York, N. Y. 
















ACME THREADS 
FOR EASY OPERATION 
AND STRENGTH 


DEEP STUFFING 
LIBERAL 


mame 
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NUMBER BOX WITH 
OF THROUGH FOLLOWER GLAND 
all 


BOLTS 


TOP SEAT FOR 
PACKING UNDER 
PRESSURE WHEN 

FULLY OPEN 
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RENEWABLE “y 
SEAT AND 
DISC 
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Fairbanks ,.°— fa 


Iron Body Globe 


Valves 


Where else will your valve dollars buy such outstanding value 
as in this Fairbanks Iron Body Globe Valve? 


Where else will you get valves made of semi-steel of a ten- 
sile strength 66.2 /3% greater than ordinary cast iron... that 
have a seat and dise which can be renewed in a few minutes 
right on the pipe line . . . with back seating on spindle to 
permit repacking under pressure . . . with strong deep-cut 
threads . . . with guides in body to insure perfect seating of 
discs . . . bushed throughout to insure long, dependable 
service. 


Only when your customers try one of these Fairbanks 
Valves will they believe that any valve could operate so easily, 
close so tightly and cost so little for maintenance. 


Get a “close-up” of the biggest valve value by asking for 
details about our proposition to distributors and catalog 


No. 21. 


THE FAIRBANKS COMPANY 
19 EAST 4TH ST., NEW YORK, N, Y. 


Boston, Mass., Pittsburgh, Pa. 
Factories: Binghamton, \. Y., Rome, Ga. 
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Alvan Simonds Dies, Expert 
In Steel and Economics 


Alvan Tracy Simonds, 64, president 
of the Simonds Saw & Steel Co., Fitch- 
burg, Mass., an authority on_ steel- 
making and a pioneer advocate of the 
study of economics by business execu- 
tives, died on Sept 2 at his home in 


Alvan T. Simonds 


Jamaica Plains. His brother, Gifford 


- Simonds, passed away on March 20 of 


this year. 

In his many lectures throughout the 
country, Mr. Simonds conceded he had 
been born “with a silver spoon in his 
mouth,” but insisted he looked upon 
business from the workingman’s point 
of view. He was not only outspoken in 
his criticism of business, but in his 
efforts to raise it to a professional level 
was one of the chief backers of the 
Harvard Graduate School of Business 
Administration. He served on its ad- 
visory committee. 

He was born in Fitchburg Dec. 23, 
1876, son of Daniel and Ellen (Gifford) 
Simonds. and was educated at Fitch- 
burg High School, Phillips Exeter 
Academy and Harvard College. where 
he was a member of the class of 1899, 

After graduating from Harvard, he 
took a post-graduate course in met- 
allurgy at Sheffield. England. then 
started work for the Simonds company 
as laboratory assistant at its steel mill 
in Chicago. During the following 10 
years, he was successively foreman of 
the machine knives. worked in the ad- 
vertising. cost, entry. purchasing and 
sales department of the Chicago firm. 

From 1910 to 1913, he was in charge 
of the erection and operation of a new 
mill for the tool steel’ department of 
the company at Lockport. N. Y., then 
in 1913 became president of the firm 
that was afterwards named Simonds 
Saw & Steel Co. He relinquished his 
presidency of the firm in 1924, in favor 
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VAN DORN Jobbers have the inside track 
on portable electric tool sales—with these 
helpful Van Dorn Handbooks on the job! 
Thousands of them are on your customers’ 
desks— working for you to develop bigger tool 
sales, by pointing out hundreds of ways that 
Van Dorn Electric Tools solve new production 
problems, speed up output and save your cus- 
tomers money by lower tool maintenance costs. 

See that every industrial customer has a 
complete set—Van Dorn’s Power Driver Data 


VAN DORN ELECTRIC TOOL HANDBOOKS 


u THE 

’ VAN Dorn 
| SYSTEM OF VALVE 
RECONDITIONING .. 


THE vawve #ECONDITIONING HANDBOOK 


POINT ThE WAY TO BIGGER PROFITS 





Book, Saw Handbook, Hammer Handbook, 
Valve Reconditioning Handbook and Main- 
tenance Handbook. Study them yourself— 
get your salesmen to learn them inside and 
out. Profusely illustrated, quick, simple and 
complete—they give a// the vital information 
customers want to know about electric tools. 
If you don’t have “all Five’—we will rush a 
complete set to you TODAY! For further 
information, write The Van Dorn Electric 
Tool Co., 717 Joppa Road, Towson, Md. 





(DIV. OF BLACK & DECKER MFG. CO.) 





PORTABLE 


ELECTRIC TOOLS 
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To help conserve vitel defense 
metals. n Bros., Inc., are 
modern metal 


ee facilities have been 
eree ly expan m order to 


CLEMSON BROS., INC. 


Middletown, New York 





| of his brother, Gifford, but reassumed 


| production of 


it after the brother’s recent death. 

Though he listed golf. horses and 
airplane travel as his hobbies. he spent 
considerable years and a large portion 
of his personal income in an endeavor 
to “encourage business men to be more 
scientific and to bring them up in re- 
lation to industry, more on the plan of 
the lawyer or the doctor.” 

He spent considerable effort attempt- 
ing to make study of economics com- 
pulsory for seniors in all high schools 
in the United States, and for some years 
offered for 
essays on subjects of current economic 
interest. 


money prizes economic 


One of his major interests was the 
American Chamber of Economics. For 
a time he served as regional director of 
the Chamber of the 
United States and was chairman of the 
executive committee of the American 
Supply & Manufacturers 
Association. 


Commerce of 


Machinery 


For a year prior to the United States’ 
entrance into the world war, his com- 
pany experimented on a steel helmet 
which. in April, 1916. was universally 
worn by the soldier at the front. The 
company, 30 days after war was de- 
clared. offered — its the 
ordnance department at Washington. 
an offer that was accepted. Mr. Simonds 
was made captain in the reserve corps 


services to 


for the supervision of purchase and 


helmets and similar 
material. 

He was the center of wide public dis- 
One 
was in 1932 when he aroused the ire of 
the American Legion by 
branding the organization “a disgrace” 


cussion on at least two occasions. 
members of 


for demanding immediate payment o! 
the soldiers’ bonus. The second was in 
1936 when he reported he and his wife 
had been insulted by German steamship 
passengers after he had criticized the 


Nazis in an interview. 


He was married twice, first to the 
former Susan Gansevoort Lansing of 
Albany. N. Y.. by whom he had two 


Robert MeClellan 
and Daniel Simonds. 


children. Simonds 
His second wife 
Chalavaya_ Fildes, to 


whom he was married in 1926. 


was Virginia 


Two New Salesmen Named 
By Cameron & Barkley 


Leslie Roach. formerly of IL. W. Phil- 
lips & Co., in Tampa, Fla.. has joined 
Cameron & Barkley’s Industrial supply 


sales organization in Charles. 5. C., ac 
| 


cording to T. J. Keany, general man 
ager of the Charleston branch. At the 


same time it was announced that Walte1 
S. Toole. formerly of Bowen Brothers 
Hardware in Augusta. Ga.. has been ap- 
pointed to C & B's Jacksonville sales 
organization, 
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| engineering help when 





A_ football would 


get little distance in his 


star 


punts if he wore wrest- 





ling shoes. His shoes must 
be built forthe job... 


Casters, too, 
must be built 
for the job 





OND distributors know the im- 
portance of built-for-the-job 
truck casters. And they know the 
importance of supplying the right 
caster to meet every customer re- 


quirement. Because the Bond 
industrial caster line is complete 
there are no lost sales. And 


friendly factory service provides 
needed. 
the 
“Bond bandwagon,” you're mis- 
sing something. Better investigate 
this profit paying proposition soon. 


If you are not now on 


Illustrated is the |40-A. This Bond 
all-steel caster combines low first- 
cost with long-life performance. 


BOND FOUNDRY & MACHINE CO., MANHEIM, PA. 


TRUCK CASTERS 
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THE BIG BUILDER SAYS: 


SKILSAW is one of our best investments 





it reduces 
our sawing costs and gives us many years of trouble-free 


service, without break-downs or costly maintenance. 


THE SUPERINTENDENT SAYS: 

SKILSAW is a life-saver for me, now that good help is get- 
ting so scarce. My men get more work done with the 
help of SAILSAW and my jobs get done: faster. 


THE CARPENTER SAYS: 
For me, SAILSAW means the difference 
between just getting by and making 
a profit on every job. Now I can 
figure closer and still make 
money. And SKILSAW is 
easier to use on any 


kind of eut. 


Ask ANYBODY 
in the 
building game 
and 


you'll hear: 


... that’s why you'll make 
more money and friends by 
pushing the electric saw 
that EVERYBODY PREFERS! 


When you start to talk SKILSAW to your 
prospects they’re already half-sold—because for 21 
years SKILSAW has led in improvements and per- 
formance... because today SKILSAW is bought by 
more contractors of every type and sold by more 
distributors than all other makes combined! Push 
SKILSAW and your sales will come faster and you'll 
build more good-will for yourself! 


9 POWERFUL MODELS FOR WOOD, METALS, STONE AND COMPOSITIONS 


SKILSAW, INC. \ 
5033-43 Elston Avenue, Chicago | y 
New York * Boston Philadelphia* Atlanta ¥ aie 
Buffalo « Cleveland * Kansas City, Mo a 
New Orleans ¢ Dallas * Los Angeles * Oakland ie 


* 


Seattle * Toronto, Canada. 


SKILSAW MEANS MORE SALES” OS “ FOR -YOU! 
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eAgain— 
... FOR DEFENSE! 
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The above picture shows the new type of tent 
made by U. S. Tent & Awning Co., of Chicago, 
for the Quartermaster’s Corps of the U. S. Army. 
These tents are being used at training camps for 
meetings and recreational purposes. 


* 


Replacing the old style center poles with outside 
masts and rigging, for support of the “roof”, gives 
unobstructed vision. 


* 


The tents are completely equipped with U-W 
Wire Rope, Manila Rope, Tackle Blocks, Shackles, 
Thimbles and Clips. 


* 


Once again, U-W Products play an important 
part in our National Emergency. 


Siclolit isl to mm TA 


OF FDA Oe OF, Wak Dee OF 5 8 On OR. 
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"Nice sailing, Commodore", says Art Sparks, 
sales manager of F. Raniville Co. as he 
joined in a toast which concluded a lively 
lake cruise sponsored by the Grand Rapids 
Chamber of Commerce. 


Besley Employees Honor 
Ed Welles at Outing 


Over 100 employees of Charles H. 
Besley & Co.. Chicago. hied up to 
Beloit, Wisc., Sept. 6, to join 500 more 
from the company’s Beloit plant for a 
full day of fun and frolic at the 


| Hononegah Forest Preserve Park. 


Guest of honor was Edmund P. Welles, 
president for the past 30 years. He has 
been associated with Charles H. Besley 


& Co. for 54 years and his record in- 


cludes 50 years of continuous service. 
Mr. Welles received a special 50-year 
pin in recognition of his long period 
of service. 

After a full afternoon of games, con- 
tests and stunts, with prizes for all, the 
party congregated for a picnic supper 
provided by the company. Ralph W. 
Young, general manager of the Beloit 
plant, as toastmaster, announced the 
awarding of 100 gold service pins to 
employees who had been with Besley 
for five or more years. Diamond studded 
pins were presented to 32 men who had 


25 or more vears of service. 


Chinese Bearings 


An American engineer, recently re- 


| turned from China, reports that a ship- 


ment of tapered roller bearings sub- 
merged in a creek near Ichang, China, 
was retrieved after six weeks. soaked 
in kerosene. refinished, and successfully 
used in a small industrial plant neat 
that city. 
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“MORE CUTS 
WITH NUCUTS” «=? 


Is a promise your customers 


can depend on 


ead 





NUCUT “‘ Wavy Teeth’’ performance 


fills a real need in times like these 


NUCUT Files are tough. They have the knack of 
cutting clean, fast and true. Of going strong, long 
after ordinary files have been discarded. This 
NUCUT performance is welcomed now more than 
ever by users of files. It is a big reason why NUCUT 


Files consistently win preference. 


A NUCUT is of the “Wavy Teeth” design,—a scien- 
tific arrangement of coarse teeth and fine teeth. 


Having a special “one-two” action, these teeth first 


HELLER |) 
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cut deep and clean, and then level. Both at the 
same time! The result is a husky stroke, yet with- 


out a track or rough spot. 


Here is quality filing in quantity— 









the kind that exactly meets today’s 


needs! Write us today for details. 


HELLER BROTHERS COMPANY 
America’s Oldest File Manufacturers 
Newark, N. J. 


Newcomerstown, Ohio 





WAVY TEETH 
ol 


FILES 















World’s Most Complete Line of 


LIGHT FLEXIBLE SHAFT TOOLS 


In these days of ‘RUSH ALL ORDERS", industry faces 
gigantic tasks. All too often, heavy duty tools are tied-up 
on smaller die and mould jobs and many other miscellaneous 
operations that the Foredom can do so efficiently. Foredom— 
the world’s most complete line of LIGHT FLEXIBLE SHAFT 
TOOLS offers the opportunity for more tools in the shop— 
so that more jobs can be done—yet at a lower equipment 
investment. What an excellent sales story this makes to 
purchasing agents, plant directors and everyone connected 
with “full speed ahead’’ production. 




































































Built-for-Service, Built for Sales 


Thousands of Foredom Flexible 
Shafc Tools are in daily use in 
shops all over the country, many 
of whom are still using Fore- 
dom Tools’ purchased almost 
two decades ago. Presenting a 
perfect combination of being 
both inexpensive and _ built-for- 
service, the complete line of 
Foredom Light Flexible Shaft 
Tools,—including the five hand- 
piece types all with quick-inter- 
change feature—is in truth 
BUILT FOR SALES! 

In Tool, Die, Mould and Pattern 
Departments, Foredom Flexible 
Shaft Tools are indispensable. 


FOREDOM tee 
Fine Tools Since 1922 
DON'T DELAY — 
Write to Dept. 266 for FREE Catalog and Details! 


A feature of Hygrade Sylvania's recent 
Fluorescent Lighting Conference, Sept. 8, 
at the Salem Country Club, Salem, Mass., 
was the presentation of this“rophy to R. H. 
Bishop, north eastern sales supervisor, for 
winning the annual sales contest. Entitled 
the "G-Man Contest,” the campaign was 
waged against fugitives from better light- 
ing. Presenting the cup is C. G. Pyle, gen- 
eral sales manager. In rear: F. J. Healy, 
B. K. Wickstrum and R. M. Zabel. 





Distributors Arm Salesmen 
With New Catalogs 


fre} sd aoley | One of the many evidences that dis- 
tributors are striving to establish better, 
| faster service to customers during the 

ELECTRIC COMPANY ; 2 


27 Park PI N York. N. Y current emergency is their willingness to 
ark Place, New York, N.Y. invest in new. up-to-date catalogs. A 


2 Se a -ee w=. es survey conducted a few years ago 
brought out the fact that, at that time. 
most distributors considered a new cata- 
log an investment which would continue 





to pay dividends over a period of from 
five to ten years. Current buying prac- 
tices. however, have tended to cause a 
change of opinion on this point. Supply 
houses now feel that selling from an out- 
dated catalog costs both the outside and 
telephone forces valuable sales time. 
and is likely to create an unfavorable 
impression with the throng of new buy- 
ers in the field. 

This knowledge, coupled with an hon- 
est desire to speed up service to defense 





industries, is one reason why more new 
catalogs have been issued over the past 
year than over any similar period. Below 
are four of the latest compiled and 
printed with the cooperation of R. R. 
Donnelley & Sons Co., Chicago. 

Carey Machinery & Supply Co., Balti- 
more, is a consistent user of general 
catalogs. Their latest is the 12th edi- 
tion since the founding of the firm a 
little over 50 years ago. The new edi- 
tion has over 650 pages and covers their 
extensive lines—machine tools, wood- 
working machinery, power transmission 
and material handling equipment, shop 
equipment and tools, steam supplies. 
power plant equipment. and safety fire 
protection equipment. 

Alamo Iron Works, San Antonio. 
Texas, has just issued one of the most 
comprehensive catalogs in that section 


YAR WAY IMPULSE STEAM TRAP 


‘ 
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WRENCHES | TOOL HOLDERS 
OF ALL 





THREE SHIFTS TODAY 


...f0r a better tomorrow 


Twenty-four hours a day ... the hammers 
at Williams’ are thundering. First, to forge 
the sinews of defense. Second, to shape the 
tools of general industry. In common with 
most of the country’s industrial plants, we 


are sparing no energy, human or mechan- 


J. H. WILLIAMS & CO. 
225 Lafayette Street 
New York City 


“Cc” CLAMPS LATHE DOGS 


TyPes (U) j, 
UMI | 7 


PIPE VISES 


ical, in an “all out” effort to do our partin 
meeting the complex contingencies of our 
national emergency. Out of all this intense 
national effort will come new processes, 
new precision, new arms for peace time 
industry and, we trust a better, happier 
and kindlier tomorrow. 


Headquarters for 
drop-forged tools for 
over half a century. 


THUMB NUTS & | HOIST HOOKS 


Jn85|9 4 


_]) 


C 


“4 











We're Handing You 
Something HOT 











miGh SPEED 


BLU-MOL, wssresess 


[ az DOUBLE LiFe 





IF YOU CAN QUALIFY as Double-Life distributor in 
your territory, man you've got something. We 
expected response to be good . . . we knew before we 
introduced this blade early this year that Millers Falls 
engineers had developed a real winner. But the ovation, 
as they say, was tremendous exceeded our wildest 


dreams—and no fooling! 


We took our single-edged Blu-Mol blade, for which 
we've made the honest claim “lowest cost per cut of any 
blade on the market.” Then we put an extra cutting edge 
on it, with a trick set to avoid drag and wear. Then we 
gave it a soft-center heat treatment that makes it tougher 
than tough! We proved that it cuts full-value on each 
edge. Then we priced it at only 50% more than Blu-Mol 
single-edge. 


Is there any wonder that it’s bringing down the house? 
At least 25% saving in blade costs . . . faster, deeper 


cutting when the emergency calls for it and no 


pages covering their lines of machinery 
and supplies for mills, mines, power 
plants and contractors. In addition to 
being distributors, the Alamo Iron 
Works are manufacturers of a variety 
of products. They operate their own 
machine shops, structural reinforcing 
and fabricating shops, welding shops. 
foundries, etc. Branches of the com- 
pany are maintained at Corpus Christi, 
Houston, Brownsville and San Angelo. 
Texas. 

W. H. Kiefaber Co., Dayton, Ohio, 
is already distributing its new 400-page 
catalog showing its full offering of na- 
tionally known lines of industrial and 
construction supplies and equipment. 
Distribution is being made from the 
company’s branch at Hamilton. Ohio. 
as well as from the home office at 
Dayton. 

J. E. Dilworth Co.. Memphis. Tenn.. 
have issued a new catalogue “D™. in 
which is listed the products of more 
than 600 manufacturers. It contains 
over 5000 separate cuts and represents 
manufactured products from 75% of all 
the states of the Union, according to 
E. C. Blackstone, president. 


Catalog Tells Hacksaw's 
“Program for Defense" 


In line with the recently announced 
action of the hacksaw and band saw 
industry in simplifying lines and reduc- 
ing the number of sizes and specifica- 
tions, the Henry G. Thompson & Son 
Co.. has issued an auxiliary catalog 
outlining the new list of available types 
and sizes. 

“In all instances.” says a foreword. 
“the substitute size will meet your 
cutting requirements, and in many in- 
stances the different type of blade 
recommended will reduce your net cost 
per cut, with greater endurance and 
faster speed.” The catalog should be 
a valuable guide for*users of hacksaw 
and band saw blades, as it lists only 
the standard sizes now available. 

The auxiliary catalog is bound with 


of the country. It has more than 1000 











E 


breakage. It’s made-to-order for big sales to mew a red, white and blue band which de- 
; scribes a further program proposed by 
accounts. “ 


Maybe you can still get a franchise. Your inquiry will 
receive careful attention. 


the company. As a step against possible 
price increases, it is declared that costly 
but non-essential “frills” will first be 
dropped before any price advance is 
made. As each general increase in cost 
occurs, the trade will be notified of the 
particular moves to be taken to offset 
these increases, such as discontinuing 
blade decoration, labeling and display 
packaging. Of course, no economies are 
intended that will have a bearing on 












DOUBUEUZ Yad Spee 


“unltne pals? DEVELOPED + PERFECTED * MANUFACTURED ONLY BY 
TOOLS 


27/ MILLERS FALLS COMPANY 


Y GREENFIELD, MASSACHUSETTS « U.S.A 


the cutting efficiency of the saws. Such 
steps as these, it is stated, will release 
men and machines for more essential 
production work, and will help expedite 
deliveries. 
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Each item in the famous ‘‘Hallowell”’ line STOOLS and CHAIRS FOREMEN’S DESKS Fig. 174 
has the smart appearance, wearing qual- Fig. 1334 


ity and solid weight that really count... 
each item has many distinctive, practical . : 
sales advantages that merit your repre- 


sentation. 


There's still some good territory open, so 
write today... now! We'll be glad to send 
full information and to explain our propo- 
sition. It pays. 


TRUCKS CABINETS DE LUXE and STANDARD BEN 
Fig. 1748 


Fig. 1728 





Other “Hallowell” Shop Equipment includes 4 T A | D A M D P uo € 4 5 t 1] 5 T € € L 4 ( 


Steel Lift Truck Platforms, Steel Shaft JENKINTOWN, PENNA. BOX 519 





UMI Falilare and ‘‘Pinneer'' Steel Shaft Hanaers BOSTON - DETROIT - INDIANAPOLIS - CHICAGO + ST. LOUIS + SAN FRANC! 


BIG Sates Opportunities 





QUESTION. WHERE CAN THESE 


ROTARY PUMPS BE SOLD? 


ANSWER. Wherever Liquid Free 


from Grit or Solids is Pumped whether 
by hand or power. 


Why sell Roper Rotary Pumps? Sim- 
ply because they deliver the per- 
formance that counts. They do this 
because of design and construction 
—users get larger capacity with 
lower power consumption—higher 
efficiency that means savings—ease 
of installation and operation — com- 
pact design that saves space — 


rugged construction that means long maintenance 
free service—smooth delivery that is always im- 





portant—uniform quality in every pump—and many other benefits that mean 
economy to the user and increased profitable sales for you. 











Write today for complete information on 
the opportunities for sales of Roper Rotary 
Pumps. Learn why it is the profitable line 


to sell 


Get the facts on the 
new ROPER ‘'Hydrauli- 
cally Balanced'' 
PUMPS. Catalog No 
942 tells the complete 
story—Send for it now 


GEO. D. ROPER CORP. 


ROCKFORD, ILL. 


ROPER Kotary Retonry 
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The Oj! Industry 
uses Ropers on tank 
trucks and barges 
in bulk stations, and 
refineries. A Roper 
is seen here refuel- 
ing a franscontinen- 
tal plane. 


Users of 


Diesel engines need Roper Rotary 


Pumps for transferring fuel oil and lubricating oil. 


- SINCE TC 
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Signing the afternoon mail: Karl Fisher, 
manager of the Odell Mill Supply Co. in 
Greensboro, N. C. 


Distributor Urges Plants 
To Get Into Defense 


“Your ability to identify yourself 
with the defense program will largely 
determine your success in getting criti- 


cal materials,” Arn S. Allen, Jr.. vice- 


president and sales manager of the 
Seattle Hardware Co.. writes in the 


September issue of the Washington Pur- 
chasing Agent and Manufacturer. “And 
don’t forget that the industrial supply 
salesman is just as anxious as you are 
to see that 
of all you hear about 
*‘Seller’s Market.’ the 
on you is the 


you get them. Regardless 
this 
salesman calling 
guy you have 
seeing for years. and he hasn't lost any 


bearing a 


same been 
of his interest in your plant operation.” 

As Mr. Allen sums it up, “The year 
1941 will probably go down in history 
as a period during which business was 
dene in tremendous volume. mistakes 
made on a tremendous scale, but 
withal, tremendous strides were taken 


were 


toward placing our country on a foot- 
ing of effective defense against 
possible aggressor.” 

“Your mill supply distributor.” he 
writes to his customers, “builds up his 
business through his ability to offer im- 
mediate delivery of maintenance and 
production items, without which indus- 
try cannot function without interrup- 
His stocks are selected to meet 
the needs of his particular customers. 
who, in turn, 


any 


tion. 


rely on him as a source of 
supply. 

dis- 
between 
On the 
is exerted by manu- 


“Under present conditions the 
tributor finds himself strictly 
the devil and the deep blue sea. 
one hand, pressure 
facturers to direct his business into de- 
fense channels so that they can continue 
to get materials under the Defense Sup- 
On the other hand 
is the crying need of his old customers 


plies Rating Plan. 














IT'S NOT ONLY A-10 
but ite POD! 


MU f 


few furnaces at Imperial Brass are working 
night and day to turn out brass fittings for 
tubing connection work . 


. . and the orders pour 
in faster than the fittings pour out. 

But in spite of all the pressure from AA, A-1-a, 
A-1-b, etc. priorities, we are also shipping a large 
volume of brass fittings to Mill Supply Houses 
under the Defense Rating Plan. 

These houses are rendering an important serv- 
ice in their areas—a service that is based on the 
belief that no industrial organization can antici- 
pate all of their needs for brass fittings. They 
may need fittings for connecting up tubing on 


a tank or tractor or fittings for repairing the tub- 
ing on an important production machine. In 
either case, the Supply House may save days of 
delay by delivering the fittings right out of stock. 

To do this of course it is necessary for all of us 
to cooperate in establishing the necessary priori- 
ties to prevent loss of time in replenishing the 
Supply House Stock. 

The operator of a machine that is down be- 
cause of a tubing failure is not thinking about 
an A-10 rating. All that he knows is that he 
wants some brass fittings P.D.Q. and it’s up to all 
of us to see that he gets them. 


THE IMPERIAL BRASS MANUFACTURING CoO., 511 S. Racine Ave., Chicago, Il. 


IMPERIAL Jeduclecal Fesducte 


MILL SUPPLIES «© OCTOBER, 1941 










Standard No. 993 
“Yankee” Vise. 


with V-Block. 














Every sale of a “Yankee” Vise 

steps up production for the shop 
which buys it. Demonstrations sell it on sight. Here are 
four reasons why: 


1. The sides, ends, and base are accurately machined 
to hold work square on face plate or machine bed. 


2. Detachable swivel base permits removal of vise 
body for continuous, accurate work from bench 
to machine and back again. 


3. Quickly, easily, and economically converted into 


drilling and tapping jigs. 


4. Hardened steel block with 
V-shaped grooves holds round 
stock securely. Regular equipment. 


“YANKEE™ TOOLS 


make good mechanics better 







NORTH BROS. MFG. CO., Phila., U.S.A. 
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No. 993 “‘Yankee”’ 
Vise being used as 
a tapping fixture. 











whose support has been the very life 
blood of his business.” 

The author reminds his customers 
that his merchandise can now be classi- 
fied as (1) materials having no re- 
lation to defense needs, and on which 
no restrictions have been imposed; (2) 
goods more or less connected with 
defense, which the distributor may sell 
as he chooses but which he cannot re- 
place from manufacturers without pri- 
ority ratings or other proof of defense 
consumption, and (3) closely restricted 
items, the sale of which is forbidden to 
any other than defense needs. 

As the pinch of priorities becomes 
more severe, the distributor has less and 
less latitude in his decisions, Mr. Allen 
asserts. 

“Fortunately, there is another, some- 
what brighter side of the picture. The 
Defense Supplies Rating Plan has 
helped. The extension of General 
Preference Orders to rated subcontrac- 
tors and their suppliers has been of 
tremendous assistance. Finally, the an- 
nouncement of Supplementary Order 
M-21-B, establishing preference rating 
and quotas for steel distributors has 
been the greatest step of all,” in the 
writer’s opinion. 

In conclusion, the distributor execu- 
tive reminds buyers that the distributor 
must have the buyer’s support in mak- 
ing the various forms of priority as- 
sistance effective, and _ solicits the 
cooperation of buyers in providing de- 
fense contract data and priority forms. 
“And when the salesman or desk man 
begins asking a lot of . . . questions. 


please give him every break you can.” 





Goddard & Jackson of Los Angeles takes 
pride in the neatness and completeness of 
its stocks of sprockets. This photograph, 
which shows only part of it, also illustrates 
the method of handling it—all in steel bins 
with wide shelf the full length for laying 
out and packing in bags. The portion shown 
here starts with 3%" pitch, from 10 to 112 
tooth, for single, double and triple strand 
chains, up to and including 14/4" pitch. On 
the other side of the warehouse are carried 
1%", iY", and 1%" pitch with 70, 80, 
90, 96, 112 and 119 teeth. The company 
moved into these quarters last October. 
The line carried is that of the Diamond 
Chain & Mfg. Co. 
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DEFENSE BOHES 
for Victor Blades 


In helping the Nation’s defense 
efforts, we here at Victor Saw Works, 
Inc., proudly accept our responsi- 
bility by changing from modern 
metal containers to packing Victor 
Hack Saw Blades in cardboard boxes 
in order to help conserve vital 
defense. @ In appearance the new 
cardboard Defense box is similar to 
the modern metal container. It is 
of durable quality, attractively de- 
signed, and in use will give the great- 
est available degree of satisfaction. 
@ Due to the National Emergency 
and the unprecedented demand for 
Victor Hack Saw Blades, orders have 
been somewhat delayed during the 
past few months. @ May we take this 
opportunity to thank you for all 
considerations shown and to assure 
you that we are doing everything 
humanly possible to insure prompt 
shipment of Victor Blades. Our pre- 
duction capacity has been recently 
. greatly expanded and 
other units will be 
. completed 
soon in 
to further 
expedite 
pments. 











VICTOR HACK SAW BLADES, 
formerly packed in 
modern metal boxes 
now come packed in 
the new cardboard 
Defense boxes. 


VICTOR SAW WORKS 


Int. 
Middletown, New York 






@® s 
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The late-summer picnic of Knapp Supply employees was held this year at Lake Wawasee, 
| a few miles outside Muncie, Ind., the distributor's headquarters. Above W. E. Price, presi- 
dent and host for the day, stands on the extreme left as skipper of the rapidly sinking dock. 


| Hillman Studying All 
Labor Dislocations 


Associate Director-General Sidney 


| Hillman announces that certification of 
| communities or industries threatened 
| with labor dislocations caused by short- 
| ages of materials will be based on OPM 
Labor Division surveys now being made 
in such areas. Defense contracts and 
| sub-contracts may be awarded by the 
| Army and Navy on the basis of special 
OPM. certifications. 
One preliminary list of 20 communi- 
ties in 10 different states has been sent 
out to field offices of the United States 
| Employment Service for investigation. 
| This list is largely made up of one-in- 

dustry cities, in which stove electric 
appliance. washing-machine. zipper. 
aluminum ware. metal office furniture. 
refrigerator and other consumer-goods 
plants are threatened with curtailment. 

Under supervision of the 12 regional 
supply committees of OPM’s Labor Di- 
vision. the surveys will be conducted 
by the field staffs of the United States 
Service. the State Em- 
local employ- 


Employment 
ployment Services and 
ment offices. Employers are urged to 
keep in close touch with local employ- 
| ment office officials to report on pos- 
| sible “priority employment’. in’ order 
to expedite action on certification of 
their plants for defense contracts. 

\ special study of the automobile 
industry. similarly threatened with 
temporary layoffs by the OPM-OPACS 
production cut, also is being carried 
on, Reports have already been made 
on four cities in which automobile pro- 
duction is the major industry. and a 
program is being prepared to give thei 
plants special consideration for defense 
contracts. 

On the basis of the surveys. plus re- 
ports from labor unions and the indus- 
try management to OPM, the Priorities 
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Branch in OPM’s Labor Division will 
make recommendations to the new De- 
fense Contracts Service. War and Navy 
purchasing offices. upon OPM certifica- 
tion of these conditions, will make spe- 
cial efforts to provide defense work to 
the affected plants. 

Hillman explained that this pro- 
cedure is a development of the action 
taken in connection with the aluminum 
ware industry. after all its raw material 
was taken to meet the shortage in 
aluminum for bombers. In early July a 
survey was made of the Manitowoc. 
Wisconsin, area in which many of the 
“pots and plants are located. 
OPM’s Labor Division, on the basis of 
this survey. has suggested to the shut- 
down aluminum ware plants the possi- 


pans” 


bilities of their rolling brass sheets and 
drawing cartridge shells. A number of 
firms in the industry have already ob 


tained such work in recent weeks. 


Walden Succeeds Ballard 
At Briggs-Weaver 


E. B. Walden has taken over W. L. 
Ballard’s East Texas territory for the 
Briggs-Weaver Machinery Co.. Dallas 
distributor. Mr. Walden has had exten- 
sive experience in the supply industry. 
and has been going the rounds with 
Mr. Ballard for several weeks in ordet 
to become introduced to customers. 

Mr. Ballard. who leaves the Briggs- 
Weaver organization after 20 years of 
service, resigned, effective Sept. 15. to 
enter another field of business. When 
he left. officials and employees gave a 
party in his honor and presented him 
with a handsome Gladstone bag. 

Another change in the Briggs-Weaver 
sales staff is the transfer of M. E. 
Robertson to Texarkana, where a num- 
ber of new defense plants ate going 
up—a big shell loading plant and a 
new proving grounds near Hope. 











































































































ALL! 
BAR 


Wed like to say 


YES! 


When a friend needs your help—needs it 





for your business, your possessions, your 
urgently—you like to say ‘““YES!” home, your family. And modern equipment 
for defense requires steel—quickly and in 
But sometimes, for unavoidable reasons, 7 
unprecedented quantities. 

you are forced to say ‘““NO!”’ 
- Republic must—AND WILL—supply first 
How you hate to say it! é 
the steel needed for defense purposes. 
That’s the way we feel today. ; 
At the same time, we want to be fair to 
Here we are, turning out millions of | ALL our other customers in apportion- 
tons of steel — more than ever before in ing steel available for non-defense use. 


Republic’s history. 
P 7 If we have said “NO” to you —or if we 


Yet, to many of our friends—our customers = must in the future — just remember that 
who have learned to depend upon us for we don’t want to say it— we'd like to 
steel—we may have to say ‘‘NO” when we'd say “YES.” 


like to say “YES.” 
And remember, too, that the steel you 


The reason is well known. World affairs can’t get is the steel that is being used to 


demand that we build for defense—defense protect all of us against an uncertain future. 


REPUBLIC Ss vee Es CORPORATION 
General Offices: Cleveland, Ohio 


Steel and Tubes Division 
Union Drawn Steel Division 
Truscon Steel Company 


Berger Manufacturing Division 
Culvert Division 
Niles Steel Products Division 
































TIN PLATE - NUTS+« BOLTS « RIVETS-+ NAILS« PIG IRON 
FARM FENCE «WIRE « FABRICATED STEEL PRODUCTS 


ALLOY and CARBON STEELS+STAINLESS STEEL* PLATES 
BARS and SHAPES + STRIP « SHEETS « PIPE and TUBING 
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SIMONDS 


RED TANG 
FILES 


Are Delivering 
Billions of Strokes 


FOR DEFENSE 





Scores of metal-working plants, in the forefront of defense work, depend 
on Simonds Red Tangs to make every file-stroke count. For Red Tang Files 
have teeth like the big metal-cutting saws. . teeth that remove more metal 
with less “elbow-grease” and stay sharp far longer. Red Tang quality is 
under Simonds control from steel to shipping platform. All files are 
repeatedly inspected and tested for proper cut and hardness, uniform length 
of life. So, for “the finest file—by a mile” .. . buy Simonds Red Tang 


SIMONDS SAW AND STEEL CO., FITCHBURG, MASS. 


CORCULAR & BAND SAWS © SHEAR BLADES + RED TANG FES © RED END HACKSAWS © TOOL BITS 
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| Wm. Shakespeare Elected 


Head of Bard Steel 


Bard Steel & Mill Supply Co., Kala- 
mazoo, Mich., have taken another step 
forward in their current modernization 
program. At a meeting held in August, 
William Shakespeare, Jr., H. G. Shakes- 
peare, Carrie A. Bard, L. N. Vermeulen 
and Paul D. Rickman were elected di- 
rectors. It was also voted to increase 
substantially the capital invested in the 
company in order to be in a better posi- 
tion to take care of customers’ needs. 

The firm was founded in 1906 by 
Charles G. Bard. Upon his death in 
1932. Mrs. Bard inherited sole owner- 
ship of the business and entrusted the 
management to Douglas E. Rickman 
who had been associated with the com- 
pany since 1911. Under his able guid- 
ance, Bard Steel prospered and mate- 
rially enhanced its position as a depend- 
able source of steel and mill supplies. 

Wishing to be relieved of manage- 
ment details, Mr. Rickman has resigned 
as president and accepted a position as 
vice-president in which post he will 
act in an advisory capacity. William 
Shakespeare. Jr., has been elected presi- 
dent and the management details have 
been delegated to Paul D. Rickman who 
is also secretary-treasurer. The ware- 
house remains under the direction of 
Charles Herrington who has been with 
Bard Steel for the past 25 years. 


Taylor Mfg. Co. Moves 


\ new plant has just been completed 
and occupied by Taylor Mfg. Co., maker 
of drill presses. synamometers, static 
balancing machines. and sensitive drill- 
ing machines. It is located at 3056 


Meincke Ave.. Milwaukee. 





The Industrial Tape Corp.'s new factory 
is modern in every respect, with highly 


mechanized production operations, and 
accurate temperature control of many 
processes. 












¥ Steel Stool 
Tool Toter 









Work Bench for 
1, 2 and 3-shift operation 














Assembler’s Bench Bin 
(Pat. Applied For) 


Keep Your Sales Volume UP 
With These Practical Aids 
to Defense Production 


(o™m 



















Lyon Products fit into the most vital needs of 
plants manufacturing equipment for National 
Defense. They help speed up production and 
utilize fully all available materials, tools and 
floor area. For these reasons they are easy to 
sell ...and when sold for use on National De- 
fense Work, qualify for priority ratings. 

LYON METAL PRODUCTS, INCORPORATED 


General Offices: 5310 Madison Ave., Aurora, Ill. 
Branches and Distributors in All Principal Cities 


SEND FOR NEW / 
LYON SHOP EQUIPMENT CATALOG / 





SHOP EQUIPMENT 
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uD 
DARL 


REG. U. S. PAT. OFF. 


HEADS... 
You Win! 


There’s no toss up about it with the 
famous “Unbrako” Knurled Socket Head 
Cap Screws you win every time. . . win the 
profits from rapid turnover, win the satis- 
faction derived from handling a tried and 
true product that offers extra advantages at 
no extra cost! 
Because “Unbrako” Knurled heads gear 
right to the fingers and prevent slip and lost 
motions, they're popular with the mechanic 
up to the P.A. It will pay to investigate 
our proposition—write today. 










The KNURLING of Socket Screws originated with S$. P. S. Co. 
years ago 


STANDARD PRESSED STEEL Co. 


JENKINTOWN, PERNA. BOX 519 


—— se00cees —— 


BOSTON + DETROIT + INDIANAPOLIS - CHICAGO + ST. LOUIS + SAN FRANCISCE 


CAPITAL 





KEEP STEP WITH 
INDUSTRY'S 
PRODUCTION NEEDS 


The pressing need for cleanliness 
and order in the present tremen- 






dous production program is our 
Distributors chance—not only for 
present good business, but for \ 
future business too. CAPITAL / 
“Red Caps” are built right—for 
long time service—types to take 
| eae _ over any industrial requirement 


i 


, and to handle it efficiently and 
economically. Take on the best /} 
| maintenance equipment money ( 
| ' can buy—CAPITAL “RED CAP” j 
Brushes and Brooms. ) 


- INDIANAPOLIS 
\ fi \ BRUSH & BROOM MFG. CO. 


Corner Brush and Broom Sts. 


/ INDIANAPOLIS, INDIANA 
Uf ie | : Vas Est. 1890 


a 
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Sam Doesn't Gain 
A Square Foot of Stainless 


In July. we had Sam Supplier doing 
the impossible. He made 64 sq.ft. of 
stainless become 65 sq.ft. by cutting 
and patching. Now, Sam has had 
enough physics and mathematics to 
know that a given area is always equal 
to the sum of its parts, regardless of 
shape. Sam had in mind “catching” 
his fans, but apparently Sam’s fans— 
if he has any—went to school so long 
ago they've forgotten. 

All except Jack Carroll of the Supply 
Department of the A. R. Williams 
Machinery Co.. Ltd... Toronto. He 
Was suspicious of Sam. 

Here’s the answer to the problem. as 
printed in July: 
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Fig. 1—The Original Piece 
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Fig. 2—The Reassembled Piece 


Here’s what actually happens. 
To make the diagonal a straight join- 
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1 = 1 
5’ _ | 
- 13! 8 ~ 
Fig. 3 


ing line and thus to make the pieces 
fit exactly, Fig. 3. angles x and B must 
be equal. However, Tan x = x - 
315, and Tan B = 25 = 44, and «2 

20.6 deg.. while B 21.8 deg. 
Thus the actual shape of the assembled 





21.8 deg — 











Fig. 4 


pieces is this, with a l-sq. ft. gap at the 
center. 
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To express the problem in terms of 
proportion, go back to Fig. 3. Note 
that the diagonal rises 3 ft. in 8 ft.. 
starting from lower right. Assume it 
rises at the same rate (as a straight line 
must) for the entire 13 ft. Then it 
should have risen 5 ft. Actually. how- 

ox is 
8 

= 4.875 ft. Thus the line must “kink” 
upward as shown. To find the extent 
of the gap at its widest point (it is an 
elongated parallelogram). we must find 
the actual length of line d. Use the 
same proportion and get °, x 5 
1.875 ft Thus the shortage is 0.125 
ft. or 14% in. and the gap is Cos 2 


ever, it would rise only x 


— or gap 09355 x 15 


Now aren’t you sorry Mr. Carroll dis- 
covered Sam’s trick? 


Purchasing Agents Plan 
Show in Baltimore 


Baltimore’s Sixth Annual Manufac- 
turers’ Products Exhibit. sponsored by 
the Purchasing Agent’s Association of 
Baltimore. Inc.. will be held Oct. 21 to 
23 at the Lord Baltimore Hotel. As in 
other years, the displays will show in- 
dustrial supplies and office equipment. 
some of it in action demonstrations. A 
feature of the show will be awards of 
prizes for the most informative. as well 
as the most attractive and decorative 
booths. 

The committee in charge includes 
Frank H. Carter. Maryland Drydock 
Co., chairman: J. H. Gaston. City Pur- 
chasing Agent. vice chairman: and sev- 


eral others drawn from various seg- | 


ments of Baltimore industry. 





A. A. Wettengel, president of Schlafer 
Supply Co., Appleton, Wis., stops at Vo- 
cational School to consult with John Mar- 
schall, welding instructor and Schlafer sales- 
man, who has been borrowed for the dur- 
ation. Both are proud of the splendid re- 
sults school is achieving in training welders 
and happy that Schlafer Supply can lend 
this extra service to industry in behalf of 
the Defense Program. 
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JOIN US IN BUILDING A SOURCE OF PROFITABLE SAL 

















takes time < 
sell an idea . 


FOR THE FUTURE AS WELL AS NOW 
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Graton & Knight 
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*Increased production . - 
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; PRP * names and addresses ISTER. 
Graton & Knight — Belting Section of THOMAS REG 


Graton & Knight poge in 


GRATON & KNIGHT CO. 


Tanneries and Manufacturing Plant at 


WORCESTER, MASSACHUSETTS 
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Up go your SANDPAPER PROFITS 
when we lay these cards on the table! 


Read the case histories on these “Grief Buster” cards! 
Each one represents a “busted” finishing problem — a new, 
or happier, sandpaper customer for some jobber. Each 
one proves what AP distributors say, that “To get an 
account or to hold one, there’s nothing like AP Service 
plus AP Quality Sandpaper!” Try it! Abrasive Products, 
Inc., 517 Pearl Street, South Braintree, Massachusetts. 
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U. S. Steel Uses Movies 
To Train Workers 


Motion pictures produced by the 
United States Steel Corp. and its sub- 
sidiary companies are proving to be of 
great value in training courses through- 
out the United States where thousands 
of workers are fitting themselves for 
national defense jobs. Each month more 
than 3,000 men in classrooms, fac- 
tories, and arsenals study the details 


| of steelmaking through the medium of 


United States Steel films. 

The value of these films in the train- 
ing of men destined to engage in the 
production of battleships, tanks, guns. 
and airplanes, is indicated by the in- 
creasing number of requests received 
from companies carrying on employee 
training programs as well as from state 
and federal agencies supervising the 
development of skilled workmen for 


| national defense. In addition to the im- 


mediate defense program, U. S. Steel 
films are being widely used by schools. 
colleges, technical societies, and busi- 
ness and civic organizations. During the 
first seven months of this year more 
than 1,870,000 persons saw United 
States Steel motion pictures, 

“The Making and Shaping of Steel,” 


| the latest film released, is most popular 
| among educators participating in the 


national defense training effort. Telling 
the story of steelmaking in seven reels 
from the time the ore is mined until 


| the finished product leaves the mills, 


this film has been helpful in reducing 
the necessity for lengthy tours which 
sometime result in costly interruptions 
to plant working forces. Scenes for this 
picture were taken in many plants of 
the company, and trainees thus have an 
opportunity to see a variety of opera- 
tions that could not be seen by a visit 
to any single plant. 

To facilitate distribution, film centers 
are located in company offices in New 
York, Chicago, Pittsburgh, Cleveland, 
Birmingham and San Francisco. No 
charge is made, 


Phil Pidgeon Heading 
Community Fund 


Phil Pidgeon. president of Pidgeon- 
Thomas Iron Co., Memphis, and _presi- 
dent of the Memphis Chamber of Com- 
merce, was named chairman, to head 
the important Industrial Division in the 
*20-gifts-in-one” Community Fund Cam- 
paign, October 20-31. The industrial 
division is grouped as follows: Iron and 
Steel, Lumber, Bottlers and Dairies, 
Chemicals and Paper and Food Manu- 
facturers. This includes 188 industries 
employing 15.321 persons. 
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witht ATKINS 
mc) The metal working industries were called to 


the front when Defense became our No. 1 aim — and asked 
to tackle a job of immense proportions. Already at the front 
and ready to aid in the huge task was the newly-developed 
Atkins Curled-Chip Metal Cutting System. Here was a promise 
of the one thing sorely needed — a way to get more produc- 
tion out of existing machines—a way to speed a vital opera- 
tion, the cutting of metal. The superior performance of Atkins 
Curled-Chip Saws has borne out that promise in hundreds of 
defense plants where metal cutting now is being done incredibly 
faster and cleaner than ever before. Full details, including per- 
formance data, are available by writing: 


E. C. ATKINS AND COMPANY 420 S. Illinois St., indianapolis, Ind. 





aad Vi ute 








Ju Gront WITH THE CURLED-CHIP 
SYSTEM OF METAL CUTTING 


Ia Front with the Curled-Chip Powersow Blade. Operable 


at hitherto unattainable rates of feed because of the new ‘‘curled- 
chip” cutting principle 





Iu Front with the Curled-Chip Circular Milling Saw. Self- 


cleaning teeth, new side clearance grind, new 3 dowel drive permits 
faster, heavier cutting than ever before possible 





Iu Front with Segmental Cold Saw with self-cleaning 


Curled-Chip Teeth in replaceable segments. Meets severest re- 
quirements for ultra-fast heavy-duty metal cutting. 
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IMMEDIATE DELIVERIES 
of this NEW WELDER’S MASK bring 
QUICK 
PROFITS! 










industries 
wide open for 
volume sales on this 


w® Defense 


are 


new Cesco No. 406 
Mask, and you can 
make immediate 
shipments. 


CESCO NO. 406 HELMET of |-piece seamiess 
construction is rivetiess, reinforced by ribs that 
add strength and rigidity for greater sales appea 


NEWLY DESIGNED HEADGEAR — A¢- 
justable from the outside to fit any head size. 


Cesco No. 406 is the only helmet adjustable from 
side while on the head. Absolute comfort is as 
sured by genuine leather 
sweatband cushioned with 
sponge rubber backing! Easy 





to tilt. Adjustable chin-rest 
holds helmet in correct 
position. 
° 

3 MODELS 
No. 406 Helmet tia tandard 
glass holder without lift-front 
feature 
No. 407 Handshield h stand 

ad gla h ler 
No. 459 Helmet wir! t nt 

a ' INSIDE VIEW 

Cescoweld Glass Equipped—Meets U. S. Nary 
Specifications 
Write for Circular—-Prices —Giet Full Detatla Today! 


2329 Warren Bivd., 
Chicago, Ill. 


CHICAGO EYE SHIELD CO. 
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Tool Engineers To Inspect 
Canadian Defense Plants 


The present situation with respect to 
machine tools. cutting tools and man- 
the three primary elements in- 
volved in defense production—will 


ceive a thorough going-over by various 


power 


re- 


committees and the membership of the 
\merican Society of Tool Engineers at 
the semi-annual 
meeting. scheduled for Oct. 16 to 19, 
at Toronto, the 


technical society's 


locale of one of 
A.S.T.EJs Canadian Chapters. 
Involved are such questions as to the 
extent to which machine tools used for 
non-defense can be 


production con- 


verted for defense work, how to meet 
the current shortage of cutting tool pro- 
duction capacity by getting more out 
of cutting tools in defense production. 
and how to expedite re-employment of 
laid-off non-defense labor by training 
jobs in defense industry. 

taking the 


“technical” and committee meetings at 


workers for 

In addition to part in 
which these subjects will be discussed. 
Tool Engineers from the United States 
as well as from the Society's Canadian 
Chapters will have an opportunity to 
inspect at first hand some of the solu- 
tions worked out by Canadian industry 
in adapting plants to defense proeduc- 
tion requirements. Having been in de- 
fense production longer. many Cana- 


dian plants have gone much farther 
in this direction than plants in the 


United States. 
Among plants to be inspected are: 
1. The world’s largest machine gun 

plant, producing Bren and Browning 

guns from stock to finished 

2. A shell case producing plant op- 

erating 100° with 


tools, 


bar job. 


Canadian machine 

3. A plant converted to production 
of precision parts such as fuses. de- 
tonators, ete.. on multiple spindle auto- 
matic screw machines. 

t. An plant producing 
planes of a type which may be con- 
verted to “private flying” after the war. 

5. A plant now producing rifles and 
bayonets complete, with 80 percent of 
operations on milling machines. 

6. The largest high-explosive shell 
plant in Canada. producing shell com- 
plete from steel billet to finished job. 

7. A plant 
verted to production of gun barrels for 
anti-craft guns. 

8. Canada’s machine _ tool 
plant converted to production of turn- 


aircraft 


heavy machining con- 


largest 


ing and boring lathes for long guns. 
9. Production of bomb sights, range 
including lens 


and polishing at a 


finders, ete.. grinding 
“precision” plant. 

10. A bicycle plant swung over to 
manufacture of machine gun tripods. 


ll. An 


converted to manufacture of drawn 40 


aluminum utensil concern 


mm shell cases, ete. 
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Re-Ordered 


month after month 





TASGON 


The original penetrant 
and rust solvent 


LUBRI-TASGON 


The penetrating 
lubricating oil 


Hundreds of mill supply houses enjoy a 
profitable repeat 
steady-selling products. 


business in these 
By the 
Tasgon principle of colloidal penetration, 
Tasgon quickly loosens rusty nuts, bolts, 
fittings. 


two 


unique 


Lubri-Tasgon carries a rich last- 
Write 
for information about prices, dis- 
and display 


ing lubricant to every moving part. 
today 


counts material. 


SAMUEL CABOT, Inc. 


1415 Oliver Bidg. Boston, Mass. 


SHOWS HOW! 


The gripping unit in Electroline- 


Fiege Connectors “holds like a 
bulldog”, yet graduates the com- 
pression from rear to front, pre- 
venting crystallization, fraying and 
early rope failure. 


Electroling-Fiege Connectors are 
being sold on a better-quality basis 
and are backed by many sales 
helps. Ask for Bulletin F-2 which 
fully describes this complete and 
profitable line. 








4072 S. LaSalle Street 
Chicago, Illinois 














HEN customers want a 

floor plate that’s safe under 

all conditions, tell them about 

U-S-S Multigrip. Or if they have 

runways, bridges or loading plat- 

forms subject to heavy traffic, 

Multigrip provides a surface that 
can take severe punishment. 

A glance at the pattern shows 


CARNEGIE-ILLINOIS STEEL CORPORATION, 


¥\ xy Py Pye 


how these scientifically designed 
cleats assure safe footing from 
any angle. Water drains off 
quickly. Sweeping is easy. No 
pockets to hold dirt — easily 
cleaned in all directions. 

Write for complete information 
on U-S-S Multigrip including our 
latest descriptive folder. 


Pittsburgh and Chicago 








U-S-§ Distributor Products 
include: 


COPPER STEEL SHEETS 
GALVANIZED SHEETS 
FENCE for 


MERCHANT BARS 

PLATES 

FLOOR PLATE 

HOT ROLLED SHEETS property protection 

STAINLESS STEEL STRUCTURAL SHAPES 
OTHER STEEL PRODUCTS 








COLUMBIA STEEL 
TENNESSEE COAL, 


COMPANY, San Francisco 


IRON & RAILROAD COMPANY, Birmingham 


United States Steel Export Company, New York 
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HERC-ALLOY 


STEEL CHAIN 


with 
patented INSWELL welds 





Short, stubby links 
bridge the corners 
...without gouging 
and bending stress 


4} Herc-Alloy Steel Chain with the exclusive 
patented ‘‘Inswell” welds is proving its superior- 
ity in every type of application. Fabricated from 
a special analysis, heat treated steel, the sturdy 
short, stubby links bridge square corners (see 
photograph above) minimizing bending stress and 
gouging... adding extra chain life and economy 


even under the most punishing assignments. 


©) 25% 


Note the extra “swell” of steel at the weld of Herc-Alloy steel 


extra margin of 
safety and wear 


chain. With 25% extra metal at the point where strength is 
vital, these “Inswell” welded links give extra safety to men 
and materials...and longer chain life. Specify and insist on 
Herc-Alloy—it’s your assurance of extra dependability, econ- 
omy and safety. 


Whether or not you need chain today... get the facts. Com- 
plete catalog on request and trained CM engineers are avail- 


able for consultation. Write: 





-MSKINNON 


(Affiliated with Chisholm-Moore Hoist Corporation) 


120 FREMONT AVE. TONAWANDA, N. Y. 
Branch Offices: NEW YORK + CHICAGO + CLEVELAND 














CORPORATION | 
st 
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A-C Delivers First Gun Mount; 
Weapon Blasts Planes at 7 Miles 


The first 90 mm. anti-aircraft gun 
mount to be built by private industry 
in the United States was delivered Sep- 
tember 17 to Army officials by Max W. 
Babb, president of the Allis-Chalmers 
Mfg. Co. at the company’s LaPorte 
Works, Indiana. Presentation ceremony, 
which was attended by high officials of 
the Army, the State of Indiana, and the 
company, marked the completion of 
preliminary work and the beginning of 
large scale production on this vitally 
important defensive weapon. It is this 
mount, with the 3,858 separate parts 
that compose its delicate mechanism, 
on which the gun depends for its ex- 
treme accuracy and great mobility. 

The new gun is capable of blasting 
planes out of the stratosphere nearly 
seven miles up. Each of these units 
can be unlimbered from traveling posi- 
tion and put into effective firing posi- 
tion within six minutes. The gun forces 
an explosive projectile some 35.000 
feet into the air—which is an altitude 
higher than most bombers fly. 

In presenting the gun mount to the 
Army, Mr. Babb said, “The LaPorte 
Works of the Allis-Chalmers Mfg. Co. 
in which we are now producing arma- 
ment, was designed and built and has 
been devoted to the production of ma- 
chinery for the most homely of peace- 
time pursuits—farming. 

“But when the nation was confronted 
with the need for arms, it was found 
that with certain alterations in ma- 
chinery and plant structure here, we 
could build 90 mm. anti-aircraft gun 
mounts for the armed forces. 

“The necessary changes have been 
made. We are now in production on 





Col. Donald Armstrong of Chicago Ord- 
nance District tests new anti-aircraft gun 
mount while Lt. Gov. Charles Dawson of 
Indiana (left) and Max W. Babb, president 
of Allis-Chalmers Mfg. Co., look on. 
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THIS RECOGNIZED ROPE 
IS EASIER TO SELL 


Wire rope users know Wickwire Rope... able sales. Wickwire Rope is backed by 
its quality, its uniformity, its record of a reputation for downright better per- 
long service-life. They know the line is formance in use. It is a prestige-builder 
complete; it contains exactly the right for distributors — with engineering and 
rope for their every specific need. The selling support. Wickwire Spencer Deal- 
result . . . Wickwire Distributors find ers enjoy stepped-up volume, less selling 
ready acceptance and trouble-free, profit- cost. Write for our Distributor’s Plan. 


Wickwire covers the nation with hard-hitting sales 
support in men, promotion and advertising. Fourteen 
strategically located, company-owned warehouses, assure 
service-plus of Wickwire Rope in every size, grade 
and construction. It’s uniform... It’s high quality. 


| ys A 


HOUSTON C 





ad 


WICKWIRE SPENCER STEEL COMPANY 


General Offices: 500 Fifth Avenue, New York City; Sales Offices 
and Warehouses: Worcester, New York, Chicago, Buffalo, San 
Francisco, Los Angeles, Tulsa, Chattanooga, Houston, Seattle, 
Abilene Texas. Export Sales Department: New York City 
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| this defensive weapon and, in turning 
over today to the Army officials present 
a S the first such unit completed by indus- 


try in the United States, I want to thank 


- | | the War Department, and, in particu- 
an ro its lar, the officers and personnel of the 
i 


Ordnance Department for the efficient 
guidance and aid they have given us in 


£ te 









~~ - nis a making the changes which now enable 

Sn ¢ matic Shell Danie Units in one of us to manufacture this most modern 
‘ the many U. S. Munitions plants. | anti-aircraft mechanism.” 

Capacity over 2,300 shells an “We consider it a great privilege to 

hour. perform in this plant the dual function 

of building armament for the nation’s 


defense and machinery to help its agri- 
culture produce more abundantly. as 
both functions are vital to the national 
well-being.” 

Col. Donald Armstrong. executive 
officer of the Chicago Ordnance Dis- 
trict, in officially accepting the gun 
mount for the Army said, “Hundreds 
of thousands of American workmen 
and their families and small business 
men and their families are deeply con- 
cerned today by the threat of priority 
unemployment and priority strangula- 
tion. The question of sub-contracting,. 
of spreading defense work among more 
factories so that the defense may be 
speeded and so that small businesses 
and their employees may not be _in- 
jured, is an acute problem and _ its 

a solution lies in inducing and enabling 
sneainting. shell parts fuse bodies, | the giants of industry to share these 
bombs, shells, aircraft parts, air- contracts, divide these dollars, among 
planes, tanks, shell containers, gas the smaller firms who have the facil- 
mask parts, land mines, ammuni- ities and the ability to perform the 

tion boxes. tasks required. 

“Allis-Chalmers is such an industrial 
giant.” said Col. Armstrong. “and I am 
glad to say that they have shared this 


present job with more than 225 other 
AUTOMATIC companies through sub-contracting.” 
SHELL COATING UNITS | 


Sell now—for quick delivery—Paasche Automatic and Manual Aircoat- 
ing Units that are enabling famous manufacturers from Coast to Coast 
to meet the most urgent deliveries in National Defense production. 


On practically all Defense jobs—painting battleships, lacquering 20 mm 
shells, or waterproofing tents—wherever paints, lacquers, oils, heated 
materials, sound deadeners, camouflage are applied;—there is an im- 
mediate demand for Paasche Airpainting Units. 


An Engineering Staff familiar with aircraft ordnance and marine re- 
quirements—founded on over thirty-five years’ experience—has made 
possible automatic and manually operated installations that meet the | 
most exacting production schedules. | 

| 


Our Distributors Policy enables you to sell Paasche Airequipment on 
which priorities insure prompt delivery and quick profits for you. 


Investigate NOW this unusual opportunity! 





A 1915 DIVERSEY PARKWAY Shop crews at Allis-Chalmers Mfg. Co. La- 
CHICAGO, ILL. Porte plant worked up to ten minutes be- 

fe | fore presentation ceremony to complete 

| first 90 mm. anti-aircraft gun mount to be 





Manufacturers of Airbrushes—Aircleaners and Airregulators—Aircompressor built by private industry in the U. S. Com- 

Units—Airfinishing Booths—Automatic Aircoating Units—Hose Couplings— i inni | : 

Portable Airpainting Units—Stripers—Turntables—Ventilating Units for vapors pany » beginning large scare production 
and dust. on this vital, defense weapon. 
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INDUSTRY ASSEMBLES 
THE MAJORITY OF ITS 
PRODUCTS WITH THE 
HELP OF CLEAN, SHARP 
THREADS...TO KEEP 
TAPPING OPERATIONS AT 
MAXIMUM EFFICIENCY, 


speci-Fy MORSE .. 


\—<jal TWIST DRILL AND 
rene MACHINE COMPANY 


NEW BEDFORD, MASS., U.S.A. 





NEW YORK STORE: 130 LAFAYETTE ST. === = CHICAGO STORE: 570 WEST RANDOLPH ST. 
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* THERE'S A BELMONT PACKING FOR EVERY SERVICE » | New President Elected at 
LeValley-McLeod-Kincaid 





Now, when every production minute has an increased value, no plant can N. J. Learned 
afford to have unnecessary delays and equipment failures caused by inade- 
quate packings. That's why it is important to pack with Belmont—the packings 
that are pre-planned for service. 
Below are two of the many Belmont Packings especially made for Oil Ser- 
vices, packings that will perform their tasks faithfully—even under the strain 
of 24-hour-day operations. Both Belmont 6100 and 189 are made from selected. 
high grade asbestos yarn, braided, and treated with an exclusive lubricant for 
ultimate wear and greater efficiency. 
The complete line of Belmont Packings (for all types of services) is illustrated 
and described in detail in Belmont Catalog No. 40. Write for a FREE copy 
on your company letterhead today! Any Belmont distributor will be glad to 
show you samples and help you with your particular packing requirements. 


Norman J. Learned, formerly vice- 
president of LeValley-McLeod-Kincaid 
Co., Elmira, N. Y. distributors, was re- 
cently elected president of that organ- 
ization. In taking over this position 
Mr. Learned succeeds the late A. B. 
McLeod. 


Chicago P.A.A. Sponsors Course 
In Purchasing As Aid to Defense 


There will be no bottleneck in pur- 
chasing if the plans of the Chicago Pur- 
chasing Agents’ Association can be 
used as a barometer. This group, under 
the chairmanship of A. G. Pearson 
(NBC p.a.), have outlined a complete 


course in purchasing administration 
which it is hoped will be made available 


m : 
—o— Wee | through evening classes at all the local 
BELMONT ~ “ universities. One college which has al- 
<0 a ag ready adopted this program reports 


registration much heavier than in pre- 
vious years, according to Mr. Pearson. 
This same school also plans to present 
a course on priorities as part of the 
regular program. 

The association is encouraging the 
new men in the field and the younger 
element on the way up to take full 
advantage of this opportunity to get a 
well-rounded education in purchasing 
administration. 

As an incentive, the association will 
award certificates of recognition to 
those who complete the course. And 
three prizes will also be awarded an- 
nually for the best papers on_ pur- 
chasing. 


Machine Too! Output 
Nears Billion Dollars 


The machine tool industry is cur- 

| rently operating at an annual rate of 
$850.000,000 compared with a normal 
production rate of $2,000,000 a year, 


THE BELMONT PACKING g RUBBER COMPANY | according to Frank W. Curtis, president 


of the American Society of Tool Engi- 


* BUTLER AND SEPVIVA STREETS © PHILADELPHIA, PA. *& | neers. 








102 MILL SUPPLIES © OCTOBER, 1941 


UMI 








= 
DEFENSE INDUSTRIES 
Need the 


Around the machine shops, foundries, processing plants, 
assembly lines — wherever the pace of production is being 
stepped up to meet the vital needs of national defense, the 
demand for this new and better electric hoist is skyrocketing. 


We're doing everything we can to meet this urgent need 
for faster, more efficient material handling — building as 
many Zip-Lifts as possible, as fast as possible. 


Available with bolt, hook, or trolley mountings to serve a 
wide variety of needs, the Zip-Lift also combines a host of 
quality features found in no other low-priced electric hoist. 
The enthusiastic reception for this outstanding product as- 
sures substantial market for years to come. 


NISCHFEGER 


ng CORP TION 
\_. 4538 W. NATIONAL AVENUE ) MILWAUKEE, scons 
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- 1S« !P €R Corp Mit 
WAUKEE wi 


Capacities 
250, 500 
ifeleloma iors 
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AMERICAN PLUS 
PHILLIPS SCREWS | 


for 2 outstanding reasons 






"| WANT TO CUT PER-UNIT 
ASSEMBLY TIME TO 
ABSOLUTE MINIMUM.” 


“| WANT TO CUT. PER-UNIT ; | 
ASSEMBLY COST TO 
ABSOLUTE MINIMUM.” 


Use ‘‘The Plan to Multiply the PLUS”’ to get maximum 
sales volume from all types of screw-using plants. 


Aircraft manufacturers—like auto- save cost, replacing more expensive 
motive concerns—adopted American _ fastening methods, preventing waste- 
PLUS Phillips Screws to save time. ful screwdriver accidents, eliminating 

Other firms—where assembly time _ extra operations (pilot holes, remov- 
Savings aren’t so important — use ing burrs, etc.). 

American PLUS Phillips Screws to 











the PLUS”: 


ious 


; vw Company's “Plan to ee 
American Sere throug 
irects such | ; aigns. 
. oe promo campa's 
directs you tO 8 
e means as rt po Plan to Mul 
ret day, or 
W rite us, to 


bd g 


inders- 
7 tiply the P 





LUS.” 





AMERICAN SCREW COMPANY 


Chicago, Ill. Providence, R. I. Detroit, Mich. 
589 E. Illinois St. 1847 W. Bethune St. 


WOOD SCREWS MACHINE SCREWS SHEET METAL SCREWS STOVE BOLTS 





U. S. Patents on Product and Methods Nos. 2,046,343; 2,046,837; 2,046,839; 2,046,840; 2,082,085; 2,084,078; 
2,084,079; 2,090,338. Other Domestic and Foreign Patents Allowed and Pending. 
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| Joyce-Cridland 
| Names Representative 


(> 





Paul Acton 


Paul Acton has been appointed North- 
west regional manager for the Joyce- 


| Cridland Co., Dayton, Ohio. Mr. Acton 


will continue to make Detroit his head- 


| quarters for the present. 


Acton joined the sales staff of the 
Joyce-Cridland in 1932 as Michigan 
representative. He was an officer in 
the Army during the previous World 
War and following his return to civilian 
life, was for a number of years sales 


| manager for firms engaged in the 


manufacture of engine parts. 

In his new capacity. Acton will work 
directly under Huston Brown, vice presi- 
dent and general sales manager. and be 
responsible for activities in the dis- 
tribution of Joyce Lifts and Jacks in 
Michigan, Wisconsin, Minnesota, the 
Dakotas. Iowa, Ilinois, Nebraska. Wyo- 


ming and Montana. 


New Plant For 
Sheldon Machine 


The Sheldon Machine Co., Inec.. build- 


| ers of precision lathes. arbor presses 


and machine vises. etc.. have moved 
into their new monitor type daylight 
plant at 4240-58 Knox Ave.. Chicago. 


| Located between the Milwaukee and 


Northwestern railroads and completely 
equipped with modern machinery. tools 
and plant equipment. this new plant 
has tripled Sheldon’s lathe production. 

Not a war plant. but built entirely on 
private capital as a permanent home, 
this plant indicates confidence in a con- 
tinued market for quality machine 
tools. Adjacent acreage to the plant 


| has been secured for future expansion. 












L 
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Are your customers profiting 


by this guaranteed 10° saving 
in LUBRICATION COSTS ? 


There is a Keystone Lubricant made specially for every piece of equipment and 
every operating condition in their plants. 


Every Keystone Lubricant is guaranteed to save at least 10% on their present 


lubrication costs. 


And 10% is a conservative estimate. Manufacturers report up to 300% greater 
production using Keystone Cutting Oils, for instance... and of saving 80% 
or more on maintenance by the use of Keystone Condensed Oils. With other 
Keystone Products it’s the same story. Start your customers now on this course 


to increased efficiency. 


The Keystone Distributor in YOUR 
locality will gladly cooperate with 
you in making Keystone Lubricants 
available to your customers. 


§c Look for his name in this list: 





TRADE MARKS 


REG. U. S. PAT. OFF. 


SPECIALIZED 
LUBRICANTS 


KEYSTONE 


SPECIALIZED LUBRICANTS 


KEYSTONE LUBRICATING COMPANY 
21st, Clearfield & Lippincott Sts., Philadelphia, Pa. 
Makers of Specialized Lubricants Since 1884 





Ala., Birmingham, Moore-Handley Hdwe. Co. 
Mobile, Marine greed Co. 

Kingman, Central Commercial Co. 
Phoenix, Pratt-Gilbert Hdwe. Co. 


Ariz., 


Holyoke, Chase & Cooledge Co. 
Lawrence, Treat Hardware Company 
Lowell, C. B. Coburn Co. 


Pittsfield, AN Mill Supply Co. 


Ark., Little Rock, Hollis & Compan aes S J. Foss Co. 
Cc alif., Bakersfield, Hopper Machine Works orcester, Brictly Lombard Co. 
Fresno, Federal Pipe & Supply Co. Mich., Alpena, Huron Industries Co. 
Pacitic Mill & Mine Supply Co., Inc. Detroit, The Boyer-Campbell Co. 
Oakland, C. W. Marwedel W.C. DuComb Co., Inc. 
Pacitic Tool & Supply Company Grand Rapids, Manufacturers Supply Co. 
Los Angeles, Union Hdwe. & Metal Co. Kalamazoo, Kendall Hdwe.-Mill Sarply Co. 
Frey Industrial Supply Co. Muskegon, Factory Supply Co. 
Pacitic Mill & Mine Supply Co., Inc. Minn., Duluth, Kelley-How-Thomson Co. 
Victor Belting & Rubber Company, Inc Minneapolis, R. C. Duncan Company 
Warren & Bailey Company St. Paul, R. C. Duncan Company 
on muege Industries Supply Company Mo., Kansas City, Richards & Conover Hdwe. Co. 
lendry Co. Associated Bearings Co. 
Sen Francisco, C Hf Hendry Co. St. Louis, Mill Supply & Machinery Company 
ee —_ = Newe 4 Supply Co. G. T. Matthews Co. Handlan, Inc. 
w eeenpe : 
pS Pe dro, C. in a Co. Mont., Radin Galante a 
Colo., Denver, The Mine & Smelter Supply Company Neb., Omaha, Interstate Mach. & Sup. Co. 
Conn., Hartford, L. L. Ensworth & Son, Inc. Nes Las Vegas, McQuay Supply Co 
a va ‘-s, + hed Pane & Co. Reno, Reno Mercantile Co. 
pe Ar. . . vr N.H., Nashua, C. B. Coburn Co 
South Norwalk, Comstock-DeW aters . , ° 
D.C., Washington, Carey Machinery & Supply Co. N.]., Elizabeth, Elizabeth Hardware Co. 
Del... Wilmington, Hudson Supply Co. Newark, Johnson Mandeville Co. 
Fla., Jacksonville, Georgia Supply Co. . Dodge Newark Supply ¢ 0., Inc. 
Miami, The Cameron & Barkley Co. Passaic & Paterson, H. W. Mills & Co., Inc. 
Tampa, The Cameron & Barkley Co. Pe rth Amboy, Elizabeth Hardware Co, 
6x. Atlanta, J. M. Tull Metal & Sup. Co. ES Perth Amboy Hardware Company 
Columbus, Columbus Iron Works Co. _ Trenton, Wiley-Hughes Supply Co. 
Macon, Taylor Iron Works & Supp ly Co. N. Y., Binghamton, Charles Millar & Son Co. 
Savannah, Georgia Supply ( Brooklyn, Thos. W. Kiley & Co., Inc. 
Idaho, Bosse, Westcott Oil ( st Ria A. N. Nelson, Inc. 
Wallace, Cocur d’ Alene Hdwe. & Foundry Co. Buffalo, Beals, Mec arthy & Rogers, Inc. 
lil., Chicago, Great Lakes Supply Corporation Kingston, Ulster Foundry Cor 
Samuel Harris & Co. Long Island City, The Long isl. and Hdwe. Co. 
Pulver Machinists Supply Co. x eg ee OL: + ae subs Comm 
oliet, Barrett Hardware Co. ew Tork Cily, na Supply Company 
fone. Sterling Products Co., Inc. A. P. Dienst Co., Inc. 
Peoria, Hagerty Bros. Co. Frank Trac y» Inc. 
Rockford, Mid-States Industrial Corp. Hansen & Yorke Co , Inc. 
Ind., Bedford, Service Sales Co. The Williams & Wells Co. 
Evansville, Evansville Supply Co. Rochester, Haverstick & Co., Inc. 
Fort Wayne, National Mu Supply Company Syracuse, Syracuse Supply Co. 
Indianapolis, Indianapolis Belting & Sup. Co. Troy, Troy Belting & Supply Co. 
Richmond, Queen City Supply Company ; U hed, Charles Millar & Son Co. 
South Bend, National Mill Supply Company N.C., Charlotte, Textile Mill Supply Co. 
lowa, Des Moines, Globe Machinery & Sup. Co. Durham & Raleigh Dillon Supply Co. 
Kas., Treece, Consolidated Supply Company Greensboro, Smith-Courtney Co, 
Wichita, Murdock Electric & Supply Co. Ohio, Akron, The Hardware & Supply Company 
Ky., Louisville, Neiil-La Vielle Supply Co., Inc. Canton, Manufacturers Rubber & Supply Co. 


La., New Orleans, Marine Specialty & Mill Sup. Co. 
Shreveport, Hollis & Co. 
Me., Portland, W.L. Blake & Co., Inc 
Md., Baltimore, Carey Machinery & Sup. Co. 
Cumberland, McKaig's 
Boston, A. W. Chesterton Co. 
Curry Bros. Oil Company 
Lewis E. Tracy Company 
Cambridge, Cutter, Wood & Sanderson Co, 


Mass., 


Cincinnati, Doermann-Roehrer Company 
Queen City Supply Company 

Cleveland, Strong, Carlisle & Hammond Co. 
White Tool & Supply Co. 

Columbus, The Ross-Willoughby Co. 

Dayton, The Klinger-Dills Co 

New Bremen, New Bremen Hdwe. & Sup. Co. 

Springh field, The Ross-Willoughby Co. 

oledo, The Cornell Supply Co. 
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Ohkla., 


Ore., 
Penna., 


Texas, 


V1., 
Wash., 


Wis., 


Alaska 


7. 


Alberta,¢ 


a ¢. 
Man., 
Ont., 


Sask., 


Warren, Trumbull Mfg. Co. 

Zanesville, Rockel Company 

Oklahoma City, Mideke Supply Co. 

Picher, Consolidated Supply Company 

Tulsa, Marshall Supply = Reuipanent Fo. 
Portland, Woodbury & C« 

Allentown, Wm. H. Taylor & Co., Inc. 
Franklin, Franklin Electrical Maintenance Co. 
Harrisburg, Appleby Bros. & Whittaker Co, 
Hazleton, Jere Woodring & Co, 

Lancaster, Reilly Bros. & Raub 

Philadelphia, Charles Bond Co. 

Pittsburgh, Somers, Fitler & Todd Co. 
Reading, Brown Engineering Co. 

Scranton, The Bittenbender Co., Inc. 
Wilkes-Barre, Eastern Penna. Supply Co. 
Williamsport, E. Keeler Co 

York, York Machinery & Supply Co. 
Providence, Rayhill & Greene Sup Pr ly Co. 
Woonsocket, Woonsocket Supply ¢ 

Clinton, Industrial Supply Co., Inc 
Charleston, The Cameron & Barkley ¢ oO. 
Chattanooga, James Supply Co. 
Johnson City, Summers Hdwe. 

W. A. Owen 
Knoxville, Tennessee Mill and Mine Sup. Co. 
Memphis, _ hman-Crosby Co 
Nashville, Nashville Machine & Supply Co. 
Amarillo, Clowe and Cowan, Inc. 
Brownsville, Alamo Iron Works 
Corpus Christt, Alamo Iron Works 
Dallas, Briggs- Weaver Machinery Co. 

El Paso, Mine & Smelter Supply Co. 
Houston, Peden Iron & Steel Co. 

Texas Belting & Supply Company 
Lubbock, Clowe and Cowan, Inc. 

Lufkin, Lufkin Foundry & Machine Co. 
Marshall, E. B. Hayes Machinery Co. 

San Antonio, Alama tron Works 

Salt Lake City, Galigher Co. 

Norfolk, Empire Machinery & Supply Corp 
Richmond, Smith-Courtney Co. 
Roanoke, Noland Co., Inc. 

Barre, Casellini- Venable Corp. 
Seattle, Industrial Products Co. 

Spo ykane, Jensen-Byrd Co 

Yakima, Yakima Hardware Company 
Manitowoc, Huchthausen Co, 

Milu aukee, Shadbolt & Boyd Co 
Fairbanks, Glenn Carrington & Co. 
Nome, Glenn Carrington & Co. 

Main office, 91 Columbia St., Seattle, 
Honolulu, Electric Stecl Foundry Co 
algary, J. H. Ashdown Hdwe. Co., Ltd 
?dmonton, |. H. Ashdown Hdwe. Co., Ltd. 
Vancouver, Gordon & Belyea, Ltd. 
Winnipeg, J. H. Ashdown Hdwe. Co., Ltd. 
Hamilton, H. C. Burton & Co.,Ltd. 
Swastika, H. C. Burton & Co., ‘Ltd. 
Toronto, H. C. Burton & Co., Ltd 
Regina, J. H. Ashdown Hdwe. Co., Ltd 
Saskatoon, J. 11. Ashdown Hdwe. Co., Ltd. 


& Sup. Co 


Wash. 


105 








106 


When You Sell These 
Work-Saver RIFSID 


Pipe Cutters 


@ Help arm the men on today’s Rush Job 
with work-saver RIBAID Pipe Tools and 
you help them produce more, in less time and 
with less effort...Thesee RIBAID Cutr- 
ters speed pipe cutting because their special 
thin wheels save reaming time—forged and 
assembled in solid hubs, they roll easily and 
cleanly through any pipe. Made with heavy- 
duty malleable frames, they're built to stand 
overwork, always cut true. Made 3-wheel 
and 4-wheel (No. 42) for still faster cutting. 
Four sizes, capacities to 4”. Your customers 
appreciate the advantage of this time and 
work saving you can give them with 


RIZAID Cutters. 
THE RIDGE TOOL COMPANY e ELYRIA, OHIO 


ereneers WORK-SAVING PIPE TOOLS ae 















RIGa(D> 
heavy - duty 
cutter is 
made in 4 
sizes, capaci- 
ties to 4”... 
Also No. 42 
with 4 wheels 
for close 
quarter work. 


RIzaID 
thin forged 
cutter wheel 
gives you 
faster cleaner 
pipe cutting. 
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Miles Stray, manager of the mill supply 
department of “J. Russell & Co., Holyoke, 
Mass., distributor, and Ben Anderson of 
SKF, forget anti-friction techniques and pri- 
ority problems for a day on the Jersey 
Coast. Or are they in training for sub- 


marine wardens? 





Shafer Bearing Names 
New Board Chairman 


Ray P. Tennes, who for the past 
seven years has served as a director and 
secretary-treasurer of the Shafer Bear- 
ing Corp., has been elected chairman 
of the board of directors. Mr. Tennes 
succeeds his father, the late M. J. 
Tennes, who served as Chairman of the 
Board since 1930. Ray P. Tennes is 
the eldest of the three sons, all whom 
are officers and directors of the cor- 
poration. In addition to his position 
as chairman of the board, Mr. Tennes 
will continue as treasurer of the cor- 
poration. W. L. Kinnaw, comptroller of 
the corporation, has been elected as- 
sistant treasurer-assistant secretary. 

M. J. Tennes, Jr. is president of the 
corporation and is now on leave of 
absence, serving as Captain in the U. S. 
Army Air Corps. J. F. Ditzell is vice- 
president-general manager of the cor- 
poration. 


Plymouth Revises Line 
To Fit Priorities 


The Plymouth Cordage Co., North 
Plymouth, Mass. has announced a num- 
ber of changes in its line of manila 
rope in order to conform with the pur- 
poses of General Preference Order 
M-36 (to conserve manila fiber and 
cordage). One brand, a pure manila 
product. has been discontinued since 
another answers all class B_ require- 
ments. Additions to the line include a 
mixed fiber rope which will be processed 
in accordance with the order, a trans- 
mission rope which will be furnished 
for all requirements outside the scope 
of M-36 regulations. 














ake Lour Taps 


LAST LONGER! 


The right lubrication helps. It will give faster produc- 
tion, better size control and smoother threads, too. 
Here are a few tips. 


First: Use plenty of lubricant. Put it where it will do 
the most good. Force it into the hole parallel with the 
axis of the tap if you can — use two streams on hori- 
zontal tapping. For deep tapping and finer pitches, use 
light or diluted oil to insure reaching the point of the 
tool. Be sure it’s flowing when the tap starts to cut. 
This helps wash out the chips, too. 


Second: Keep the lubricant clean. When it becomes 
dirty or gritty, replace it with new, clean lubricant. 


Third: — and very important, different materials re- 
quire different lubricants for most efficient tapping. 
Your oil company’s lubrication engineer will give you 
specific advice, but here are some useful general hints. 


C his advertisement will also ap- 
pear in the mach inery and tool papers 
that your customers read. We hope 


it will help to overcome some of the 


minor misunderstandings which are 


so annoying in these critical times 








SUGGESTED TAPPING LUBRICANTS 





Material Being Tapped Lubricant 
Allegheny Metal......... Sulphur Base Oil 
PE ice ik vie os Kerosene & Lard Oil 
MRA oi Fo sy Lies veh Dry 
OS een pee ee Compound or Light Base Oil 
NES Sh Le Pe. Compound or Light Base Oil 
Bronze—Manganese...... Light Base Oil 
Copper................. Light Base Oil 
Die Castings—Aluminum.. Kerosene & Lard Oil 

Fame. ...... Compound 
Duralumin 8 a «+ Eh A oO Lae 
| Gg Sree Dry 
Trom-—Cast.........-. 6005 Dry or Compound 
—Malleahle........ .Compound or Sulphur Base Oil 

Monel Metal............ . om Oil or Kerosene 





Material Being Tapped Lubricant 
Nickel Silver............ Sulphur Base Oil or Kerosene & 
Lard Oil 
Rubber Hard..........Dry 
(Cast........... Sulphur Base Oil 
Chromium... ... Sulphur Base Oil 
Machinery... .. Compound or Sulphur Base Oil 
or Kerosene & Paraffin 
Manganese. ... .Compound or Sulphur Base Oil 
a or vesene & Paraffin 
Steel { Molybdenum. . Sulphur Base Oil 
Nickel. ........ Sulphur Base Oil 
Stainless....... Sulphur Base Oil 
Tool...........Sulphur Base Oil or Kerosene 
& Lard Oi 
Tungsten...... .Sulphur Base Oil 
. Vanadium...... Sulphur Base Oil 








GREENFIELD TAP AND DIE CORPORATION 
GREENFIELD, MASSACHUSETTS 


Dernoit PLANT: 2102 West Fort St. 
Wanenouses in New York, Chicago and Los Angeles 
In Canada: 
Greenrrecp Tap anv Dre Corp. or Canapa, Ltp., GALT, Ont. 





/XVO GREENFIELD 


TAPS OES - GAGES - TWISTORILLS - REAMERS - SCREW PLATES - PIPE TOOLS 
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MAGNOLIA 
Isotropic 

Machined 
Die-cast 
BRONZE 





If you will please direct your attention to 
the slip of paper in this young lady's left 
hand, we will advise you that it is a check 
for $50 which Miss Phyllis Coles of the Mize 
MAGNOLIA | Supply Co., Waynesboro, won as the first 

‘ ; . | prize in the Augusta County Beauty Con- 
5 test. Lloyd Mize, head of the firm, sub- 


° 2 az ce San. oy home 
Anti-Friction Ad aT od ene | mitted the picture of Miss Augusta County 
METAL an ’ | to provide a moment of relaxation from the 





| distributor's more serious problems of prior- 
ities and delivery schedules. 


Syracuse Industrial Show 
| Scheduled for Oct. 1-3 


ADAMANT | The Seventh Annual Industrial Prod- 


| ucts Exhibits sponsored by the Pur- 


Super- | chasing Agents Association of Syracuse 


and Central New York will be held this 
G e | year at the Onondaga Hotel in Syracuse, 
éenuine | Oct. 1, 2 and 3. The first night has 

| been designated “Buyers’ Night” again, 

BABBITT | with an informal smoker at 10 p.m. 
Thursday the awards for the most at- 
tractive booth and the most informative 
booth will be made, and a number of 


prominent speakers will address the 
annual banquet Friday night. 


so & to take care of the most exacting Among the exhibitors are the fol- 


| lowing distributors: Baldwin-Hall Co., 

Belt Rope Supply Co., Burhans & Black, 

demands of your customers Burns Bros., Drennan Hardware Co.. 

Edward Joy Co., M. J. Kelly Supply 

When you make Magnolia your source of supply for Bronze Bar ».. R. C. Neal Co., Scandinavia Belt- 

stock and Anti-Friction Metals, you can rely on an organization whose ~~ S : a Supply Co. and A. V. 
products are known wherever wheels turn—products with a long back- = se? 

ground of experience and acceptance for the most exacting demands. 


Elizabeth Hardware Moves 
The Magnolia line is easier and more profitable to sell because its Perth Amboy Branch 


completeness simplifies the problems of plant maintenance. Moving of the Perth Amboy branch 


of the Elizabeth Hardware Co. from its 
former location on New Brunswick 
Ave. to 217 Fayette St. has just been 
announced by C. Guy Stevens, general 
manager. 


THE MAGNOLIA METAL COMPANY 


120 Bayway, Elizabeth, New Jersey 
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THE 
DOMINANT DRIVE 
OF INDUSTRY 


TRADE MARK 


The use of this emblem by 
an cssociation member in connection 
with Multiple V- Belt Drives is your 
assurance of mechanical excellence 
—the result of cooperative engi- 
neering, reseorch and experience. 





Tn- 2Fta_ wiv gh ee 
Sad g 60 7-7. 33000 


a formula that made multiple 
V-belt drives an exaet seience 


To the consumer of a thousand and one manufactured things, this ¢abal- 
istic series of letters and numbers means precisely nothing, except that 
it has stretched the purchasing power of his dollars because of reduced 
manufacturing costs and improved production methods. . . . But to the 
men responsible for the economical transmission of power in industry, 
this formula has far-reaching significance. It was born out of years of 
research and toil and sweat — out of thousands of laboratory experi- 
ments and observations in the testing grounds of actual application to 
production machines by Multiple-V-Belt Drive Association Members. . . . 
It provides a definite method for calculating the precise requirements 
of any job of power transmission. It takes into account every important 
operating condition including V-belt flexing, relative stresses, centrifugal 
force, belt speed and other factors, assuring maximum efficiency and 
economy of “The Dominant Drive of Industry”. This is just another 
example of the value of cooperative effort. 


MULTIPLE-V-BELT DRIVE ASSOCIATION 


140 SOUTH DEARBORN STREET © CHICAGO 
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J.E.DILWORTH 
COMPANY 


INCORPORATED 


TENNESSEE 
MISSISSIPPI 


VICKSBURG 





The products of over 600 manufacturers, located in 36 states, are 
shown in the new Catalog D of J. E. Dilworth Company. which 
incidentally in their fourth successive Donnelley-compiled catalog. 


Wiri a new general catalog, you can present 
the goods of a// of your manufacturing sources to 
all of the buyers in your territory at one time. 
Consider what a time-saving advantage it will 
be, under the stress of present conditions, to have 
up-to-date catalog information about your goods 
in the hands of from one thousand to five 
thousand buyers, to help translate their needs 


into terms of your goods. 


R. R. DONNELLEY & SONS COMPANY 


350 EAST TWENTY-SECOND STREET CHICAGO, ILLINOIS 
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Prompt, "Cambar" service to defense plants 
and shipyards in Charleston, S. C., ema- 
nates from Cameron & Barkley’s Charleston 
branch, above, which has recently been 
dressed up. Note the sidewalk sign in the 
form of a rip saw—symbol of service to the 
sawmills. 


Plant Expansion At 
H. M. Harper Co. 


Eight plant expansions in 18 years 
of existence is the history of the H. M. 
Harper Co., of Chicago, whose entire 
output consists of non-ferrous and stain- 
less bolts, nuts, screws, washers, rivets. 
and special fastenings. The accom- 
panying illustration shows the Harper 
Plant as it exists today, after the most 
recent enlargement. The building at 
the top is devoted to manufacturing and 
office space; the one at the bottom to 
storage and shipping. 

Both buildings are of modern construc- 
tion, insulated against heat. equipped 
with sprinkling systems, overhead 
cranes, pneumatic tubes and fluorescent 
lighting. Equipment is modern and all 
individual motor driven. The location 


is in the best northwest side manufac- 
turing district, approximately four miles 
from Chicago’s downtown loop. 
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working 


s\) ’ en . 
I've be on the railroag’ 


%* “I am an AMERICAN CHAIN. I’ve been working for many years on the railroads of 
America, on her ships, in her mines, forests, smelters, factories—wherever Americans need 
chains to help them lift, haul or hold. 

“Big jobs, little jobs—all sorts of jobs. From Alaska to Key West, from Bangor to San Diego, 
from Duluth to New Orleans. 

“I come in every type and shape and size in welded and weldless. In steel, iron or alloy as 
best suited to the job. 

“I’ve noticed lately I get better care and believe 
me I appreciate that. I’m tough and long-lived 
even when abused and neglected. But it’s only com- 
mon sense to keep me clean, to protect me from the 

















elements when I’m not working, to lubricate me 
when I’m on a job that requires lubrication. 

“They say taking care of me better conserves 
metals for National Defense. 

“Back in the American Chain plant at York 
they’re working day and night, making more chains 
and testing. They test all the time. And research 
—they never stop.” 


AMERICAN CHAIN DIVISION 
YORK e PENNSYLVANIA 


In Business for Your Safety 


7» ESSENTIAL PRODUCTS .. . AMERICAN CABLE Wire Rope, TRU-STOP Emergency Brakes, TRU-LAY Control Cables, AMERICAN Chain, 
WEED Tire Chains, ACCO Malleable fron Castings, CAMPBELL Cutting Machines, FORD Hoists and Trolleys, HAZARD Wire Rope, 

Yacht Rigging, Aircraft Control Cables, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
\ READING-PRATT & CADY Valves, READING Electric Steel Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety 


is 
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Harold G. Smith 
Appointed by Buda 


SELECTIVE SERVICE §& 


with this 


4-SELECTIVE-SPEEDS | 


S MAGGANG G ninder 





33 Se, 
tie SS 


SSS 


FOUR-SPEED 
GEAR DRIVE 
TRANSMISSION 








Model 65 


FOUR SPEEDS 
MONEY-SAVING AND TIME- 
SAVING BECAUSE WHEELS 
MAINTAIN EFFICIENCY 
DOWN TO THE VERY 
FLANGES 


Have you our new 1941 
Edition of Catalog 56? 


THE UNITED STATES “=y 


———— | 
CINCINNATI, So . 












DRAFT these great 


punishment-loving 
grinders for years and years 
of service . . . they'll be 
going great long after “the 
duration." 








snagging 





Change speeds by hand lever in 
front of grinder. Impossible to run 
wheels at dangerous speeds or op- 
erate unless gears are in mesh. 


For 
vitrified or 
high-speed 

wheels 


6-Point 
Certified 
Distributors’ 
Plan 








ELECTRICAL TOOL CO. 


—— 


OHIO , U.S.A 
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Harold G. Smith 


Mr. Harold G. Smith, former chief 
engineer of the automotive division of 
the Buda Co. at Harvey, IIl., has been 
promoted to the position of executive 
engineer in charge of all engineering 
activities, according to announcement 
just released by Mr. R. K. Mangan. 
executive vice-president. 

Mr. Smith is well known in the en- 
gineering field, is a member of the 
S.A.E.. a member of S.A.M.E., and is 
on the Engine Standards Committee of 
the Society of Automotive Engineers. 


Davis Joins 
La Plante-Choate 


Ned T. Davis, for the past three years 
in the production department of Flem- 
ing-Potter Co.. Inc., lithographers. of 
Peoria, Ill. has joined the advertising 
department of La Plant-Choate Manu- 
facturing Co.. Inc. of Cedar Rapids. 
Iowa, manufacturers of earthmoving. 
land clearing and snow removal equip- 
ment. He will assist in the preparation 
of direct mail and trade paper adver- 
tising as well as in publicity and house 
magazine activities. 

Mr. Davis is a graduate of the class 
of 1938 at the University of Illinois 
where he majored in Advertising in the 
School of Journalism. 


Appointed by Norton 


R. J. Forkey has been appointed 
sales engineer for upper and western 
New York state by Norton Co., Worces- 
ter, Mass. Mr. Forkey, a graduate of 
Worcester Polytechnic Institute, has 
been connected with the research lab- 
oratories and the sales engineering de- 
partment at the Worcester plant. 
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STOCKS AND DIES, PIPE CUTTERS 
PIPE VISES, VISE MOUNTS, PIPE 
REAMERS, POWER PIPE MACHINES 
POWER DRIVES, THREAD CUTTING OIL 
ADJUSTABLE BOLT DIE STOCKS 





ACQUAINT YOUR CUSTOMERS WITH THE NEW 
“TOLEDO” SIMPACT 1" to 2" RATCHET THREADER. 
EASY OPERATING. HIGH SPEED STEEL DIES. SELF 
CONTAINED. 





—are being used in vast quantities for 
the construction of new industrial plants 
to manufacture defense materials, new 
Air Fields, Cantonments, Ship Yards, 


etc. 


Their easy operating principle and qual- 
ity work produced as well as long life 
make them highly desirable for this type 


of work. 


You will find a ready preference for 
"“TOLEDOS" on defense jobs as well as 


non-defense construction. 


THE TOLEDO PIPE THREADING MACHINE CO. 


TOLEDO, OHIO NEW YORK OFFICE, 502 NO. 2 RECTOR STREET BLDG. 


MILL SUPPLIES © OCTOBER, 1941 113 





*« «x 


R/M PACKINGS 
ARE “IN SERVICE” 
FOR THE DURATION 


Where the cry is “Full speed 
ahead for National De- 
fense”, orders for Raybestos- 
Manhattan packings come 
pouring in. Busy industrial- 
ists and mechanics know 
that R/M is one packing 
that's sure to withstand the 
terrific beating of today’s 
production speed-up. 
They're asking for packings 




















that keep water or steam, gas or oil, air or corrosive chemi- 
cals efficiently and safely under control. They're asking 
for packings whose rugged efficiency lasts—through added 
strains, increased pressures, and faster speeds! 


R/M packings virtually sell—and re-sell—themselves! Prof- 

itably! The smallest complete line available, R/M has no 

extras to carry. Just one RIGHT packing for each job. And 

performance so satisfactory it practically guarantees re- 
orders! Stock R/M packings! Send 
for the R/M catalog! Be ready with 
the line customers want! 


All the copies you need—FREE—the complete, con- 
densed, cross-indexed R/M catalog that makes sales 


easy! Write us today! 


INDUSTRIAL SALES DIVISION 


RAYBESTOS-MANHATTAN, INC. 


Makers of Packings for Every Industrial Use 


BRIDGEPORT, CONN MANHEIM, PA NORTH CHARLESTON, S. C PASSAIC, N. J 
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Lincoln Renews Pledge 
Against Price Increases 


Selling prices are now lower on prod- 
ucts of Lincoln Electric Co., Cleveland, 
than they were two years ago, accord- 
ing to a statement by J. F. Lincoln, 
president. In making the announce- 
ment, Lincoln renewed the pledge of 
his company, originally made October 
2, 1939, not to increase prices. He points 
out that the company’s policy to main- 
tain prices not only has been main- 
tained during the 2-year period but that 
the company, whose products are in 
wide demand for National Defense 
production, has actually reduced its 
selling prices on arc welding machines 
and electrodes more than 6 percent. 

Asked what effect his price-mainte- 
nance policy might have, Lincoln said 
that it simply bears out his feeling ex- 
pressed in the original pledge two years 
ago that unwarranted price increases 
during World War I were responsible 
for the depression of the 30’s, The sal- 
vation of our country and our protection 
against radical changes in the Ameri- 
can social system, he believes, lie in the 
ability of industry. generally, to avoid 
price increases. 

In his original pledge to maintain 
prices, which he announced two years 
ago and which he now publicly renews, 
Mr. Lincoln sounded a warning of eco- 
nomic conditions which are even now in 
their early stage of development and, 
which, if unrestricted. must inevitably 
result in serious inflation. 

“The world,” Lincoln said at that 
time, “is entering a crisis, the result of 
which no one can foresee. Other wars 
have brought inflation, followed by un- 
employment and depression after peace 
was achieved. America’s experience in 
the World War illustrates this fact. 

“Much of this post-war trouble would 
have been eliminated by a more fore- 
sighted price policy on the part of 
manufacturers and distributors. Price 
inflation by the seller when he had a 
dominant position resulted inevitably 
in reaction with deflation, depression 
and suffering. Many of those price in- 
creases were not warranted. 

“Before such an inflationary cycle of 
prices is again started, we publicly 
pledge ourselves, as far as possible. to 
maintain present prices. 

“Further, if the materials we buy are 
increased in price. or the cost of labor 
is increased, then we pledge ourselves 
to raise selling prices no more than the 
bare increase in cost of raw materials 
and labor going into our products. 

“Further,” Mr. Lincoln said in con- 
clusion, “we pledge ourselves to pass on 
to our customers the reduction in cost 
made possible by better manufacturing 
methods, wider distribution and_tech- 
nical advances in production.” 
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DISTRIBUTOR. 
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MANUFACTURING 
SUPPLIER 











STANDS IN THE 
MIDDLE 


MANUFACTURING 
CONSUMER 








huts he is 


> 


no meres middleman 





1k INDUSTRIAL DISTRIBUTOR IS NO 


customers’ requirements. 


suppl b 
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HE PLANS TO FORESTALL any 

BEING A BRINGER-TOGETHER of supply a 
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Speaking from 30 years’ experience in selling only through the Dicutbuser, The 
Allen Company affirms these facts to all who may be in doubt: 


MERE MIDDLEMAN. 
HE IS THE LOCAL WAREHOUSER of the manufacturing supplier . . . 
PROCUREMENT AGENT of his customer, the manufacturing consumer. 
FROM SCATTERED SOURCES he brings together specialized stocks, selected with foresight and / Li stoys, 
nae Yr 

HE ADAPTS AVAILABLE SUPPLIES to his customers’ needs, and adapts the customers’ needs to , A\ “ARDWay 
»y technical advice in equipment change-overs or simplification & 
HE TAPS NOT ONLY REGULAR supply -sources, but often has an “inside line 
supplies and machines in other plants or stocks unknown to 

shortages or delays that would vitally affect plant operations 
demand, he serves as a short-cut to the procures 
nent of every essential item whether in or out of his inventory 
HE KNOWS NO HOURS short of 24-hour 
measure of his usefulness. His indefatigable purpose is to keep wheels turning Cc 
HE IS RECOGNIZED AND RELIED UPON as the buyer's first aid and last resource “Aley 
HE IS NEEDED in exact proportion to the pressure « 


THE ALLEN MANUFACTURING COMPANY, 


delivery schedules. He accepts emergencies as the 


tf untlled wants on Industry's order -list. 


BUT HE IS ALSO THE 


on surplus tools, 
t , 


defense buyers 


HARTFORD, CONN., U.S.A, 


















...and the Distributor appreciates 
ALLEN’S stand in his interests 


The page advertisement above-reproduced brought a sweeping response from Distributors 


ordering reprints, - 


some of whose letterheads you see here. We quote a few words, fairly expressive of all, 


from the scores of letters received in sincere commendation: 


‘This is a decided boost for the Distributor aad only 
another confirmation of your good policy . 


“We believe this advertisement pictures ie position of 
the Distributor about as accurately as anything we have seen.” 


‘This is the first time, to our knowledge, that any manu- 
facturer has brought the Distributor to the front and given the 
reasons for doing so, as you have in this advertising . . . 


“CONGRATULATIONS! We say that with a great deal of 
feeling, because this kind of help to the Distributor, from the 
manufacturer whose product we are endeavoring to service, is 
going to go a long way toward enlightening many people who 

ave not known or do not realize the meaning of the words, 
Industrial Distributor’.” 


“We believe your advertisement picturing the Distributor 
and the services he has to offer, to be very opportune at this 
particular time . . . that advertising such as you are using may 
put over to the industrial buyer that we are offering a service 
which cannot be dispensed with.’ 

“We think it a mighty fine piece of advertising and it 
should prove very beneficial to the Distributors. . . 

“We want you to know that we appreciate very much the 
effort you have made to impress upon everybody, including 
Washington, the important position which we hold in the field 
of distribution of those essential tools and supplies needed in 
defense production... 


This so strongly-endorsed advertisement from “MILL & FACTORY’ 
“FACTORY MANAGEMENT 


MANUFACTURING COMPANY, Hartford, Connecticut, U. S. A. 


appears next in October 


THE ALLEN 


“T want to congratulate you on this fine piece of promo- 
tional work for the Distributor ... We plan to send a copy of 
this advertisement to the senators and other members of Con- 
gress from this state. 

“Let us compliment you very highly on getting this up. It 
is something that should work to the mutual benefit of both 
the Distributor and the Distributor’s source of supply.” 


“We have felt for some time that the Allen Manufacturing 
Company is a friend of the Distributor in no uncertain way. 
Your advertisement confirms this, and we are pleased to say 
that it strikes us as just about the best kind of advertising that 
you can do for the Distributor and, incidentally, for yourself.’ 


“I believe that this is the most constructive form of adver- 
tising that the manufacturer who handles his products through 
Distributors could employ, in bringing about the desired results 
which we are all after.’ 


“We would like to congratulate you both on the very 
forceful copy as well as the attitude toward the problem of the 
Distributor. We think both are excellent and cannot be too 
highly commended.” 


"We wish to take this opportunity of commending you for 
the initiative you have shown with your advertisement, ne 
Distributor Stands in the Middle’. An increase in this type of 
advertising, brought before the industrial customers should, 
and will be, of great — to the Distributor . 


’ Septembe r, 
AND MAINTENANCE.” 
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To Increase Your 
Customers’ Grinding 


Wheel Efficiency -:- 
Sell 


DESMOND 


Desmond Huntington 
Dressers. 







@ Here is your oppor- 
tunity to really felp 
your customers to se- 
cure full value from all of 
their grinding wheels as 
well as to speed up their 
grinding operations. 







Desmond Heavy- 
Duty Dresser, ball 
bearing equipped 
for high speed 
wheels. 


Advise them to dress all 
of their wheels frequently 
with Desmond Dressers and 
Cutters and they will re- 
ceive faster and more ac- 
curate grinding. 


DESMOND offers the 
only complete line of wheel 
dressing tools and enables 
you to provide the proper 
type and size dresser for 
all of your customers’ 
wheels. 


Desmond Hunt- 
ington Cutters. 


OWe 


Desmond Hex Dresser, most 





In most defense plants 
Desmond Dressers are stan- 
dard equipment and by 
stocking these fast moving 
dressers and cutters you can 
secure your share of this 
business. Write us for copy 
of new catalog, price sheet 
durable dresser made. and catalog sheets today. 

STEEL 


SIMPLEX si: VISES 


FILL EMERGENCY NEEDS TOO! 


They give Defense Workers a 
third hand to help speed pro- 
duction. The exclusive solid steel 
slide gives increased strength 
and service at no extra cost. 

Our new catalog and com- 
plete information will be of real 
interest to you and help you to 
secure an increased amount of 
vise business 


THE DESMOND-STEPHAN MFG. CO. 


OHIO 


URBANA 
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DRESSERS 
CUTTERS. 





Two directors of the American Swiss File 
Co. (Frank Shurts, left, and R. MacDonald, 
center), take a third one, Phil Schaeffer, 


out to play golf. Mr. Schaeffer is one of 
the veterans in the supply field, having 
started in it over 50 years ago. 


Randall, Advertising Manager 
For Wickwire Spencer 


The Wickwire Spencer Steel Co. and 
its subsidiary the American Wire Fab- 
rics Corp., with combined offices at 500 
Fifth Avenue, New York City, announce 
the appointment of George L. Randall 
as advertising manager. 

Mr. Randall’s appointment follows 
the resignation of Mr. K. A. Zollner, 
advertising manager of the Company 
for the past fifteen years. 

Wickwire Spencer first employed Mr. 
Randall as assistant advertising man- 
ager in 1935. Mr. Randall was born in 
Augusta, Maine, in 1907. He will be 
located in the company’s New York 
offices at 500 Fifth Avenue. 


New Stock Clerk 


Harry Carlstrom of the Manufac- 
turers Supply Co., Grand Rapids dis- 
tributor, has been promoted to stock 
clerk, according to E. H. Idema, presi- 
dent. 





As office manager of the Murray Co., Dallas 
distributor, J. O. Baldwin takes more orders 
over the phone than ever before, as de- 
fense work spreads through the Lone Star 
state. 








b 



























GEAR WEAR ELIMINATED 
Four years ago in a large Connecticut 
rubber company’s plant, a set of 6 to 
1, 250 h.p. reduction gears were in 
such bad shape that replacement 
seemed to be the only solution. But 
first, the plant engineer decided to try 
LUBRIPLATE. LUBRIPLATE No. 
20 corrected the condition and the 
gears have not yet been replaced. Re- 
cent inspection showed them smooth, 
bright and even. LUBRIPLATE com- 
pletely checked the wear of these 
gears. 


BALL BEARING LIFE INCREASED 
1200% 

A New Jersey boat builder formerly 
had to replace the bearings in their 
10,000 r.p.m. high cycle grinders every 
two weeks. Use of Ball Bearing 
LUBRIPLATE has increased bearing 
life to 24 weeks and increased pro- 
duction by eliminating previous fre- 
quent shutdowns for repairs. 


BRONZE BUSHINGS RUN COOL 
In a New York machine shop, the 
bronze bushings in a big lathe over- 
heated so that the superintendent was 
afraid they would crack and delay a 
special rush job while repairs were 
made. LUBRIPLATE No. 100 was 
obtained from another department 
and used in place of the machine oil 
that had been used. The bearings 
cooled down immediately and the job 
was finished without breakdown. Later 
examination revealed that LUBRI- 
PLATE had actually conditioned the 
bushings. No repairs were made then, 
nor since. 


ONE NEW BEARING IN 5 YEARS 


Two or three bearing replacements a 
month were once common practice in 
a Rhode Island textile mill. But since 
they adopted LUBRIPLATE five years 
ago they have had to replace only one 
ball bearing race. 





bye and more production de- 
manded by the needs of Na- 
tional Defense, means keeping 
industrial machinery running continu- 
ously at top speed. Every slowdown 
to cool overheated bearings, every 
stop for repairs or service, means 
time and output lost that can never 
be made up. Proper lubrication 
therefore is vital. 








To keep your customers’ machinery 
going full-speed ahead, LUBRIPLATE 
Lubricants provide advantages not 
obtained from ordinary oils and 
greases. LUBRIPLATE Lubricants defi- 
nitely arrest progressive wear. The 
load-bearing LUBRIPLATE Film on 
shafts, gear teeth and all bearing 
surfaces reduces friction . . . wear 
... heat... noise... power con- 
sumption and gives complete protec- 
tion against rust and corrosion. Re- 
ports from users everywhere show 
how LUBRIPLATE Lubricants can 
help your customers speed up pro- 
duction. 








LUBRIPLATE DIVISION 
FISKE BROTHERS REFINING CO. 


NEWARK, N. J. TOLEDO, OHIO 





Dealers from Coast to Coast. 





ELIMINATES LIFT CRANE 
STOPPAGE 
So great was the friction with ordi- 
nary lubricants that the winch worm 
gears of a lift crane in a Kentucky 


factory turned blue. The crane had 
to be stopped frequently until the 
gears cooled. Since using LUBRI- 
PLATE No. 20 gears run cool and 
continuous operation of the crane is 
possible. 


STANDS UP UNDER STEAM 
One of the largest 
of food processing 
equipment had 
trouble lubricating 
a vacuum packer. 
Using steam, the 
machine runs very 


manufacturers 


THE 
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hot and regular greases wouldn’t stand 
up. LUBRIPLATE, however, is not 
affected by either heat, steam or mois- 
ture and these machines are now lu- 


bricated with LUBRIPLATE No. 320. 


98% LESS LUBRICANT, BETTER 
RESULTS 
A Canadian mining company, which 
has become a 100% user of LUBRI- 
PLATE, reports the case of a bearing 
that caused much trouble and fre- 
quent tie-ups due to being exposed 
to mud and water. They changed 
over to LUBRIPLATE No. 130-A 
and since have had no trouble at all 
and use only 2% as much LUBRI- 
PLATE as of the previous lubricant. 


AMAZING PERFORMANCE 
From a Washington mine comes the 
statement that they are amazed by the 
performance of LUBRIPLATE No. 
110 on their flotation machines. 
LUBRIPLATE lasts 15 times longer 
than any lubricant they have ever 
used and even more important, we 
pins of oil residue into flotation cells 

as completely stopped. 





7 Facts ABOUT LUBRIPLATE 


1. Produces ultra-smooth, wear-resist- 
ance bearing surface. 2. Reduces fric- 
tion—lowers maintenance and power 
costs. 3. Resists rust, corrosion, pit- 
ting. 4. Assures lubrication. 
5. Outlasts ordinary lubricants many 
times. 6. Economical—a little goes a 
long way. 7. Available in 
fluid and grease types for 
every need. 


clean 















LUBRIPLATE 


MODERN LUBRICANT 
THAT ARRESTS PROGRESSIVE 


WEAR 








DIXON DAN says: | 


Remind these customers who ask’ 
For couplings that wall hold tight, longest- 
The “BOSS; for any coupling task, 
Is known to be the safest, strongest! 










































IT’S A FACT—no matter where industrial | 
hose is employed in production-for-defense, 
the use of “BOSS” Couplings is the best pos- 
sible assurance of tight, trouble-free connec- 
tions: quick, convenient coupling and un- 
coupling; and increased life for the hose it- 
They are built to withstand the rough 
treatment encountered in roadbuilding, gen- 


eral construction and mining, and to provide 
long, efficient service in all types of manufac- 
turing and processing plants.. Cadmium plat- 
ing protects them against rust and corrosion. 





WASHER TYPE 


"B 0 S > STYLE W-16 


HOSE COUPLING 


Sizes: %4” to 4” inclusive. 
Coupling, complete, consists of Male or Female 
Spud, Stem, Washer, Wing Nut and Clamp. 
Sizes 1” and larger are furnished with strong 
malleable iron 4-bolt “BOSS” Offset Interlocking 
Clamp, which anchors entire coupling to hose 
with a powerful, all-‘round grip. Sizes 7" and 
smaller have efficient 2-bolt “BOSS” Interlock- 
ing Clamp. See General Catalog for complete 
details. 


Sold Only in Accordance With Our 
Established Distributor Policy 





VALVE & COUPLING CO. 


MAIN OFFICE & FACTORY: PHILADELPHIA, PA. 


Branches: Chicago * Birmingham « Los Angeles « Houston 





DIXON 





Sabotaged Ship Repaired 
By Arc Welding 


Repair of the sabotaged engine of 
the S S Villaperosa, interned Italian 
cargo vessel, at the Atlantic Basin Iron 
Works, New York, was completed last 
month by arc welding. The repairs 
were completed in less than two months, 
whereas to recondition the ship by in- 
stallation of replacement parts would 
have taken at least a year. 

Damage to the engine consisted of 
breakage of the bedplate into thousands 
of pieces. This resulted when the huge 
crank arms, turned over by compressed 
air, jammed against heavy pieces of 
steel which were placed by saboteurs 
on the bedplate underneath the ponder- 
ous arms. The pieces of bedplate were 
said to resemble little than the 
parts of a huge metal jig-saw puzzle 
when the repair crew started to work. 

First step was the out, 
beveling, to 45 degrees of each broken 
of cast iron. This was followed 
by fitting the various pieces in place 
and tack welding—applying a small but 
sufficient amount of molten weld metal 
to adjacent parts to hold them firmly in 
position for the final welding. In many 
instances, it found necessary to 
make pieces of steel to replace pieces of 
cast iron which could not be found. 
Narrow beads—deposits of weld metal 
exceeding 3 inches in length 
were employed. Keeping the work cool 
by between welds, each bead 
was lightly peened by hammer before 
proceeding with the next. 


more 


veeing or 


piece 


was 


never 


resting 


Following the are welding of all 
broken pieces of cast iron back into 


position, steel plates were fitted to the 
outside of the engine bedplate and holes 
drilled through the plates and the cast 
iron. Steel pins approximately 
l-in. diameter were fitted into these 
holes and are welded to the steel plate 
and the iron. 


dowel 


cast A special taper at 


"Ship's doctor", the welding operator, 
operates on innards of the Villaperosa's en- 


| gine, repairing injuries resulting from sabo- | 

| tage. This method is estimated to have | 

| saved ten months in drydock. (Photo cour- 
tesy of Lincoln Electric Co.) 
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with a com- 
approved by 


Goulds provides you 
plete line of pumps 
thousands of users. 


Goulds 90-year record of leader- 
ship gives you a sales springboard 
for continuing profitable selling of 
all pumps in the Goulds line. 


Goulds Distributors requirements 
receive personal attention; a bene- 
fit which means the best possible 
deliveries, assuring customer satis- 
faction. 


Goulds manufactures more than 600 differ- 
ent types and sizes of pumps from small 
hand rotary pumps to large multi-stage 
centrifugal pipe line pumps. Write for 
full selling data on the Goulds line of 
industrial pumps for every purpose. 


ta 
% 


_ GOUL DS. 
PUMPS ING. 


SENECA pena N.Y. 





_ 
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EMERGFNGY REQUEST 


MANAGER'S ° 








EVERYONE KNOWS THERE’S A WAR 
ABROAD. In fact, two wars—a “shoot- 
ing” war and an economic war. We are 
all, in one way or another, affected by them and we 
are being called on to make, cheerfully, any sacrifice 





that helps the common cause. 


THE SPIRIT in which we accept necessary changes on 
automobiles, hosiery. refrigerators, and many other 
products, including rope, may help to write a different 
history story for our children. 


FOR EXAMPLE — The basic raw material for our 
best rope is Manila fiber, which comes from the 
Philippine Islands. There is no shortage of this fiber on 
the Islands, but there is a shortage of ships to bring it 
to us. So the American Rope Industry has been asked 
to conserve present stocks and future deliveries of 
Manila rope for national defense. 


FOR OVER 117 years Plymouth has made 
fine Manila rope. Today, we are the world’s 
oe largest manufacturers of this strongest, 
safest, and most enduring of all ropes. 
<n > 
a ee 
CF S> THE UNITED STATES GOVERNMENT in 


ig fied the manufacture of an emergency 


grade of rope (presumably for the duration of the 


order to conserve Manila fiber has speci- 








* Special Sales Bulletin * + 











emergency). Government orders require that the emer- 
gency grade is to be supplied to all users of rope except 
in certain specified fields. 


TO MEET these Government regulations, 
our Research Laboratory has developed 
an emergency grade of rope containing 





the maximum amount of Manila fiber 
allowable. Our manufacturing experience of 117 years 
will be exercised in the production of this product. It 
will be a rope manufactured with the maximum amount 
of Manila fiber permissible under these government 
regulations. The actual tensile strength will be about 
75% of Plymouth Ship Brand Manila Rope. 


0) ONE OF THE ENGINEERS in our plant 

suggested that we call this emergency 

grade of rope “Plymouth 50-50 Rope” — 

frankly, we like it, because it symbolizes 

the 50-50 spirit of cooperation required 

for successful relations between our salesmen, distrib- 
utors, dealers and customers, and government. 


That spirit of cooperation, so typical of America, will 
exist long after the need to make “50-50 Rope” has 
disappeared. 


” , WRITE FOR FREE PLYMOUTH SERVICE 
Service | BOOK NO. 1. Many new problems will 


Book confront you, the rope dealer or user. To 






help you determine where Plymouth Ship 
Brand Manila rope can still be used and 


where “50-50 Brand” must be adopted during the emer- 
gency, we have prepared a Service Manual. Write for 


this helpful hand book. 


PLYMOUTH CORDAGE COMPANY 
North Plymouth + Massachusetts 
“The Rope You Can Trust” 


ed te 
w"e2ecan 
ON SMa meee 
""2c2e2cenn 
ee ee 
7 


MPANY ; 
usetts ; 


SERVICE BOOK NO. 1 


PLYMOUTH CORDAGE co 
North Plymouth, Massach 
send me FREE 


described above 


Please 
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ART 
Ts 


will work for 
YOUR living 





ARP = 
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Dart Unions not only work for their 
living they also help work for 
yours. The more Darts you sell, the 


more business friends you make — for 
Dart Unions give complete satisfaction 
on the job. They make up tight. quicker 
—stay tight permanently—can be re- 
installed again, again, and again. And 
because they can take wrench abuse 
and resist corrosion, Darts are practically 
strangers to service men. 

Send Darts out to work for you—write 
for jobber policy. 
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each end of the pins allowed deep pene- 
tration of the weld metal into both the 
steel and the cast iron. 

The speed with which the welding 
was done was reported due to the fact 
that no preheating of parts to be welded 
was necessary. All that is required is 
to shape the parts, properly fit them and 
then simply fuse together, allowing time 
between welds to keep the work cool to 
avoid warping. 


Subcontracting Theme of 


Defense Exposition 


Prime contractors—manufacturers of 
tanks, guns, ships. planes—in search of 





sub-contractors to speed defense pro- 
| duction, are making contacts which | 


| toys, 


| work. It 


| Johns-Manville Corp., 


they expect to develop into contracts 
with 2661 smaller firms—makers of 
musical instruments. dental sup- 
fishhooks. silverware, printing 
presses—at the OPM National Defense 
Clinic held in conjunction with the 
Civilian and National Defense Exposi- 


plies. 


tion which runs until Oct. 18 at the 
Grand Central Palace in New York 
City. Represented are 125 prime con- 


tractors from all parts of the country 
and. 4600 sub-contractors from twenty- 
six states. 
Three prime contractors reported 
that they actually closed contracts dur- 
ing the Sept. 22 to 24 the 
others made arrangements to survey 
the facilities of firms and 
started negotiations for 
is estimated that there 
25.000 interviews 
sub-contractors 


sessions, 


promising 
preliminary 
were 
between 


more than 


contractors, and gov- 
The figure of 2661 
expected sub-contractual relationships 
was based on careful surveys by OPM 
Clinic Consultants. 

There was general agreement from 
large and small manufacturers and gov- 
ernment officials with the statement of 
W. O. Crabtree. New York District 
Manager. Division of Contract Dis- 
tribution, OPM, who directed the af- 
fair: “This was certainly the most 
successful clinic held to date. It demon- 
strated the value of such governmental 
efforts to stimulate farming out.” 


ernment spokesmen. 


Johns-Manville 
Treasurer Dies 


Charles H. Roberts, treasurer of the 
died at the Doc- 
tors Hospital in New York on Sept. 11. 
He had been confined there since Aug. 
20 with a heart ailment. 


Mr. Roberts had joined the organiza- 


tion in 1928 as assistant general auditor. 


and was almost immediately made gen- 


eral auditor. In 1937 he became comp- 


troller. and in the following year was 
appointed treasurer. He was 51 years 


old. 
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THERE’S 


BIG PROFIT 





IN SELLING EQUIPMENT 
NEEDED FOR 
INCREASED PRODUCTION 


@ More speed! More speed! The de- 
mands on industry are mounting every 
day. Industry needs equipment that 
saves time—like A-S-E Shop Equipment. 
You can make important profits now by 
selling this strong, broad line—cataloged 
and sold by mill supply distributors 
for years. And you will have powerful 
selling aids to back you up... cut 
and copy service, aggressive advertising, 
A-S-E conducted meetings among your 
own men. Write today for the free 
catalog, telling all the facts about this 
highly profitable line. No obligation. 


A-S-E STACKING BOXES 


Give faster and more economi- 
cal interplant or departmental 
handling of small parts. 
Their steel construction 
assures long life . 

ability to withstand 
rough use and hard wear 
. . . elimination of fire 
hazards. Can be stacked 
as high as desired .. . 


save valuable floor 
space. Made in any 
size. 


A-S-E STACK-UNITS 


Have sloping bin 
front...save time 
on assembly lines. 
Parts are readily 
accessible without 
unstacking. No tip- 
ping, toppling or 
telescoping from 
vibration or ordi- 
nary impact. Stack 
interchangeably 
with stacking boxes 
of same size. 


ALL-STEEL-EQUIP, <> ’ 


COMPANY, INC. 


209 Cleveland Avenue, Aurora, Illinois 
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Let your 
customers 


HANDLE 
a Kennedy Valve 


Se A EE 


..... they will 
quickly be convinced 
of the many 


Kennedy Extra Values 





Kennedy ODIES, bonnets, operating mechanisms—even 
a mee ae the smallest parts such as the bolts and nuts 
. of Kennedy Valves—have distinctive features that 
are not merely intended to make these valves 
easier to sell, but also to give better and longer 

service with less maintenance expense. 


Show any Kennedy Valve to a customer, and you 
will find him attracted by its sturdy proportions, 
clean-cut construction, and innumerable refine- 
ments of design. Moreover, its many extra values 
mean no extra cost to you or your trade, for these 
valves—like all Kennedy Extra-value Products— 
are sold at standard market prices. 


Kennedy Extra Values result in extra sales. It will 
pay you to investigate. Write for complete in- 
formation. 


The Kennedy Valve Mfg. Co. . . . Elmira, N. Y. 


KEN NEDY 
évtra Value in CVALVES 
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A:GREAT LINE 








FOR PROFITABLE 
SELLING 


Whether you sell Morse roller and silent skillful craftsmanship, the most modern 
chains only, or whether you sell the com- and finest materials, and advanced de- 
plete Morse line, you'll discover that sign have won and strengthened the 
Morse is the name that opens up profit- _ position of this company. 

able selling for you. For almost half a Now, you can reap the benefits of this 
century, the Morse Chain Company has__ policy of outstanding service. Sell the 
served Industry by building the finest Morse line of power transmission 
power transmission products. Honest, products. 


MORSE CHAIN CO. _ Division Borg-Warner Corp. ITHACA, N. Y. 























Records Prove ITT CANS 
Outwear Three to Five Ordinary Cans 


Buyers today are looking for the kind of Cans that will stand abuse and 
cut costs. That means WITT CANS. Distributors who sell these superior 
Cans make friends and repeat customers. 


WITT CANS are ruggedly built and retain 
their shape. They are watertight: their 
tops FIT. Used extensively by the Gov- 
ernment, by factories, hotels, restaurants, 
and institutions everywhere. Everybody 
who has ever used WITT CANS knows 
they can take a beating and outwear 
three to five ordinary cans on any job. 








It will pay you to concentrate on 
WITT CANS for profit—customer 





: z Witt Oily- 
satisfaction. Waste Cans 


eneener te Cann eae 








— THE WITT CORNICE CO. 
& Pails CINCINNATI, OHIO 
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Distributor Entertains 


Manufacturers’ Men 


The tables were turned in Cleveland 
last month when a distributor, the 
Strong, Carlisle & Hammond Co., 
played host to the manufacturers’ men 
calling on the trade with them by 
staging a golf party in their honor. 
E. E. Stvan reports that about 75 played, 
on the rolling course of the Columbian 


Hills Country Club. 


Stillman Dies 
Goodyear V-P 


Following an _ illness of several 


months, Charles A. Stillman, vice presi- 


| dent of the Goodyear Tire & Rubber 
| Co., died at his home in Akron on 


Sept. 6. He was president of the Rogers- 
Brown Iron Ore Co., which was mining 


| ore in Minnesota, and later an executive 


in the Steel & Tube Co. of America at 


Chicago. He joined Goodyear as secre- 


tary in 1921, and was made vice presi- 
dent in 1926. 


Mr. Stillman helped organize the 


Australian, English, Argentina, Swedish, 
and Brazilian plants as well as the 


Gadsden, Ala., factory. He had served 
as a director of the Goodyear Tire & 


Rubber Co. of Canada, Ltd., and of The 


Goodyear Tire & Rubber Co. (Great 
Britain), Ltd., in Wolverhampton. 





City desk and front section of W. H. Hobbs 
Supply Co., Eau Claire, Wisconsin, as it 
now looks after a face-lifting job performed 
early in the summer. Accounting, pricing 
and advertising departments are located on 
upper level. Counter sales are speedily 
handled by newly installed two-way radio 
and delivery chute feeding from upper 
floors. Time required in filling orders from 
stock located above main floor has been 
cut to a minimum. “Spike” Bartlett, coun- 
ter salesman, simply broadcasts order to 
stock clerk. By time he's finished writing 
out ticket, material is often on the chute 
behind him ready for wrapping. 











UNIFORM BETH-CO-WELD PIPE 


Whether for new mill installations or new lines in exist- 
ing defense plants, users of pipe get the best results 
today and get them faster with Beth-Co-Weld. Bethle- 
hem’s new Continuous-Weld Pipe can be counted on 
for the consistent workability that means fast, sure 


installation because every length is completely uniform 
in quality, characteristics and strength of weld. 

Beth-Co-Weld is made in all standard sizes up to 
three inches and is furnished in uniform 21-foot lengths, 
plus or minus one inch. Available in standard weight 
or extra-strong, black or galvanized. 


BETHLEHEM STEEL COMPANY Pak 
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“BLUE DEVIL’ 
aR 


SCREW ODUCTS 
—Industry Needs 
Lots of Them! 


The Distributor who sells "BLUE 
DEVILS" can expect to do a big 
business. Screw Products are sold 
a "lot" at a time and with today's 
increased production the need is 
tremendous. "BLUE DEVIL" Screw 
Products are popular because they 
have strength, toughness, and long 
life—they are thoroughly depend- 
able. We have large stocks of raw 
material and adequate facilities 
to fill orders from stock promptly. 
A reliable source of supply — a 
necessary product — a far-flung 
market — that means sales volume 
to our Distributors. 


Boca a 


4445 N. KNOX AVE. 
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CHICAGO, ILL. 











. Whether it be to fill normal Industrial 
an Construction needs, or the special re- 
quirements of Industrial Mobilization the 
only lasting basis for the popularity of any 
REVERSIBLE RATCHET WRENCH is the (ibis 

: WRENCHES 
quality and quantity of the work it is cap- 
able of doing. 





We are merely re-asserting what hundreds 
of your customers know when we say that LOWELL 
REVERSIBLE RATCHET WRENCHES are unequalled for 


quality and service. 


While the National Defense Program will call for large 
quantities of our wrenches, we want to assure our dis- 
tributors that we will at all times do our best to give 
them the Lowell Quality and Service. Order as far in 
advance as you can. 


LOWELL 


LOWELL WRENCH CO. WORCESTER, MASS. 


The name LOWELL stands for an Honest Deal with Honest Tools 
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+ Defense News * 








| SPAB Launches Survey 


Of Shortages 


Detailed planning of America’s de- 
fense program on a basis of accurate, 
coordinated knowledge of all of the 
nation’s requirements, both military and 
civilian, was launched last month by the 


| Supply Priorities and Allocations Board. 


In a move which struck directly at 
the allied problems of shortages of 
essential materials and expansion of 
productive facilities, SPAB ordered 
compilation of full schedules of both 
military and civilian requirements as 
far in advance as possible. 

The compiling of the nation’s require- 


| ment schedules will call for action on 
| two levels: 


1. A detailed outlining of both civilian 
and military needs, including pro- 
curement schedules for Army, Navy 
and Air Force items, and including 
also such goods as are to go abroad 
under the Lend-Lease and Defense 

Aid programs. 
. Both the military production sched- 
ules and the statements of civilian 
requirements are to be broken down 
into schedules of the raw materials, 
labor and machinery needed for their 
production. 


In calling for this long-range, all in- 
clusive survey of the nation’s total needs 
under the defense program, SPAB fol- 
lowed the view that there must be one 
authority to develop the official re- 
quirement figures on both levels, hold- 
ing that there would be confusion other- 
wise, because the severa] parts of the 
requirement picture must be developed 
by separate agencies. 


Albert J. Browning 
Returns to OPM 


Donald M. Nelson, Executive Direc- 
tor of the Supply Priorities and Alloca- 
tions Board, has announced the appoint- 


| ment of Albert J. Browning, of Chicago, 


as a special assistant to handle various 
problems in connection with the SPAB 
program. 

Mr. Browning was Deputy Director 
of the Division of Purchases, Office of 
Production Management, from the time 
OPM was set up until last April. Pre- 
viously he had served under Mr. Nelson 
in the National Defense Advisory Com- 
mission. 

President of United Wall Paper Fac- 
tories of Chicago, Mr. Browning left 
OPM last spring because of the pres- 
sure of his business. He is one of a 
number of men whom Mr. Nelson is 
“drafting” for service under SPAB. 
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Saatulbss Sle 


VALVES and FITTINGS 


With greatly expanded manufacturing fa- 

quip cilities Aloyco is busily engaged in meeting 
the defense requirements of its customers. 

We must ask those who desire Aloyco Stainless Steel Valves 


Se oe 
and Fittings for other purposes to wait until such times as er 
material shortages no longer exist. Bis 


While contemplating your future requirements, remember, 
that the added experience gained in producing the defense 
needs of today will become an important part of the Aloyco 
products of tomorrow. 





GATE VALVES CHECK VALVES TANK VALVES Paha Vista's, 
GLOBE VALVES LEVER THROTTLE SCREWED FITTINGS gientis "ide See 
Y VALV an Sere FLANGED FITTI in FN EN ea 
ALVES GAUGE GLASS FITTINGS _— pgp res 

As ie ee: “ 

Ser Dea 

Fae 


he 
eA . 
? 


ALLOY STEEL PRODUCTS COMPA 


cn GC © 8: PO Ree 


Bre ie ie th 
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1300 WEST ELIZABETH AVE. LINDEN, NEW JERSEY 
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ARE YOUR STOCKS UP ON 


- PALMGREN 
ANGLE VISES? 


Are you ready 
to fill 
ORDERS? 


If you haven't Palmgren Angle 
Vises in stock you'd better do 
something about it right away. 
Palmgren Angle Vises are doing 
a good job in helping industry— 
they save time on set-ups—with 
simple adjustment they can be used as ordinary vises. They are 
reasonable in price and four sizes meet all needs. Our advertis- 
ing in leading industrial publications says ‘Order from your Mill 


Supply House”—so, better be ready . . . We can make prompt 
shipments. 


CHICAGO TOOL & ENGINEERING CO. 


8369 South Chicago Avenue 
CHICAGO ILLINOIS 

















SAFETY FIRST 


for all 


STRAIGHT 
LADDERS 


THE DAYTON UNIVERSAL SAFETY Write Today for 
LADDER SHOE is easily installed on your Prices and Cata og 
present straight ladders—a guarantee of ad- of Dayton Universal 
ditional safety. This Dayton Universal Safety Safety Ladder Shoes 


Ladder Shoe prevents slipping, so often the 
cause of ladder accidents. Your choice of 
renewable treads including Rubber Suction 
Grip Treads or Suberac Cork Treads. Shoe 


foot) for either inside use of treads or out- 


do 


Nuts and Spring Washers insure holding 


an 
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A4 Safe as Standing on the Floor 

















She 
DAYTON 
Safety _ 


121-123 W. Third St. 
Cincinnati 
Ohio 


nstantly converted (simply flip by hand or 
or use of tempered-steel spike toe. Lock 


d proper adjustment. 
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SPAB Looks Unfavorably on 
Civilian Plant Expansion 


The Supply Priorities and Alloca- 


| tions Board on Sept. 10 indicated that 


expansion of productive capacity to 
meet purely civilian demand cannot be 
undertaken at this time if the expan- 
sion would require the use of large 
quantities of material critically needed 
for defense. 

This policy was established by SPAB 
in the temporary denial of proposal to 
expand the plant of the Tennessee East- 
man Corporation at Kingsport, Ten- 
nessee, manufacturer of plastics. 

Although construction of this plant 
would have provided plastics said to 
be capable of replacing 8,000,000 
pounds of aluminum, 18.000,000 pounds 
of chrome nickel plated steel, 6.000.000 
pounds of stainless steel and 34.000.000 
pounds of zinc, the Board held that its 
immediate construction was not ad- 
visable for these reasons. 


December Auto Output 
To Be Cut 48.4% 

December production of passenger 
automobiles will be curtailed 48.4 per 


| cent below last December’s output to 


conserve scarce materials for national 
defense, the Office of Production Man- 
agement announced, 

The announcement was made at a 
meeting of the Automotive Defense In- 
dustry Advisory Committee and labor 


| representatives with Leon Henderson. 
| Director of OPM’s Civilian Supply Divi- 


sion, and officials of other interested 


| government agencies. 


Manufacturers will be allowed to 
produce 204.848 passenger cars during 
December. compared with 396,823 last 
December. 

Taken together with a 26.5 per cent 
curtailment ordered previously for Au- 
gust, September, October and Novem- 
ber. this means an over-all curtailment 
of 32.2 per cent during the first five 
months of the model year that began 
August 1. Production for the five-month 
period will be 1,023,217 cars, compared 
with 1.510.167 during the same time 
last year. 


New York Priorities 


| Office Moved 


The New York Office of the Priorities 
Field Service, OPM—serving Northern 
New Jersey. Fairfield County, Conn., 
and New York State—has been moved 
from 33 Liberty St. to 25 Broad St. 
Those seeking priorities information, 
forms, or other assistance should seek 
it at the new office, P. L. Salussolia, 
Acting District Manager of the Office. 
said. The new telephone number is 


HA. 2-0130. 











ive that JOB to Quaker.. 


QUAKER HAS THE COMPLETE 
LINE OF INDUSTRIAL 
RUBBER GOODS 


BELTING 


For Conveyor — Trans- 
mission—Package—Ele- 
vator, used in the In- 
dustrial Fields. 


HOSE 


For every conceivable 
Industrial purpose: air, 
water, steam, fire, oil, 
chemical, etc. 


PACKING 


Rod and Sheet—all types 

— meeting any operating 

conditions: acid — oil — air— 
steam — water, etc. 


Specify O UAKER now! 


Everywhere—industry, men and machines are under Quality Products, due to constant research in every in- 
heavy production demands in supplying vast amounts dustrial field, unlimited laboratory tésts, selection of 
of materials in this period of National _. raw materials, fine workmanship, plus 
Defense preparation. WRITE - WIRE 

The Distributor holding Quaker’s fran- PHONE 
chise is prepared and in a good position to ORDERS 


















supervision of expert executives. 


Don't waste time-—-consult Quaker 
Large warehouse stocks, ideally located 
supply his share of industrial rubber goods. in leading industrial centers, from coast 


When you give Quaker that order, to coast and lakes to gulf. 


you can expect and will receive Quaker’s 


Write—territory may be open. 
INVESTIGATE QUAKER FRANCHISE -+- DISTRIBUTOR PROTECTION ~+- CONTACT QUAKER NOW 


KER RUBBER CORPORATION 


PHILADELPHIA Se 
NEW YORK ¢ BUFFALO + CHICAGO « MEMPHIS « HOUSTON + SAN FRANCISCO (eda, | 























a a a a 
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“THERE 


IS NOTHING BETTER” 


FOR EVERY 
NEED 


THEY SATISFY 


We are one of the very 




















few who can offer you 


from ONE SOURCE a 


complete line of files. 


We make both American 
and Swiss patterns in all 


sizes, shapes and cuts 
and have proven their 


quality to industry. 


Our plant is at top speed. 
We are keeping our high 
quality and are filling 


orders as fast as possible. 


NATIONAL DEFENSE 
AND OUR REGULAR 
CUSTOMERS COME 
FIRST. 


3 BRANDS 
"ALLIGATOR" 


SWISS PATTERN 


"DU-MORE" 
“KLEEN KUT" 


AMERICAN PATTERNS 


CARSON-NEWTON CO. 
Belleville, N. J. 
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Defines Responsibilities 
Of Priorities 


Speaking before a luncheon of the 
Gas Appliance and Equipment Manu- 
facturing Association on Sept. 17, Phil- 
lip M. McCullough, Eastern Area Coor- 
dinator, Priorities Division of OPM, 
pointed out that when the government 
grants a priority for the acquisition of 
material, it also expects the person or 
firm using the priority to accept certain 
responsibilities. 

According to Mr. McCullough, the 
privileges granted by a preference cer- 
tificate under the priorities system are: 


1. The assurance of receiving the nec- 
essary materials for the product be- 
ing manufactured. 

2. The assurance of receiving these 
materials in an orderly manner as 
needed. 


Likewise, the acceptance of these 
privileges throws a burden of responsi- 
bility on the person or the firm exer- 
cising them. This responsibility extends 
in several directions and 
cifically the following: 


covers spe- 


1. To conserve the use of scarce ma- 
terials. 

2. To substitute less scarce materials 
wherever possible. 

3. To properly schedule the use of the 
materials, 

4. To properly schedule the deliveries 
of materials to avoid an unnecessary 
increase in inventory. 

5. To properly schedule the entire op- 
erations of the business. 

6. To operate at the highest efficiency 
of machines and for as many hours 
each week as possible. 

. To assist all vendors and customers 


in securing priorities where neces- 


sary. 
8. To secure authentification of de- 
fense orders from customers and 


furnish to suppliers. 

9. To keep auditable records of mate- 
rials or tools received under prefer- 
ence ratings. 

. To promptly accept defense orders 
when offered. 

. To facilitate the 
defense orders. 


manufacture of 
12. To assist others in expediting de- 
fense work. 


Preference Ratings 
Made Mandatory 


A new regulation which makes all 
preference ratings mandatory was 
issued by Donald M. Nelson, Director 
of Priorities on Sept. 10. The new pro- 
vision is incorporated in Priorities Reg- 
ulation No. 2. which also: (1) declares 
valid all preference rating certificates 
being issued during the period of transi- 
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tion over the signature of E. R. Stet- 
tinius, Jr., former Director of Priorities, 
and (2) provides specifically for stamp- 
ing preference rating on application 
blanks if this is necessary to avoid de- 
lays involved in making out complete 
preference rating certificates. 

Mr. Nelson said that the new legal 
power to make all ratings mandatory 
will be of great assistance in effecting 
strict enforcement of all priority rules 
and regulations. Increased emphasis is 
to be put on enforcement of orders and 
compliance by all those affected. 

The provision of the regulation mak- 
ing all preference ratings mandatory is 
of great importance. Under the original 
legislation for priorities, incorporated in 
Section 2 (a), Public 671 (76th Con- 
gress, third session) mandatory prefer- 
ence ratings were assigned only for 
Army and Navy contracts. 

Preference ratings issued for civilian 
contracts, for foreign government con- 
tracts and for other United States gov- 
ernmental contracts were based upon 
the voluntary cooperation of the persons 
concerned. Because of increasing short- 
ages, additional powers were required to 
deal with the problem. These powers 
were granted in the “Vinson Bill” (Pub- 
lic 89, 77th Congress. first session) and 
have now been vested in the Priorities 
Division. 


OPM Drafts Knowlson 
Of Stewart-Warner 


Donald M. Nelson, Director of Priori- 
ties, today announced appointment of 
J. S. Knowlson, of Chicago, to be Dep- 
uty Director of Priorities in charge of 
operations. Mr. Knowlson succeeds 
Thomas B. McCabe, who has awaited 
his arrival before leaving the Priorities 
Division to take up new responsibilities 
on the staff of Lend-Lease Administra- 
tor Edward R. Stettinius, Jr. Mr. 
Knowlson is president and chairman of 
the board of directors of the Stewart- 
Warner Corp. 


General Metals Order 
No. 1 Is Revoked 


General Metals Order No. 1, issued 
by the Priorities Division of the Office 
of Production Management on May 1, 
1941, was revoked on Sept. 23. The 
order placed sixteen metals and types 
of metals under inventory control. Since 
then a number of these materials, in- 
cluding copper, and iron and steel prod- 
ucts, have been placed under manda- 
tory industry-wide control, and removed 
from the provisions of the earlier order. 

The termination of General Metals 
Order No. 1 does not lift the restric- 
tions it imposed, however, as these are 
included in Priorities Regulation No. 1 
issued August 27, 1941. 
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A wider market for 


Delta Circular Saws 


etals with 
a Dircular sry 










Ita Tilting 
toon plants find | De 
me * Saw arach ~ Lerten 





Other Low-Cost High Quality : 
ae DELTA Lowen 





SEND FOR CATALOG 


+ Sow an well 


eae 


This is a reduced reproduction of the FULL PAGE Delta advertise- 
ment appearing in a wide list of trade papers. Cash in on it—NOW! 





Many industrial supply men consider 
the circular saw a woodworking ma- 
chine only. Yet in this photograph of 
an actual installation in the sheet cut- 
ting department of the Consolidated 
Aireraft Corporation which is repro- 
Delta 


paper advertising—you can count 16 


duced in this month’s trade 


Delta tilting arbor saws! These saws 
are being used for cutting aluminum 
alloy sheets and shapes into the many 
different forms required in the manu- 
facture of Consolidated flying boats 


and patrol bombers! 


This and hundreds: of other similar 


installations prove there is a wider 
market for circular saws than merely 
Wherever sheets of 


other 


for wood cutiing. 
non-ferrous metals and .many 
materials have to be cut—there is a 
prospective sale for the Delta tilting 


arbor circular saw. 


Featured in the Delta'"Ad of the Month’ 


MI LWaAu @ a = 
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Full pages on the Delta tilting arbor circular saw are ap- 
pearing in the current issues of 19 trade papers. 


This advertising reaches your prospects in your territory. 
This is an ideal time to tie in your sales efforts with effec- 
tive advertising. Check your territory carefully for tilting 
arbor circular saw prospects—and go after them NOW! 


The Delta Manufacturing Co. 


637-L E. Vienna Ave. Milwaukee 
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IF ITS DARNELL IT'S EASY TO SELL! 






Darnell Casters and 
Wheels keep turning 
and earning—for 
you as well as for 
your customers. 


Quick Selling 


Darnell Corp., Ltd. 


CALIFORNIA 
CHICAGO 


LONG BEACH 
36 N. CLINTON: ST. 
60 WALKER ST. NEW YORK CITY 
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DCD Replaces DCS 


Employees of the Defense Contract 


| Service of OPM, which was abolished 


early in September by an executive 
order establishing the new Division of 
Contract Distribution of OPM. were 
assigned to the new division on assump- 
tion of the office of Division Director by 
Floyd B. Odlum. 

Robert L. Mehornay. who has been 
Chief of the Defense Contract Service. 
sent the following telegram to coordina- 


| tors in charge of field offices at 36 cities 
| throughout the country: 


“Mr. Floyd B. Odlum, Director of the 
newly-created Contract 
assure you of his desire that you con 
tinue to carry on without interruption 


| the present duties of your district office 


with its present personnel until further 
notice. The splendid work that you and 
your organization have done is tremen- 


| dously appreciated and I request your 


enthusiastic cooperation under Mr. 
Odlum as director of the new Contract 


Distribution Division of OPM.” 


Odium States Policy 
On Subcontracting 


Floyd B. Odlum, Director of the new 
Contract Distribution the 
Office of Management, 
issued the following statement at a press 
conference on Sept. 26: 

Offices of the Contract Distribution 
Division of OPM will be opened in ail 
of our principal industrial cities as fast 
as the necessary manpower can be or- 
ganized. 


Division of 
Production 


These field offices will be organized 


along state lines. Each state will have 


| at least one office and some states sev- 


eral others reporting to the main state 


| office. In all cases the location and num- 


ber of offices will be related to the 
amount of industrial facilities existing 
in the area. 

In addition to the 39 offices that the 
Division took over from the former De- 
fense Contract Service of OPM and is 
(See Mitt Suppwies, 
September) offices are being opened im- 
mediately in Hartford, Conn.; Provi- 
dence. R. I.: Columbus. Ohio, and In- 
dianapolis. Ind. 


now operating 


Offices will be opened soon in a num- 
ber of other cities, including Albany, 
N. Y.: Dayton, Ohio; Portland, Maine; 


Rochester, N. Y.; Spokane, Wash.; 
Springfield. Ill: Springfield, Mass.; 
Trenton. N. J.: Wichita, Kans.; and 


Youngstown, Ohio. 

Existing small branch offices at Har- 
risburg. Wilkes-Barre and 
Pa., will be enlarged. 


Allentown. 
Exact addresses 


| of new offices will be announced as rap- 


idly as they are ready for business. 


This program will be carried on with 
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Distribution | 
Division of OPM, has requested me to | 


HE KNOWS 
FROM 


EXPERIENCE 
| LAN Bact 1857” 
i ~_ 






ae 


a 






a... ~ _ 
ROM the oldest “old timer’ on the 
sticks to the youngster just starting, 

“Klein” means highest quality inelectrical 

tools and equipment. 

Experience is the best teacher, and ex- 
perience with Klein equipment dates back 
to the day when the fathers and grand- 
fathers of today’s old timers were entering 
the field just opened by that new marvel, 
electricity. 

Any tools that have served industry so 
well—for so long—must have behind them 
a valuable backlog of continued leadership. 
That Klein pliers today still 
lead is adequate proof of the 
care, the skill, the quality that 
goes into every pair. 


Your copy of the Klein Pocket Tool 
Guide will be sent on request. 


Mathias KI EIN & Son 
Estland I  Caicage USA, 








3200 Belmont Avenue 


Chicago, Illino: 








UMI 


























As Americans; and as 
Manufacturers —It is our 
Job to make good TAPS 


—and lots of them. 





YOU DISTRIBUTORS can help us and your- 
selves by following the Rules laid down, and 
under which all of us must operate. 


YOUR CUSTOMERS look to you to guide them 
right. Urge them to buy only the taps they 
need NOW—we expect to keep making them 
for a long time to come and in increasing 
quantities. 


WE COUNT ON YOU to keep your head and 
calm the troubled buyer who thinks that to- 
morrow there may be no taps. Here at the 
factory our whole thought is for greater pro- 


duction day by day to serve our customers. 
WINTER QUALITY you already know. 


A DIVISION OF 


THE NATIONAL TWIST DRILL & TOOL COMPANY 
DETROIT, MICHIGAN 


oar * 


a xs 
S y ) * ; 
Whites wuss: 
‘ / COMPANY 
, Wrentham, Massachusetts, U.S. A r>>} 
Branch Factory: Detroit 
ERE te te, Fab Pit aches 
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A Message 
for 


MACAT 


Representatives 


Your Mac-it business is built on the nation’s peacetime needs 
and on your Mac-it customers depends our success in years 






\ 





to come. 


But the qualities that make Mac-its 
preferred for normal industrial 
use are required in ever-increasing 
amounts by our Nation’s Defense 
Program. 

For the thousands of your cus- 
tomers engaged in Defense work, 
your Mac-it Distributors’ Stocks 
of vital need. We recognize 
this and pledge our effort toward 
equitable distribution of available 


production through our Distribu- 
tors. 


are 


THE STRONG, CARLISLE & HAMMOND COMPANY 


1392 West Thi 


rd St., Cleveland: Ohio 





What 
distributors 
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Dep OTHON does. 





‘So writes a supply house that has handled 


Smooth-On for 9 years. 


Smooth-On Iron Cements are a consistent 
sales producer because they are a real neces- 
sity in every industrial plant, mill and 


factory. 


Smooth-On users find that each application 
saves many times the cost of an entire can 
in time, labor, and expense of sealing cracks, 
stopping leaks, tightening loose parts of 
apparatus and fixtures, waterproofing floors 
and walls, making leak-proof pipe joints, 
and dozens of other emergency repair and 
routine maintenance jobs. 


Profit by the experience of the hundreds of 
supply houses which have developed desir- 
able business by ne Smooth-On, and 
tell your customers . . 


Do it with SMOOTH-ON 


Smooth-On Mfg. Co., Dept. 25 


570 Communipaw Ave., Jersey City, N. J. 
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all possible speed until coverage is ade- 
quate for the enormous job assigned to 
the Division. Frank Bane, Executive 
Director of the Council of State Govern- 
ments, has been loaned to us by that or- 
ganization to assist in establishing the 
new offices. 

The work of the Division will be de- 
centralized to the fullest degree possible 
through these field offices so that no 
small manufacturer need feel it neces- 
sary to come to Washington. The offices 
will be staffed with men well qualified 
to help small business get defense con- 
tracts. They will cooperate closely with 
all state agencies working toward the 
same objective, and in all the principal 
offices there will be representatives of 
the Army and Navy and the Labor Divi- 
sion of OPM. 

Purchases to be made by various gov- 
ernmental agencies will be known to 
these offices and the information made 
available to the small businessmen. 
Large prime contractors who are willing 
or anxious to find plants that can do 
work for them under subcontracts will 
also be known to these offices, and the 
small factory owners will be advised. 
In turn, the facts concerning idle or 
prospectively idle small plants and ma- 
chines will be marshalled through these 
offices so that effective work on behalf 
of small business can be done by the 
Contract Distribution Division with the 
central planning and purchasing agen- 
cies of the Army, Navy and Maritime 
Commission and with large companies 
having huge orders that can be broken 
down into many subcontracts. 





Non-Defense Ratings Granted 
in Bulk 


(Continued from page 34) 








letting serves to indicate preference rating 
for several types of construction to be ex- 
pedited. If priority assistance is required to 
obtain materials, supplies and equipment on 
schedule, application should be made by 
the state highway department concerned, 
through Public Roads Administration, to 
the Project Section, Division of Priorities. 
In the original letter, six classes of favored 
roads are mentioned, with preference 
ratings ranging from A-1-b to A-10. 
Foundry Equipment (P-31)—Manu- 
facturers of foundry equipment and repair 
parts are assigned ratings of A-l-b and 
A-l-c to acquisition of six listed items: 
Castings and forgings; sheets, bars, shapes, 
plates and tubing (ferrous, nonferrous and 
non-metallic) ; electrical equipment and 
accessories; mechanical equipment and ac- 
cessories; cutting tools, including cemented 
carbides; and maintneance and shop sup- 
plies, restricted to items necessary for 
proper operation and maintenance of manu- 
facturing equipment and facilities. The 
A-1-b is assigned to makers of molding and 
core machines, blast cleaning equipment; 
dust arresters, sand preparing and handling 
equipment; and _ briquetting equipment. 
The A-l-c goes to manufacturers producing 











SOMERS) Nammins, lopm Ce, 


MACHINERY AND SUPPLIES A. 
FOR MILLS, MINES, RAILROADS 
AND CONTRACTORS 


SIS TO S27 WATER STREET 
PITTSBURGH, PA. 
September 10, 1941 


Mr, Walter W. Kemphert, Mer., 
Merchandising Division, 

Worthington Pump and Machinery Corporation, 
Harrison, N. J. 


Dear Mr, Kemphert: 


Thanks for sending me another copy of your statement of policy 
published for your industrial dealers. I am anxious to submit 
this to a manufacturer friend of ours selling non-competitive 
equipment. We feel that you as a big manufacturer of equipment 
have done a great deal to simplify and make effective sounder 
distributor-manufacturer relationships. 





We have been selling the Worthington line for many years and have 

always looked forward to a greater expansion of pump and compressor 

sales. Under the present set up sponsored by your Merchandising 

Division, ow Sales Department is already showing greater results 

in sales and profite for us. Your products have national acceptance 

and plus the local push we give them, we hope to make pump and pe 
compressor equipment sales one of our best. ry 


With best regards, 


Cordially yours, 





s . & TODD COMPANY 





E, L. Alberter 
Vice President in Charge of Sales 





atid * 
: 1C 1-40 
Oe niente . 


spel leer> WORTHINGTON 


WORTHINGTON PUMP & MACHINERY CORPORATION + GENERAL OFFICES: HARRISON, N. J. 
MERCHANDISING DIVISION EQUIPMENT FOR DEALER RESALE 
en ° COMPRESSORS . MULTE ¥ -DRIVES ° METERS 


MILL SUPPLIES © OCTOBER, 194! 133 











jobs clean 1 of these OPero” 


Motor 
nde efficiently: 


one com- 
this 
ore —, ools are 


ucts COMPANY 


Ave. 


Products that make 
Enthusiastic Customers 












for you 
GREENE, TWEED ...3t“sn. PACKINGS 


More than 90% of the engineers who try working samples 
of these packings become permanent users. Invite your cus- 
tomers to make their own tests—you will find a trial brings 
repeat orders. PALMETTO for steam, hot fluids; PALCO 
for water; PELRO for solvents, oils; CUTNO for alkalis; 
SUPERCUTNO for acids, KLERO for foods, etc. 


BASA* Replaceable Face HAM ME we 


By far the best-designed replaceable-face hammer on the 
market. Cadmium-plated tempered alloy-steel head, with 
split jaws which permit speedy replacement and convenient 
adjustment of the rawhide, babbitt or copper faces. 


FAVORITE* “rccee’ WRENCH 


Sells itself on sight to every engineer who has ever skinned 
his knuckles on an open-end wrench or who has frequent 
occasion to back off or tighten nuts on bolts and studs. Has 
interchangeable heads to fit all sizes of nuts. 













Self- 
ricating 











*Reg. U.S. Pat. Off. 


REENE, TWEED & CO. 


BRONX BLVD. AT 238 ST. 





134 


NEW YORK CITY 


MILL SUPPLIES © OCTOBER, 1941 


| mills, shakeout equipment, 
| core ovens, 








melting furnaces, blowers, ladles, tumbling 
and mold and 
Ratings may be extended as far 


as necessary to assure ultimate delivery of 


| materials. 


Welding Equipment (P-39)—A-1-c 
rating grants manufacturers of arc welding 


and resistance welding equipment assist- 
ance in securing certain listed materials. 


rhe rating is applicable only to materials 
entering into production of equipment to 
fill a defense order. Materials covered: 
Forgings and castings, ferrous and non- 
ferrous; sheets, bars, rods, plates and wire, 
ferrous and nonferrous; insulation materi- 
als; motors and other electrical accessories ; 
gasoline and diesel engines and accessories ; 
machine parts and accessories; brass, cop- 


| per and steel tubing and fittings; mainte- 


nance and shop supplies. The preference 
| rating may be used by the manufacturer 


and, if necessary, by his supplier, by execu- 
tion of additional copies of the order. 
Research Laboratories (P-43)-—Re- 
search Laboratories Supplies Plan (some- 
what similar to Hospital Supplies Rating 
Plan described in Mitt Suppiies, Septem- 
ber grants A-2 rating to services in this 
classification, A laboratory experiencing 
difficulty in securing essential materials 


| should apply to the Chemical Branch, OPM, 


on Form PD-88. Applying laboratory should 


| specify the number of copies of the order 


which will be necessary to enable its sup- 
pliers to serve them upon their own sub- 
suppliers. No extensions of the rating di- 
rectly to the suppliers will be made. 


Air Transport Facilities (P-47)—A-3 
| rating is assigned to deliveries of all ma- 
terials for the upkeep of planes and 


ground equipment of commercial air lines. 
An air carrier or a supplier of mainte- 
nance equipment and repair parts wishing 
to secure assistance of the plan should 
apply to Priorities Division on Form PD- 
96. Each assignment of rating will be for 
three months, and amounts and kinds of 
material covered will be based on infor- 
mation furnished in the application. The 
order may be extended by an air carrier 
by executing a copy and furnishing it to 
his supplier; supplier may follow the 
same procedure to secure deliveries from 
a sub-supplier. 

Dairy Equipment—A _ proposed provi- 
sion to assist in the manufacture of equip- 
ment required for a moderate expansion 
of the dairy industry is reported “in the 
works” and subject for early issuance. It 


is also stated that further consideration 
will be given to other farm equipment. 


(Orders P-32 and P-33, covering the man- 
ufacture of farm machinery and equip- 
ment together with maintenance and re- 
pair parts for such equipment, were de- 
scribed in Mitt Suppties, September.) 








Mechanizing The Paper Work 


(Continued from page 39) 








‘ion To this 


girl comes the office copy of every 


performed by Lewis). 


invoice (which contains, incidentally. 
keyed 
“Group” 


data, as well 


“Product” 


priority 


as 


and classifica- 





tions of the steel warehouse order). 
Before punching a card she reaches a 











In constant service 48 hours per week at 


the Gould & Eberhardt plant, Irvington, N. J. 


Purchased by Gould & Eberhardt, Irvington, N. J., manufacturers 
of gear cutting machines and shapers, to speed up cutting-off from 
bar stock on various grades of steel up to 6” in diameter, this 
MARVEL 6A high speed Production Saw has been operating 48 
hours per week since installation over a year ago. When photo- 
graphed it was automatically cutting identical lengths from 
“Maxwell” #3'2 hot rolled natural steel 2%” diameter. The 
actual cutting time per piece, using a 6 tooth MARVEL High- 
Speed-Edge Hack Saw Blade, was 1 minute 15 seconds per piece. 


ARMSTRONG-BLUM MANUFACTURING CO. 


“The Hack Saw People” 


5700 BLOOMINGDALE AVE CHICAGO, U. S. A 
Eastern Warehouse & Sales: 225 Lafayette St., New York, N. Y¥ 


MILL SUPPLIES © OCTOBER, 194) 


Mr. Distributor: 


There are no other saw 
ng machines as fast as 
MARVEL High Speed 
Pr ctior Saws 








file for a master card for the customer 


| whose order she is about to record. taal e { p cu st omers 


}and places it in the machine. This 


ca 
permits her to duplicate all the rou- re d uce h an d I in g 
tine data peculiar to that customer |@@ st Ss an d we A tc nh 


simply by pressing the duplicating 
\lever. The other data are then sa les go U r. 
punched by pressing keys much as 
one operates a typewriter. The card 
fully punched, the machine stacks it 
automatically, she returns the master 
card to the file, and repeats the opera- 
ition for the next order. 

The system has been installed only 
a few weeks, but Lewis executives are 


already convinced that it is well 





worth its moderate cost, in solving oan 


one of the most perplexing problems Time, money and labor can be 
imposed by priorities. saved by moving things with Fair- 


banks Hand and Platform Trucks 
and Lift Jack Trucks. In these 
times, customers will appreciate 
Will Call Orders Speeded oe 
rom you and it 
will help sell 
more trucks. 
Fairbanks 
Trucks are 
smoother run- 
ning, easier to 
handle, less fa- 
tiguing, and last 
years longer. 
Thus, any employee can be located They are backed by an experi- 
within a matter of seconds. Orders|ence and prestige of more than 
coming in over the phone for quick half a cen- 
pick-up can be tele-talked right to tury, which 


' i "te eee makes sales 
the call counter or the shipping room, | pagjer and 


and the written order shot through! protects 











| (Continued from page 43) 








| 

/on a turntable at the telephone sales 
desk, has outlets at call counter. 
shipping-room, the two main ware- 





houses and in the executive offices. 





the pneumatic tube almost simul | you. 

taneously. Or an order for a bulky| Fairbanks 
stock item in one of the warehouses Tr ucks, 
originating at the call counter can Wheelbarrows, Rubber-tired 


irs : Wheels and Casters are made in 
be shot to shipping clerk, Ed. John-| more than 400 different types 





son and be out on the shipping plat- > 
eg pens ppine | Write for catalog 
No. 50 and prices to 
distributors. 


THE FAIRBANKS COMPANY 

19 East 4th St., New York, N. Y. 
Boston, Mass., Pittsburgh, Pa. 

Factories: Binghamton, N. Y., Rome, Ga 


. ES 








form within a few minutes for pick 


up. Similarly, a mail order received 





in the morning and asked for on an | 
early pick-up can be all set for the 
truck driver or buyer when he stops 
by at that time. 





Al Steed, sales manager, in com. | 
menting on the value of this syne 
in building up a reputation for quick. 
dependable service said, “I frankly 
believe that without our present | 


. a 
arrangement it probably would be 
GVEA Mh AA necessary to equip every man with a| al I all S 
scooter, install a whole flock of tele- | 


SAGINAW, MICHIGAN + New York City phones, and then it is doubtful even 


HAND, PLATFORM 


TAPES . RULES . PRECISION TOOLS then a we could achieve the and BOX TRUCKS 
same results. 
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DSRP Forums in Five Cities 


(Continued from page 37) 








company them on the program there. 
Included were: Joseph L. Overlock. 
assistant deputy director; L. Edward 
Seriven, assistant deputy director in 
charge of field offices; Warren G. 
Bailey. of OPM’s Chicago office; C. 
E. Ives, deputy manager of Defense 
Contract Service; Frank R. Mc- 
Gregor, regional OPM coordinator 
for the Pacific Coast, and Mason 
Manghun, chief of industrial contact 
units. Priorities Division. In Chicago 
Stanley Adams, Priorities specialist 
in the iron and steel division, and L. 
J. Martin, head of Compliance and 
Field Service, OPM, joined the group 
and took part in the program. Mil- 
waukee attendance ran 1200 and at 
Chicago the count was 3500. 

In each city visited, successful 
meetings were insured by the hard 
advance work done by local commit- 
tees headed by industrial distributors 
and including members representing 
both manufacturers and purchasing 
agents. Committee chairmen along 
the route were: Los Angeles, Wayne 
Able (Ducommun Metals & Supply) ; 
San Francisco, A. J. Glesener (A. J. 
Glesener Co.) ; Denver, H. V. Water- 
man (Hendrie & Bolthoff); Milwau- 
kee. Chas. Curtis (Western Iron 
Stores) and Chicago, W. C. Teare 
(Sterling Products). Mr. Teare had 
the backing of the Central States Mill 
Supply Association and the Chicago 
Mill Supply Club. 

The programs featured man-to-man 
talks in understandable business lan- 
guage by both Stauble and Clark, 
with the explanation of the Defense 
Supplies Rating Plan, its benefits and 
its requirements, made by Clark. 
This period was kept to a minimum 
so that ample time would be avail- 
able for the question and answer 
period. The two junketeers offered to 
stav on their feet as long as there 
were questions to be answered, and 
at most stops gamely hung on until 
the firing ceased long after midnight. 


Added to the views of Clark and 
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BEYOND 
THE WORDS! 


It’s not what one says about blades, it is 
what the blades will do that counts. 


For years there has been a lot said about 
LENOX BLADES because what they have 
done has satisfied thousands in metal cut- 
ting. 


That’s why they are easy to sell and why 


they stay sold. 


That’s why in these days of “ALL OUT for 
AMERICA” that LENOX Quality is de- 
pended upon by industry from Coast to 


Coast. 


We are with you to the finish and LENOX 
Quality will continue. The line is com- 
plete, the proper blade for every job. You 


cannot buy or sell a better blade. 


AMERICAN SAW & MFG. CO. 


SPRINGFIELD, MASS. 
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COOPER Stainless Fittings 


are available in a complete line for EVERY 
industrial application. 


COOPER Stainless Fittings 
are finished with the famous LUSTRACAST 
allover finish (internal and external). Bril- 
liant, clean . . . more durable. 


COOPER Stainless Fittings 


are produced by alloy steel specialists 
in a streamlined, modern plant with every 
facility for prompt service. 


WRITE for Distributor’s Proposition on 
these better Stainless Steel Fittings 


é 


THE COOPER ALLOY FOUNDRY co. 


Executive Offices: 150 Broadway, ELIZABETH, NEW JERSEY 





Plants at Elizabeth and Hillside, N. J. 








A Line That Means Business 


“ROTARY ° 


are being sold to all types of defense industrial plants. You can 
take business on this line now. 








Power Pumps to 700 GPM—all standard drives. 
Hand Pumps to 25 GPM. 54 different models. 


If you want the details on a line that can be sold NOW, 
wri.e us today. 


BLACKMER PUMP COMPANY 
18110 Century Ave., S.W. Grand Rapids, Mich. 
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Stauble. confined mostly to DSRP. 
the other Priorities officials at Chi- 
cago gave a broader picture of the 
problems facing all industry and the 
steps that must be taken to meet these 
problems. “Shortages are here.” 
Overlock said. “And they will get 
worse before they get better. Some 
civilian uses will have to be sacrificed. 
for no way has been devised as yet 
to make one pound of copper do the 
work of two. Only those disinterested 
in the future of our nation and in the 
future of democracy will find the 
priority and allocation restrictions 


too great a burden to bear.” 


Stanley Adams explained the iron 
and steel controls and the new metal 
warehouse order which gives a rating 
to distributors of raw metal products. 
Other speakers outlined the work done 
by the Defense Contract Service and 
the local OPM offices which are open 
for the assistance of all who have 
pressing industrial problems. 

That the schedule of meetings was 
effective in attaining the results which 
had been hoped for is attested by the 
comments of some who attended the 


Chicago mass meeting: 


J. L. Donnelley (Mlinois Manujac- 
turers. Association)—-We have re- 
ceived innumerable requests — for 
copies of the proceedings and it is ap- 
parent from these requests that  in- 
tense interest has been aroused, par- 
ticularly on the part of the smaller 
manufacturers, over the Defense Sup- 
plies Rating Plan. 


R. F. Stiles (Stewart-Warner) 
OPM definitely pointed out the need 
for business gearing itself to the de- 
fense program. I regret this meeting 
couldn't have been held two or three 
months sooner; it would have saved 
headaches for many _ purchasing 
agents. Personally I got two good 
pointers on obtaining materials, a 
matter which had been perplexing me 


for some time. 


iH ° Pedersen (Pedersen Bros. Tool 
& Supply)—On Thursday following 
the meeting we mailed our usual 
customer statements with PD-25C 
forms. By Monday the returns on 
these were five times greater than any 
month since DSRP started. A num- 


ber of customers have reported they 
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were greatly helped by information 


obtained at the meeting. 


W.C. Teare (Sterling Products )— These 3 Woop SHOVELS 


e Our Moline manager reported getting 
. . . oS 
e a pocketful of answers to customers yy ] INDUSTRY* 
4 problems to take back with him. are e ping 
t Since the meeting weve had many : 








. 

oe * ' 

C telephone calls and personal visits HELPING DEFEND AMERICA 
> . Wood supplies shovelstothe 

3 from local customers, all expressing U. S. Army, Navy, Marine 


Corps, Engineers and Essen- 


t appreciation for the opportunity to Hal Deforice Industries 

e take part in such a constructive pro- | ee, ee 
you with these 3 extra 

d “ram. a wear Wood 


e Oscar lber (O. Iber Co.)—Our = 3 
e first mailing of customer certificate 

s forms since the meeting pulled a 20 

per cent immediate return. THE WOOD “MOLY” 

n Edward Reiche (Preduction an / 

| alyst. Chicago OPM office)—The 

g meeting did a splendid job in estab- 

‘ lishing the many services our office 

e has available for large and small 

d manufacturers. Since it was held we 

n have had to step up our office hours 

e te about fourteen per day. due to 


increase both in number of telephone 


calls and personal visits: Despite this 














. heavier traffic. we can definitely say 
- that the majority of people seeking 
. our assistance come to us with a 
much clearer picture of priorities. 
thus our office is able to handle thei 
problems more speedily. 
e. 
I 
»- 
1 Priorities Quiz 
- (Continued from page 38) 
‘) 
p- 
Q. We have several divisions in 
our business. hardware, mill supplies. 
' railroad supplies. builders hardware. 
" and so forth. Do we analyze our en- 
i tire business or may we analyze our 
in business separately and report our 
; defense percentage for each division / 
d EXTRA-WEAR 
to our sources / 
a FEATURES Make 
ve A. You may analyze your total Cs } WOOD SHOVELS 
: we L-A-S-T L-O-N-G-E-R 
a sales of your entire business. or you the Stee) \Baom tHondinie 
ne may provide separate analysis for 
each department of your business, 
| whichever is most helpful to the man- 
- ufacturer and most convenient to you. 
12 
al (). We are distributors. Must our 
oC customer furnish us with their de- 


m fense percentage based upon a hun- ‘N : The WOOD SHOVEL 
NV dred per cent analysis of their sales m 4 and TOOL COMPANY 
n- or may he analyze 85 per cent as we PIQUA, OHIO 


ey distributors are allowed to do? 
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are demanding rapidly increasing quantities of 


JUSTRITE 
Approved 
SAFETY CANS 


and other Justrite Safety Products 


Orders for these nationally known Safety Products are 
rolling in. Justrite distributors are on the job. 

Justrite Approved Safety Cans — provide the safe 
and sensible way to handle and store explosive or 
‘flammable liquids. Approved, inspected, and indivi- 
dually numbered and labeled by Underwriters’ Labora- 
tories, Inc. 

¥% Large nozzle with special lip — easy to fill and 

pour without spilling. No funnel needed. 

¥% Strongly constructed — Body: heavy lead coated 

sheet steel double seamed and soldered. Nozzles 
and handles malleable iron electrically tinned. 

% Finish — high gloss red enamel baked on. 
Available in 7 sizes from 1 pint to 5 gallons. We can 
make prompt shipment. 

If you do not have latest information and catalog 
sheets, write at once. JUSTRITE MANUFACTURING 
COMPANY, 2061 N. Southport Ave., Chicago, Illinois. 


JUSTRITE 


MANUFACTURING CO-CHICAEO 


SEND FOR 
CATALOG 
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PORTER 


BOLT CLIPPERS 


ARE YOU GETTING 
Your ShareT 


National Defense and the general industrial “speed-up” 


TWIN-BULB 
ELECTRIC LANTERNS 


Most dependable 
lantern for industrial 
use —twin-bulb re- 
duces danger of 
lamp failure. Ap- 
proved by Under- 
writers’ Lab. 


OILY WASTE CANS 


Approved, Under- 
writers’ Lab. Heavy 
galvanized body 
rigid iron frame 
with or without foot 
lever — 5 sizes, 6 
to 25 gal. 


SAFETY FILLING CANS 
Justrite Safety Cans equipped 
with flexible metal spout hose 
turns for safe and easy pouring 
of ‘flammable liquids. Approved 
Underwriters’ Lab. 
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A. An analysis of 85 per cent is 


| deemed to apply to the entire one 
h 


undred per cent. 


Q. Doesn’t the plan allow us to re- 
place our stock even though we have 
sold the stock to defense industries on 
orders bearing A-10 or better ratings? 


A. The new order contains a provi- 
sion which recognizes the function of 
the distributor in the distribution of 
cutting tools and enables him to re- 
plenish his stock for defense pur- 
poses to the extent that his sales which 
depleted his stock were for defense. 


(). How accurate must our records 
be kept? 


A. The condition of all priority 
plans and priority orders stipulates 
that adequate and accurate records be 
kept. These records must be main- 
tained for a minimum period of two 
years, and be kept available for the 
inspection of any accredited repre- 
sentative of the priorities division. In 
some trade papers you will find a sug- 
gested method of record keeping and 
the method of analysis which serves 
the purpose properly. 


(). I am a distributor. I have only 
been able to secure defense percent- 
age affidavits covering 75 per cent of 
my July business. As some of my 
customers will not furnish me with 
their defense percentage, may I ana- 


| lyze 75 per cent of my total sales vol- 


ume and use the figure arrived at as 
my defense percentage ? 


A. No. 


Under the provisions of 


| the Defense Supplies Rating Plan the 


distributor has the option of analyz- 
ing either (a) 85 per cent of his total 
the 
month, in which event the resulting 


dollar volume in succeeding 
percentage may be deemed applicable 
to 100 per cent of his total volume, or 
(b) less than 85 per cent, in which 
event the un-analyzed portion shall be 
considered as non-defense business. 
If some customers of the distributor 
are lax or tardy or reluctant to 
provide certificates, the distributor 
should use follow-up letters or per- 
sonal calls. His appeal to his custom- 
ers may be on the honest statement 
that the failure of a customer to pro- 
vide a certificate of defense percent- 
age requires that the distributor clas- 
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sify all of that individual customer’s 
business in that month as non-defense. 


Q. We are Army Air Corps in- 
spectors in a Milwaukee Plant. We 
have had an experience in our office 
where they requisitioned 187 different 
sources of tools, miscellaneous gages, 
cutters, reamers, and micrometers, 
and things of that kind, which would 
be furnished to a jobber from 100 
different manufacturers. How could 
we draw a PD-3 or a PD-5, which 
ever the case may be, so that indi- 
vidual preference ratings would not 
be necessary? Would there be such 
a thing authorized? We made the 
preference certificate out to this sup- 
ply house covering 187 articles, but 
how can this distributor apply this 
particular preference certificate to all 
those different sources of supply 
where he gets the material? 


A. In the first place, a PD-3 is a 
certificate that the army and navy 
issues, and that certificate is extend- 
able all the way down the line to the 
original material. In the second 
place, if it is a wholesaler or jobber 
and he wants to operate in connection 
with his supplier whether it is one or 
a hundred, the thing for him to do is 
make out his PD-25C revised certifi- 
cate, send it on to his manufacturer, 
and if his manufacturer succeeds in 
getting on the Defense Supplies 
Rating Plan he will automatically get 
his supply of goods. 


Q. Clarify the following sentence 
in PD-25C: “In calculating this per- 
centage there have not been included 
any sales made under an order bear- 
ing specific defense identification 
which has already been used by the 
undersigned to obtain a delivery of 
materials by re-extension of other ap- 
plication of such specific defense 
identification.” 

A. That means that if orders are 
placed with the suppliers, be that sup- 
plier a distributor or manufacturer, 
and with those orders you send the 
certificates, photostats, or specific 
identification of that material as re- 
quired for an order, the material so 
obtained is not to be included in the 
sales to which the defense percentage 
is applied. For example, if your total 
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Trade Mar 


GRIFFIN), 
HACK SAWS) 





more 


- half c 


GRIFFIN—Boosting Supply Houses are 
constantly growing in number. 


Growth in quantity and quality of supply houses 
handling Griffin Hack Saws is proof of the accept- 
ance of the line. 


We are proud of the Distributors handling Griffin 
Blades and assure them that the high quality of the 
entire line will be continued. GRIFFIN BLADES will 
satisfy. Make us Prove It. 
General Sales Agents 
JOHN H. GRAHAM & CO. INC. 
105 DUANE ST. NEW YORK CITY 


Manufactured by G. W. GRIFFIN CO., Franklin, N. H. 
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says Remarkable 


Walter E. Schutz, Adv. 
& Sales Promotion Manager, 
Delta Manufacturing Co. 








You can get smmediote delivery 
on these Low-Cost Machines 


oot 


wsid di}; 


Delta Mfg. Co. Advertising Prepared by 
Irving J. Rosenbloom Advertising Agency 
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Sales have been made from 





direct FACTORY leads’... 


. the sale of DELTA Machines is a complicated 
job; they are used in every type of shop, from the 
largest to the smallest, making every conceivable 
type of product—for straight-line production, for 
special set-ups, for maintenance and dozens of other 
applications. It is necessary, therefore, in addi- 
tion to our “vertical” trade papers, that we use a 
“horizontal” or all-over publication to tell the Delta 
story to all shops. And logically enough, we chose 
FACTORY to do this job.” So says Walter E. 
Schutz, the DELTA advertising and sales promo- 
tion manager. 


“This all-over coverage is of special importance 
to our Mill Supply outlets because the advantages 
of Delta Machines thus are told to a large group 
of factory men, resulting in larger sales and more 
profit for these houses. 


“From the beginning we have kept accurate 
tabulation of results from FACTORY ads... 
In those places where actual facts and figures 
are available, remarkable sales have been made 
resulting from a direct FACTORY lead. 
“We include FACTORY in our advertising 
schedules because we know it is a definite part 
of our complete sales picture.” 


This fine tribute from DELTA is just another way 
to express the high confidence and splendid stand- ~ 
ing which FACTORY enjoys with the 80,000 men 
who control the bulk of the buying in the manu- 


facturing industries of America. 


To the 500 regular advertisers in FACTORY, 
DELTA simply confirms their own conviction that 
men in Technical Management rely on FACTORY 
for information not only on How to do their jobs 
better but also for the facts which tell them W hat- 


to-do-it-with. 


FACTORY blankets the buying influences of the 
manufacturing industries because it blankets the job 
responsibilities of the men in Management, Pro- 
duction and Maintenance. More of these men pay 
their money to read FACTORY than any other 


industrial paper. 


Ask us to send you a recent issue of FACTORY; 
we'll be glad of the opportunity to dovit. Then you 
will see for yourself what an ani@zingly effective 
background these practical editorial pages make for 


Companies with practical products to sell. 

























FACTORY 


MANAGEMENT ond MAINTENANCE 


A McGRAW-HILL PUBLICATION 
330 West 42nd Street, New York, N. Y. 






MANUFACTURERS’ ADVERTISING 


IN FACTORY HELPS YOU 


erit TA IMAINLDTICTDYV 
















Shorten Your 
Waiting Time 
for Threaded 

Fasteners— 


check with 


If you're finding it hard to clinch deliveries on cap and set screws, bolts 
and nuts—even with priorities in your pocket—check with Triplex. A recent 
addition to our plant, including doubled heat-treating facilities, increases 
Triplex capacity to deliver high-grade products in many styles and sizes. 
Triplex Cap and Set Screws, for instance: Tough, true-pointed Set Screws that 
tighten quickly, and stay set; accurately formed Cap Screws of carefully 
specified steel, uniform and correctly finished, help tighten up on production 
economies. 


Let's see how ycur problems fit into our new ability to serve you. 
It may be to your advantage to get in touch with us, today. 


THE TRIPLEX SCREW COMPANY 


5317 Grant Avenue 


Cleveland, Ohio 





TRIPLEX 


CAP AND SET SCREWS 


BOLTS, NUTS AND RIVETS 
Millions Sold ++ Used in Every Industry 














There is nothing 


like t!  . BYrightboy 


for POLISHING and FINISHING METALS 
Soft Rubber Wheels — Discs — Tablets — Sticks 


Aggressive mill supply houses 
are booking Brightboy orders 


in ever increasing volume .... 


. i 
/ ” 
— 


w ROBERTS 





Brightboy 


NATIONALLY ADVERTISED 
PROMPT DELIVERIES 


The SOFT RUBBER binder CUSHIONS the abrasive 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. NEWARK, N. J., U.S. A. 
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sales to a company, John Blank Com- 
pany were $1,000 and if in his orders 
to you he had given preference 
ratings or preference rating certifi- 
cates to the extent of $500 which you 
passed along to your suppliers to ob- 
tain the material, that $500 would 
have to be subtracted from the 
$1,000. This leaves $500 to which 
your customer's percentage, as devel- 
oped by the certificate he would give 
to you, would be applied. If it were 
not so excluded as recited in. that 
particular paragraph of the certifi- 
cate, it would be used twice. and, 
consequently, would give an incor- 
rect percentage figure. 


Iron and Steel 


(Answers by Stanley Adams) 


(). If a warehouse quota has been 
shipped in a given quarter, can the 
warehouse accept a priority demand 
from a customer requiring additional 
steel? 

A. A warehouseman gets a quota 
on the amount of steel that he can 
purchase in any one quarter. The 
amount he purchases has no relation 
to the amount he sells. For example, 
he might purchase 30,000 tons of 
steel from one mill and he might 
have 30,000 tons of steel already in 
stock. I would say that he could nat- 
urally accept orders over and above 
his quota. He can accept them to a 
place where his entire quota was com- 
pleted. If that were the case, we 
would have to increase his quota so 
that he could get back a workable 
stock. As far as we are concerned, 
we do not care whether the ware- 
housemen have a priority certificate 


| or not to fill that order. We are going 


the warehousemen. We 
know, if we do, there are lets of 
things they can take care of. 


Q. What of warehouses 
come under the new Preference Order 
No. M-21-B? Do hardware jobbers, 
serving the retail dealer, come under 
this classification? Does the small 
retail dealer serving the consumer 
trade come under this classification ? 
This preference order sets up a prior- 
ity rating of A-9. Does this apply to 


to reach 


classes 


| the small country hardware store who 








sells nails over the counter and fence 
and barbed wire to the farmer? 

A. We define a warehouse or a 
jobber as a person that has a certain 
function. I think the way the ware- 
house order is defined it would take 
in anybody who bought these steel 
products for resale, whether he was a 
hardware man or a grocery store or a 
butcher shop. The point is that if he 
buys these products which we define 
in M-21 and he sells them, then he 


comes under this order. 


(. In the event an order bearing a 
priority has been filled by the manu- 
facturer or supplier and the steel used 
for this purpose has been taken from 
inventory, can a preference rating be 
secured for the replacement of the 
steel used and, if so, is there a 
time limit after the order has been 
completed before this can be accom- 
plished ? 

A. If you will notice, the PD-73 
form, there is a little clause in there 
which stock? 


Cross out ‘Yes’ or ‘No’.”. The situa- 


says, “Is order for 
tion is this: There are many firms in 
this country that have steel in stock. 
They have been presented with a pref- 
erence rating certificate of a high 
rating for some fabricated steel. They 
have used their steel in stock to take 
care of this order which had a prefer- 
ence rating on it. They can use that 
same preference rating, as far as we 
are concerned, to replace that stock. 


Q. If our customer gives us PD-73, 
may we use their percentage to deter- 
mine the amount of steel which we 
will order for their requirements ? 


A. You are not a producer of steel, 
hence the customer doesn’t give the 
PD-73 to you. The PD-73 is the form 
used after a customer of a producer 
makes his report to the producer. 


Cutting Tools 


(. On tools we carry in stock as 
regular but which are not listed in 
our catalog do we have to get a pri- 
ority certificate when such tools are 
under priority control if special? The 
tools take a special price because they 
are not cataloged. 


A. In the new cutting tool order, 








OUTSIDE — 
It's SLEEK-LOOKING 
INSIDE — 
SW, |t's SELF-LOCKING 















You'll like the trim lines of Kewaunee Ever- 
Hold Stools and Chairs—the absence of all set 
screws and gadgets. There are no projections 
to tear hose or clothing. But the big extra 
value they offer is invisible. It’s a “3rd Com- 
fort” Feature-—“Height that’s Right” for every 
worker always. 


VER-H OLD 


Automatic-Adjustable 
Stools & Chairs 


have concealed inside the seat post a positive 
self locking device that never fails and never 
gets out of order. Simply lifting the seat locks 
it instantly at exact comfort height for the user. 


Stool No. E-1824 
Adjustable from 
18 to 24 inches. 


Write for Free Catalog and Prices on 
all models of Stools and Chairs for 
Office and Factory use. 


LABORATORY FURNITURE YG. Co: 


Leaders in the Manufacture of Laboratory Furniture Since 1905 


Cc. G. CAMPBELL, President 
5025 S. Center St., Adrian, Mich. 














~ STOP GUESSING! , 


Be Sure 


of the RIGHT JACK 
for Each Job! 


For low cost, efficient lifting recom- 
mend the right type of jack for the 
job! Buda TESTED JACKS take the 
guesswork out of lifting-—for there is 
a correctly engineered jack for every 
application from 1 to 100 tons capacity. 











Buda Hydraulic 
**Single Speed”’ 
Jack Model 3-8.5 — 
capacity, 3 tons. capacity 15 tons. 


Send for this <@ 
—NEW BOOKLET——/f == 


This new pocket-size catalog is packed full of 
information about jacks for every job, and con- 
tains valuable data on how to determine the 
type of jacks that should be used to solve 
specific lifting problems. Write for your copy 
today. No obligation. 


THE BUDA CO. 


Buda Automatic Lower- 
ing Jack Model 2215, 











Harvey (Sicc% ) Illinois 
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Flanged 
Slide Type 


no servicing. 


installed in all 


in design. light and stron 
\) There is more blast ga 

spread plant expansion an 
Get your share: 


lines. 





Threaded 
Slide Type 


BLAST GATES 


ize. 
ou can supply ANY type oF siz 
IF Yelivery can be made P 
Distributors pref , 
it is a complete 


i ny size . 
—>* ‘shipments are made dire 


Rockwell Blast Gate 


Write for Catalog 





ARE 


D BUSINESS 
FOR you 


ROMPTLY. 
er to handle Rockwell Blast Gat 
or type the customer requires. 
s are nationally kn 
branches of industry. 


g and air-tight. 
te business toda 


No. 4026, price lists and discounts. 


5. ROCKWELL COMPANY 


Blast Gate Division 


THE COMPLETE 
50 Church St. 


LINE OF 


New York, N. Y. 


es because 


ct to your customer. 
own, with thousands 
They are up-to-date 


y because of wide- 
d replacement on existing pipe 








*Pilot’’ Class Body Sight 
Feed Oil Cup 


*“*Cyclone™’ 
Lubricator 


ESSE 


“Uninterrupted” service — that's what 
every plant must have and that's what 
plants get where ESSEX Lubricating 
Devices are used. No shutdowns—no 
time out—nothing to cut down the pro- 
ductive capacity of equipment. Experi- 
enced plant managers know ESSEX 


DETROIT 








oil **Automatic’’ Spring 
Gauge Compression Grease | 
Cup 


LUBRICATING 
DEVICES 


-« « FOR UNINTERRUPTED 
ECONOMICAL SERVICE - «+ 


can be relied on for satisfaction and 
economy—40 years of good sound ex- 
perience backs this up. Help your 
customers—help the defense program 
-supply ESSEX Lubricating Devices. 
We can fill your orders promptly 
with types for any service. 


ESSEX BRASS CORPORATION 


2000-2006 FRANKLIN STREET. 
"We oll the wheels of industry'’ 


MICHIGAN 
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E-2-A. all cutting tools are included, 
whether special or standard. Provi- 
sion is made in the order for distribu- 
tors to replenish their stock by ob- 
taining replacing stocks from manu- 
facturers. Further provision is that 
stock so obtained must be applied to 
defense orders first and then non- 
defense afterwards. 

(). How can a concern procure 
high speed taps and drills and other 


| necessary operating tools without a 


priority number or defense work? 

\. Distributors or manufacturers 
of cutting tools may sell to non-de- 
fense or civilian customers after their 
rated orders and military orders of 
A-10 or better have been filled. 


General Priorities 


Q. A 


fense products has a large unbalanced 


company making non-de- 
inventory of parts. Is it possible to 
obtain a priority which will enable 
this company to balance its inventory 
and complete these parts so as to be 
able to liquidate its non-defense prod- 
ucts by January 31, 1942? 
A. The answer is “yes.” Make ap- 
plication for a preference rating to 
balance your stock. One of the ob- 
jects is to use all of the materials. 


Q. Can forms PD-3 be obtained 
free of charge? 

A. Well, they are very hard to ob- 
tain sometimes but they are free of 
charge. 


(). When a rush order for a ma- 
chine is made up of material and 
parts taken from stock and a priority 
certificate is received later. can the 
certificate be used to replace material 
and parts so used? 

A. Yes. but too much time must 
not elapse. The whole transaction of 
replacement of materials must be han- 
dled as a general movement within 
the transaction so that it can be iden- 


tified as a replacement. 


(). Is it necessary to furnish de- 
scription. specifications and custom- 
ers order number when applying for 
PD-3? 

A. Yes. it is. They are the deliver- 
ies on the Army and Navy orders and 


vou have to supply the names and the 











NATIONAL DEFENSE 
‘““UPS’’ SOLID BELT 
DRESSING SALES! 


Right now, is your opportunity 


to share enormously increased 
demand for DIXON’S 
SOLID BELT DRESSING, 
which does not require stop- 
ping machines to apply — a 
definite advantage over other 


types. 


IMMEDIATE SHIPMENTS! 
NO PRICE INCREASE — YET! 
DEFENSE DEMANDS REACH 


NEW HEIGHTS 
for 


Dixon's pipe joint 
graphite compound to 
leakproof pipe connec- 
tions, threads and gas- 
kets, handling water 


and aqueous liquids. 





Dixon's Graphite Seal, 
a twin product to leak- 
proof pipe connections, 
handling oil, gasoline 
and non-aqueous liq- 
uids. 





JOSEPH DIXON CRUCIBLE CO. 
JERSEY CITY, N. J. 





GRAPH-AIR,~7 ORY GRAPHITE 
7 GUN 3 








LUBRICATION 
FOR LOCKS 
AND A 1000 
OTHER USES— 
30 SQUEEZE "EM 
< —_ <_ aa | 
DIXONS ss 
mE OixonS Orr 
FLA cup 1? 
Grapnitt GREASE en 
— ~ ie 
* 


quantity and the items. 


(). Can a sub-contractor holding a 
PD-3 obtain tools on the strength of 
that contract? 

\. Yes. he can. As a matter of 
fact. in order to complete the manu- 
facture of the product under the con- 
tract he might in that case get an even 
slightly higher rating than the ma- 
terial. 


Q. Can my company join’ with 
other companies in obtaining a group 
or industry rating under the plan? 
A. No. Only individual company 
applications or ratings can be consid- 
ered. The analysis of inventories and 
the analysis of requirements neces- 
sarily confine the plan to an individ- 


ual company basis. 


(). As a distributor of industrial 


supplies and = wholesale hardware 
items, a large part of my sales are to 
defense industries. In this case or 
similar ones do you not plan to 
provide a blanket priority for dis- 
tributors ? 

A. No. No such priority program 
is available at the moment and none 


is promised, 


(). A both 
names (his and his suppliers) on the 
top of the PD-3 so that they would 


eliminate one issuance of a PD-3. We 


dealer tried to show 


had to take one out. Why wasn’t that 
acceptable ? 

A. If it is a PD-3. it is extendable. 
self negotiating. The distributor 
should fill out the accustomed certifi- 
cates and send them to all his sup- 
pliers. There is only one of. two 
things he can do. either use the 
PD-3°s, or get his supplies through 
his manufacturers operating on the 


Defense Supplies Rating Plan. 


(). What is the procedure to ob- 


tain priority ratings? 


PD-1. 
gives you ordinarily a PD-2 priority 
Obtain PD-3. certificates 


from the army. navy field men, PD-4 


\. File application which 


certificate. 


has‘to do with orders that go to differ- 
ent branches of the Federal Govern- 
ment. A 


army-navy board that makes up this 


member who sits on the 
critical list and the rating. If it is for 
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eee are assured when you 


o 


handle “American Swiss 
Swiss-Pattern Files. Each sale 
develops enthusiastic custom- 
ers for you and brings repeat 
orders, because every “Ameri- 
can Swiss” file is perfect in 
every respect, with strong sharp 
teeth, uniform hardness, and 
with more filing surface than 
most Swiss-Pattern files. 

The large line of over 3000 dif- 
ferent shapes, cuts and sizes 
provides a suitable selection 
for every intricate and pre- 
cision filing job. Our distribu- 
tors are doubly protected by 
our 100% distributor sales 
policy and our guarantee of 
every file. 





American Swiss File & Tool Co. 
Elizabeth New Jersey 


AMERICAN 
WISS 


SWISS-PATTERN FILES 
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the British Government you contact 
the representative of the British gov- 
ernment on that same board. If it is 
a project rating, write a letter in the 
form of a brief setting forth all the 
facts so that the department in Wash- 
ington has enough facts to intelli- 
gently decide whether or not you are 
entitled to it. If it is a Defense Sup- 
plies Rating Plan, you make out a 
| PD-25, which has the directions on 
the back of it as to just how to make 
it out. 





One school says: ‘Mechanical Jacks 
are safer, more flexible, require no mainte- 
nance. We prefer them.’’ 


The other school says: ‘‘Hydraulic 
Jacks are faster — on the lift and lowering as 
well. Easier to operate. They’re compact, too. 
Other jacks are out — give us ‘hydraulics’.’’ 


Are steps being taken to sim- 
plify the PD forms and extension of 
them? 





Both schools say: “Give us Simplex 
Jacks with their greater margin of 
safety, their longer service life and 
design and construction features 
which increase their usefulness — 
whether they’re Simplex Hydraulic or 


A. At the moment there is no 
change in the procedure, which would 
enable simplification and extension of 





>1)-5 T).3’s > > > 
Simplex Mechanical Jacks. And, of PI 2. PD-3's are ext ndable by the 
course, Simplex Screw Jacks for safety service branches as explained previ- 
with maximum economy.” ously, and controllable by the district 


- offices and the inspection offices. 

Simplex Jacks 
dependable and efficient 

Templeton, Kenly & Co. | Lever Type for toe and cap lifting. 


Chicago, II. Hydraulic for easier cap lifting. 
Better, Safer Jacks Since 1899 


{). Would it be possible to clarify 
this: In the National Defense Bulle- 
tin (July) I noticed a confusion which 
exists in respect to extension of pri- 
orities. It definitely reads: “When a 


Screw Jacks for economy. 








distributor is asked by his manufac- 
turing supplier for a priority certifi- 
cate, the distributor should not ask 


his customer for a certificate of prior- 
ity made out to the distributor. In all 
sav ue TRADE cases, priority certificates should be 
= 
C = 
a 


r 
YY 


made out on the manufacturer whose 
product is specified showing therein 
5 HEADACHE the name of the distributor through 
which he is ordering the material.” 


| There is a clash between that and 
what has been our past procedure. 


a 





~~ 





\\ 





Toll your customers shout MODERN Our system of making priority exten- 
PACKAGED SHIM STOCK . . . they'll discard sion on a PD-3, PD-5 or P-4 has been 
makeshifts gladly enough! either the issuance of a photostatic 

pose se yr og on any a copy or priority extension on the 
of shim asian You cates ergy PD-3 and PD-5 to the direct supplier 
sale—with less handling. Reach fer a package from whom the contractor is order- 
instead of the shears, when they ask for shim ing his material, may it be a distrib- 
postings wit ion aa utor or any source of supply. This 

Gur pachaged fine ts complete . « a satiely statement is exactly contrary to what 
your customer's every requirement. Write teday our past practice has been. 


fer extaleg end doatee mesthendiving glen. A. That particular rule happens to 


aa ee be one I (Clark) wrote before I went 
lenbrook, Conn. : 
to work in OPM. The statement 


therein contains exactly the method of 
fh jn procedure which is used in all ma- 





chine tool orders, all orders for crit- 
‘ ical tools of any sort handled by the 
tool section. The PD-3’s, which are 
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for the army and navy, are made out 

to the manufacturer and contain just | 

the name of the distributor as a mat- We) 1M) ’ No. | B CHC h Tool! 
ter of record, because the extension is 
of no value to the distributors. He is 
acting as an agent in passing it along 
to the manufacturer of the material. 


General 


(). How are requirements of farm 
equipment now rated—as to repairs 






and maintenance and as to tools and 
. A few reasons 
equipment? h Machini 
A. Two new orders have just been 7 -_ apt 
issued and approved for use—P-32, prefer PARKER 
repair and maintenance order and VISES: 
P-33. Under P-32 a rating A-10 


ted j They hold the work more securely, more accurately. 
granted for obtaining materials to 


Pinned-on Tool Steel Jaws cover top of vise— 


manufacture repair parts for farm easily renewable. 


equipment. Application is made on 
form PD-81 which may be obtained 
from Automotive, Railroad & Agri- 





+ + + F 


Extra heavy slide with steel bar reinforcement adds PARKER 


407% to strength. DISTRIBUTOR POLICY 
Swivel with “brake shoe” grip gives 360° gripping 


7 x*nr* 
cultural Equipment branch of OPM. | power. i al lain il 

9: . . 00% sales throug e 
P-33 applies to material for manufac- pve, Rng es 


ture of new farm equipment. 100% protection to dis- 


PARKER VISES tributors stocking Parker 








Vises 
a) Best possible deliveries 
America’s Oldest without sacrifice of 
Air—Compressed, Not Hot Parker quality 














(Continued from page 41) 


















have been developed, as well as auto- 


“| Tell Customers 
How a Roll of Veelos 
Keeps Production Moving” 


says J. MEYER 
Kendall Hardware Co. 
In the first place, the actuating valve Kalamaroo, Mich. 


may be tripped either by a cam on 
the press shaft or by a rollered arm 
on the ram. The latter is designed ta 
slip by the valve on the downstroke 


matic feeds and ejectors. A whole 
series of the latter type of combined | 
protective and working unit has been 
evolved to work with air. Basically, 
they are blast-operated ejection de- 
vices. but peculiarities of the various | 
tvpes of machines on which they are 
used has resulted in many specialized 
elements. | 





“The first thing I tell customers about 
Veelos V-Belting,” comments Mr. 
Meyer, “is that it’s production insur- 
ance when bought in rolls. I explain 
a . ay that a roll of Veelos provides an auto- 
From this valve a puff of air is led to : I s 

: : R matic supply of matched V-Belts of 
a nozzle which ejects the finished , 


; ; : . ; any length. Very often, I score sales 
piece in any desired direction. Brack- si lane - wad: 
: with just that one point. 
ets are supplied by the manufacturer 
to meet any installation requirement, 


and cams and rollers are, of course, \V- B E a I 


adujstable to time the puff exactly. MANHEIM MANUFACTURING & BELTING COMPANY arenes a 
d to ¢ ength 
In fact, if the puff must be delayed EEE, PA. isi 


‘ A ADAPTABLE to any drive 
until the press has completed its 

stroke. another valve is inserted in 
the line. The cam or arm trips the 


and to operate it on the upstroke. 
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@ Not only do Wells Metal Cutting Band 
Saws provide a superior continuous, cut- 
ting action that means more speed and 
lower costs for your customers .. . they 
xive you continuous “sales action.” 
Among Wells users having use for more 

“an one saw, literally hundreds, have 


§ is | repeat orders for WELLS! When 
THAN ONE they same. 
s your sales 





come back for more of the 


costs go down—your profits 
zo up. Handy Wells Saws of 1001 uses 
are in big demand today. Sell them— 










it’s easy. Write for details today. 





WELLS 
MFG. 
CORP. 


Michigan 





THE SIGH OF SERVICE 








VISIT US AT THE METAL SHOW BOOTH E-54 


Three Rivers, 











a There's a built-in, self-energizing 


IT HAS 


GRIP APPEAL 


[Em 
a / 









Reg. U.S. Pat. Off 


SELF-LOCKING NUT 


Customers fall for it on sight. 


locking ring that unfailingly in- 


trigues prospects, clamps down 
on vibration and holds tight no 
what. Yet “Unshako" is 


easily applied and removed, and 


matter 


in no way retards assembly. 


Sales are going strong and grow- 


ing stronger . . . why not write in 


Fig. 

1510 

tor our proposition, now! — 
at's 
Pending 

Cutout 

Section 

Shows Locking 

Ring in place 


STANDARD PRESSED STEEL CoO. 


JENKINTOWN, PERNA. 
— snencacs —~ 


BOSTON DETROIT ~ INDIANAPOLIS + CHICAGO ~ ST. LOWIS - SAN FRANCISCO 


tox 519 
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pilot valve. which excites a_ pilot- 
operated valve having a_ delayed- 
blast mechanism. This is adjustable 
for any reasonable delay, so that the 
blast can come even a second or two 
after the machine has stopped. It 
could thus be used for point cooling 
or scale removal on special hot-press 
jols, as well as for piece ejection. 

Incidentally. one manufacturer de- 
veloped a line of special oil-resisting 
hose lengths for ejection and press- 
operating seis. completely equipped 
with desired couplings. This line has 
now been expanded so that he can 
provide a series of standard lengths 
to your order. complete with desired 
couplings to meet your customer's 
requirements. 

Of course. your salesmen will find 
jobs which do not require entire sets 

just one or two of the parts. You 
can provide these as well. handling 
gaging. indexing. clamping. stopping, 
teedinz and locking operations, to 
mention only a few. All in all. how- 
ever. air operation offers a first-class 
group of saleable products, particu- 
larly useful to your customers in +hese 
rush days. 

What is most surprising is the fact 
that the use of these various devices 
economize on air to such an extent 
that it allows the using of more in- 
without loading 


stallations your 


present power plant. 








Sales Meeting in Print 


(Continued from page 58) 








The Stowaways on 
The Traveling Crane 


(Answer to problem on page 58) 


In one minute the fly travels 9 ft.. the 
gnat 15 ft.. and the flea 25 ft. 

It's easy to figure if you remember 
the old carpenter's rule that a_ right 
triangle with one leg 3 and the other 4 
will have a hypotenuse of 5. Clearly the 
fly in the cab travels just 9 ft. in one 
The gnat along the 
hypotenuse of a right triangle of which 
one leg is 9 ft. and the other 12. From 
the 3-4-5 rule. it is certain that the gnat 


minute. moves 


travels 15 ft. in a horizontal line at an 
angle with the walls of the room. 
Through the entire voyage. the flea 
beneath the gnat. so he 
must move 15 ft. horizontally. and 20 ft. 


stavs directly 


a et a 





| tr 
vertically. Applying the 3-4-5 rule again. rHEsE 


his actual path must be a line 25 ft. 


CISION BEARINGS 

pplyegee PRE s FS 
long. inclined both to the walls and the Cheat all INOUSTRIE 
Jc GER naa 8 


f 
floor. The moral of the fable is that the RE 
hird who takes the biggest chance gets A BEARINGS YOU CAN GET ENGINEERED TO YOUR JoB 
the longest ride. i 
























































Answers to Questions on Page 58 
1. 187.000 miles per second—the same 
E as the speed of light. 
2. One second. because pressure, like 
sound, travels at 1100 ft. per see. 
3. It depends entirel m the “pres- ee . ‘ 
| a eR ai @ This is the second in a series of 2-page full-color 
Velocity through a filament is usu- Bunting advertisements now being published in 
7 . 
é é ] . r see, . ° ° ° 
Sa Se all leading industrial and trade magazines. Power- 
1. No—flow deals with quantity, o1 
rate of flow. With electricity, veloc- ful support for wholesalers in a position to supply 
— a — = ong ag Bunting Bronze Standardized Bearings and Bars. 
= re VAavVe. 5. ow le = « 
only 1 in. per sec.. as above. while The Bunting Brass & Bronze Company, Toledo, 
_ Rebeethy to CETAOD enties: per ser. Ohio. Warehouses in All Principal Cities. 
5. None is known to engineering prac- 
tice. 
6. Glass has a resistance of more than 
a million million times that of cop- 
per at room temperature. 
k 7. From negative to positive. 
8. In series—that is. each negative 
terminal connected to the positive BEARINGS 
, ;, aka BUSHINGS ° 
terminal of the adjoining battery. BRONZE ZE BABS * BABBIT7T METALS 
9. In parallel-—all positives hooked to- PRECISION BRON 
gether. and all negatives hooked 
together, 
10. The negative. 
Ll. Magnetite iron ore (Fe,QO,). * 
12. Although called the North Pole. it L | a P a ir 
actually is a “north-seeking”’ pole. 
13. No—they will repel each other. 
14. No—a South Pole. 5 + t S ? U R 5 
15. Away from you, a e y 
16. Hard-drawn has about 2. percent 
less conductivity. for all Badger Line Car Movers 
17. Because it has far greater tensile i 
strength than annealed, ... Important to carload shippers 
18. No-—a very poor one. 5 im , — or . 
, pal F eo purs at properly grip 2 rail—that’s what saves time 
= Multiply by 146 and divide by 1,000. and effort—that’s why ADVANCE Slip Proof Safety Spurs 
20. Divide by 0.746. are so necessary in freight car moving equipment, They 
24. 120 xX 5 550 watts 0.55 kw. are made of fine tool steel—each sawed to length—surface 
0.55 x 6 3.3 cents per hour. ground before tempering—drawn in oil to relax steel 
als , ' : = structure which imparts toughness and long life—tested 
22. Work done 2.000 «x 300 for strength. 
600.000 ft.-Ib. . ADVANCE Spurs are a vital part of all Badger Line Car 
23. Power expended 600.000 ft.-lb. Movers. 
per 60 sec. 
10.000 ft.-lb. per sec. ADVANCE Slip Proof 
10.000 18.2 hp. Safety Spurs fit all makes 
550 and types of railroad 
18.2 x 746 1264 kw. freight car movers. Keep 
- . your stocks adequate for 
. 1000 present day increased de- 
24. Power input to hoist 13.6 18.1 mand. Order today — we 
0.75 can assure good delivery. 
kw. 24.3 hp. Descriptive folders avai- 
25. Power input to motor 18.1 20 able for your use. 
kw. 25.5 hp. ' 
\s watts volts & amperes. 20 
1.000 110 amperes or am- ADVANCE CAR MOVER COMPANY 
eres 2 82 
a, Bian = APPLETON+ WISCONSIN 
y MILL SUPPLIES © OCTOBER, 1941 151 


UMI 








NEW PRODUCTS 


With Sales Possibilities 


PRODUCT PAGE NO. 
Turret Lathe Tool 152 
Magnetic Chucks 152 
Shovel Trucks 153 
High-Temperature Packing 153 
Steel Stamping Die 154 
Pumps 154 
Die Duplicating Bender 155 
C-Clamps 156 
Dust Collector System 156 
Sweatband 157 
Pump 158 
Turret Lathe 159 
Electr e Heater 159 
Impact Wrench 160 
Exhauster and Filter 161 
Tank Float 161 
Wax Tank 162 
Barrel Lift 163 
Vacuum Cleaner 163 
Die-"fandling Truck 164 











: MAIN FEATURE 


Adjustable turning head 
Large size 

Greater capacity 
Contains no liquid lubricant 
For use in punch press 
Single and two stage units 
Two-way operation 
Instant adjustment 
Installed without tools 
Synthetic sponge 
Compact, efficient 

For rapid production 
Safety switch 

Easily operated 

Cleans, recirculates air 
Made of plastic 

Explosion proof 

Easily operated 

Strong suction power 


Revolving table 


MANUFACTURER 


Gisholt Machine Co. 

Brown & Sharpe Mfg. Co. 
Pollard Bros. Mfg. Co. 

Greene, Tweed & Co. 

Acromark Corp. 

Micro-Westeo, Inc. 

O’Neil-Irwin Mfg. Co. 

Michigan Clamp Co. 
Aget-Detroit Mfg. Co. 

American Optical Co. 
Worthington Pump & Mach. Corp. 
South Bend Lathe Works 
Electric Air Heater Co. 
Ingersoll-Rand Co. 

Hisey-Wolf Machine Co. 
American Molded Products Corp. 
Vulean Electric Co. 

Falstrom Company 

Continental Car-Na-Var Corp. 


Lyon-Raymond Corp. 








Turret Lathe Tool 
Adjustable Turning Head 





Recently introduced is a new heavy duty 
adjustable turning head for turret 


152 


lathes. This tool is designed for turn- 
ing and boring work, accommodating 
standard cutter holders in one of the 
two holes on the slide, as well as ad- 
ditional tool holders in the auxiliary 
slide mounted at the rear. Provision is 
also made for the mounting of a drill or 
boring bar, together with a facing cut- 
ter. The main slide is quickly adjusted 
to size by means of a ball crank handle, 
fitted with a large micrometer dial and 
observational clips. A long binder 
lever rigidly locks the tool slide, per- 
mitting heavy, accurate cuts. The auxil- 
iary slide is vertically adjustable. An 
extra large overhead pilot bar, giving 
support to the tool, can be mounted on 
the machine or on the tool itself.—Gis- 
holt Machine Co., Madison, Wis.—MIu 
Suppuies, October 1941. 
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Magnetic Chucks 
Large Size 





\ large size rectangular model mag- 
netic chuck of the permanent magnet 











e 
= 


type No. 1236, has been recently added 
to the manufacturer’s line. While this 
chuck is of the same design as other 
rectangular model Brown & Sharpe 
chucks. it differs in that it is of un- 
usually large size. It has a working 
surface of 124%-in. x 36-in. and its mag- 
netic surface is approximately 91/-in. 
x 29;«-in.; base dimensions are 121,4- 


in. x 36-in.; height is 4%-in.; length 
over-all with crank in “on” position 
41 ti-in.: width over-all including crank 


16ii-in.. making it suitable for large 
grinding and slabbing operations. An- 
nouncement has also been made of a 
new rectangular model magnetic chuck 
of the permanent magnet type No. 618H 
which has a hardened top plate. This 
hardened top plate feature makes this 
chuck especially useful for a great 
many types of work which might scar or 
mar the surface of a regular chuck. 

Brown & Sharpe Mfg. Co., 
R. 1.—Mir 


Providence, 
Suppuies, October 1941. 


Shovel Trucks 


Greater Capacity 








Illustrated is one of the #500 shovel 
trucks which has just been resigned. 
On this line of two-wheel hand trucks 
the perfect balance has been maintained 
but by a change in the platform it will 
slide under a barrel or box easier than 
its previous counterpart. The main 
body of the truck has been strengthened 
so that the capacity is now greater than 
the previous 500-lbs.—Pollard Bros. 
Mfg. Co., Chicago, Ill—Mut Supp.ies, 
October 1941. 


High-Temperature Packing 
Contains No Liquid Lubricant 


For elevated temperatures a new asbes- 
tos packing has been added to the 
“Palmetto” line. This packing, known 
as “Palmetto Cab Cock Packing,” is 
braided from long-fibre Canadian asbes- 
tos yarn. Each strand is individually 
coated with dry graphite to retard fusion 
of asbestos and to provide an anti-fric- 
tion wearing surface. The packing con- 
tains no liquid lubricant which might be 


boiled away. This “Cab Cock” packing 





TODAY, CONSUMERS ARE 
INTERESTED IN FACTS 
os 


“ADVANTAGEOUSLY LOCATED 
BRANCH WAREHOUSES” 


No. 3 in a Series by HOLO-KROME 


Turn to Page 237 
SEPTEMBER ISSUE MILL & FACTORY 


all HOLO-KROME 


ed SOCKET SCREWS 








G THE HOLO- KROME 
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is intended for pumps and valves han- 


WEINBERG & Mehtt a Le @. | dling high-temperature steam, oils, and 

P | 4 \ () ke TH ny P H b 1) ( ATA | () ' a | gases, and also for expansion joints, 
| furnace door grooves, locomotive cab 

| cocks, and many applications in petro- 
leum refineries.—Greene, Tweed & Co.., 
A Modern Catalog— New York, VN. Y.—Muu Supptirs, Octo- 


ber 1941. 





For Harris Iron & Supply Co. 


of Memphis, Tens. Steel Stamping Die 


® Tools Made of HIGH SPEED —a a 
STEEL are priced in red. 


® Nationally Advertised Lines 
are tied up with manufacturers 
advertising by reproduction of 
manufacturers trademarks. 


® Action illustrations demon- 
strate the use of many products 





A Weinberg & McKee planographed catalog 
will do a maximum job of selling for you. 
For Details Write Today To: 








To speed up defense production of 
timing rings, dials, graduated rings and 


W y + other precision adjustment parts, a new 
E- | N B I Hit & a | : 4 } I , IN C . type of steel stamping die for use in a 
| punch press is now available. The die 
610 W. VAN BUREN ST. CHICAGO, ILLINOIS is set in the power press and the part 

ae = ne See ee to be stamped is centered underneath it 
in a fixture. Each impression results in 
an accurately graduated and numbered 
part. The marked part can be filled 
with black or other color enamel or 
paint to make the markings more pro- 
nounced. As compared with milling each 
mark into the deal or timing ring. this 
method of graduating will speed up 
production greatly.—Acromark Corp., 
Elizabeth, N. J.--Mict Supptirs. Octo- 
ber 1941, 











The need is urgent 
NOW for 
COFFING 


SAFETY-PULL RATCHET-LEVER 


HOISTS 


NOW is the time to sell Coffing Safety-Pull Ratchet-Lever 
Hoists. One man and this hoist can lift, move, pull, and 
take care of many regular and emergency repair and main- 
tenance jobs at a great saving in time and manpower. 


Pumps 


Single and Two Stage Units 


The Safety-Pull is the original Ratchet-Lever Hoist with 
the unusual safety feature of a dual ratchet and pawl 
assembly with handle always under control. We are 
equipped to handle your customers orders—ordinary or 
emergency—quickly. Industry has some tough jobs to 
handle and Cofhing Safety-Pull Ratchet-Lever Hoists can 
do them at great savings. Write for details-NOW! 

an improved type of patented renewable 


COFFING HOIST CO. DANVILLE, ILL. 
liner, is now available. This feature 


C O F F | N G ay on H O | S T S | minimizes shutdown losses and produc- 


tion delays, for the liners, forming the 
RATCHET-LEVER HOISTS © ELECTRIC HOISTS ¢ LOAD BINDERS liquid channel within the unit, can be 
SPUR GEAR HOISTS + TROLLEYS - DIFFERENTIAL HOISTS easily renewed, providing complete 
“stand-by” service. This separate liner 





\ new series of single and two stage 


“Westco” turbine pumps incorporating 
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design also guards against premature 
permitting the pump 
capacity and range to be altered, within 
reasonable limits. in the field. Other con- 
structional advantages include double 
ball bearing construction: a top dis- 
charge, preventing vapor lock 
less steel shaft and 


obsolescence by 


: a stain- 
“free-floating” im- 


peller, to eliminate seizing caused by 
extreme temperature variations: extra 

deep stuffing boxes: balanced bearing | 3) 
arms, which minimize shaft misalign- | 9 
ment. Designed especially for high-  @ 
head low-capacity work. these pumps ‘< 
are built not only for conventional = 
service, but are engineered to meet * 


many industrial applications requiring 
high 
ample, pumps, 
with 5-in. impellers. will develop pres- 
sures up to 150-lbs. and 300-lbs. per sq. 
in. respectively at 1750 r.p.m. This 
operation makes these 
pumps especially suited for brine cir- 
culation. steam service, liquid transfer, 
filtration. air conditioning, 


pressure performance. For ex- 


single and two stage 


wide range 


booster 


service, spray equipment, water supply [ Lacing | List Weight Belt — ry ee 
systems. etc.—Micro-W estco, Inc., Bet- i uo een |_Per cation Thickness = satiate ’ 
. . ° Ss. 
tendor}, lowa.—Miut. Suppiies, Octo- 20E 5.00 4.1 lbs. No. 410, Econ- : 
omy Display * 
ber 194] 25E 6.25 4.9 lbs. Unit, List. $5.60 f 
F 27E 6.65 5.8 lbs. an. Sans... 
35E 8.50 8.4 lbs, Aa” | All prices 


Die Duplicating Bender 


Two-Way Operation 








FOR KEEPING 
UP YOUR STOCK 
these Economy 
Packages are 
packed 10 of a 
single size in 
corrugated ship. 
ping carton 
shown above. 





THIS ECONOMY PACKAGE is a 
particularly attractive merchan- 
dising item. It avoids the neces- 
sity of breaking a standard box 
of lacing. Contains one set of 
lacing complete with gauge and 
hinge pins for a 12” belt and the 
lacing can be broken to length 
for the narrower belts. 














FLEXIBLE. STEEL LAGING-GOMPAI 





FOUR SIZES IN 
ECONOMY DIS- 
PLAY UNIT. For 
quick over-the- 
counter sales 
use this Econ- 
omy Display 
Unit, containing 
3 packages 15E, 


subject to discount 


4633 Lexington Street. Chicago, Mlinois ee 


Saletsy 


Rye 


NY 


SELL THE BELT-LACING SYSTEM WITH 
THE LARGEST PROFIT FOR YOU! 









FES US PAF OFF 


BELT HOOKS AND LACERS! 





The Safety Portable Lacer, plus Safety Belt Hooks offer you a 
sound combination of quality that appeals to mechanics and 
In the first place, Safety Belt 
Hooks come in numerous sizes .. . 


and do the job. 


makes sales and profits easy. 


all are auaranteed to hold 






The improved #1 “Micro” die dupli- 
cating bender is both a right and left 
hand operating unit. 
change 


-* att 
‘on i 


A 
Co ein 


Time required to Second, the Safety Port- 
operating able Belt Lacer has a full 
Many improvements and 6" capacity. The jaws are 
alterations practically double the work- not flat, but ribbed. Each 
2 . sie. 7 rib contacts one hook 
ing range and varieties of work possible only. Hooks are easily sunk below the 
to perform with this die surface of the belt. Sel/ the Sofety 
bender. System. It means more profits for you. 
A letter to us will bring complete price 
list and description of our distributor- 
sales co-operation. 


SAFETY BELT-LACER CO., TOLEDO, O. 


direction, less than 
one minute. 


duplicating 
Bearing capacity has been in- 
creased approximately 21% times over 
previous model. The 
grey machine iron against hardened 
steel. Bearing size 2-in. x 21/32-in. 
Forming nose is ¥-in. high compared 
to 14-in. nose on previous models. A 


main bearing is 
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BARNES 
Sta) 


BLADES 





for the duration 


Barnes has enlisted “for the duration’ —putting 
every bit of skill and experience we have into the 
blades we furnish to the Defense Industries. And 
when the shooting stops, Barnes will supply these 
same plants—your customers—with hack saw blades 
and metal cutting band saws to reduce costs in the 
manufacture of goods for the era of Peace. 


SARAGS. £8, ING. o> 


Our production of Barnes Hack Saw Blades 
and Metal Cutting Band Saws conforms to 
the standards approved by O.P.M. August 
20, 1941. 
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jal 


for you! 





scohen 
you 


sell 


VALLEY GRINDERS 


*% Low upkeep cost 
*% Economical, efficient performance 
*% Complete satisfaction in service 


More than 20 years of painstaking research and manufacture have produced Valley 
Grinders, which are now accepted for their quality, accuracy, and performance through- 
out the world. Most large industrials know from experience what to expect from Valley 
Grinders and satisfied customers are your best assurance of profitable repeat business. 
Valley Grinders are powered by the famous Valley Ball Bearing Motors and protected 
by the Valley Guarantee. Specifications include heavy shafts, over- 
size ball bearings, wide wheels, and adjustable tool rests. Sizes 
from 1% h. p. Bench to 5 h. p. Pedestal models. 








Valley Electric Corp. 


4221 FOREST PARK BLVD. e ST. LOUIS, MO. 
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higher forming nose doubles the work- 
ing range for forming strip stock ma- 
terial vertically. An electric arc welded 
positive stop is provided for perma- 
nently retaining nose position when 
forming heavy materials. Smaller cen- 
ter mandrel supplied with increased 
number of holies in eccentric scroll 
plate for conversion mountings. Net 
weight increased and mechanical 
strength limits extended for greater 
stability, ease of operation and higher 
material hourly output.—O’Neil-Irwin 
Vig. Co., Minneapolis, Minn.—Mirr 
Suppuiges, October 1941. 


C-Clamps 
Instant Adjustment 





RLtacitee 





Elimination of ground clamp failure is 
only one of the many features found in 
the new “Twistite” ground clamp. This 
C-clamp combines an instant adjust- 
ment feature with a patent applied for 
spatter proof treatment on the frame. 
pressure rod and swivel foot, a positive 
protection against welding spatter. The 
swivel foot turns on a ball bearing 
which means no slippage on any sur- 
face, assuring a positive ground. The 
stationary foot, to which the ground 
cable is attached is insulated from the 
frame, the heat of the heavy ampere 
welding current cannot weaken the 
frame. The manufacturer claims this 
feature gives the C-Clamp a longer 
life. Solder lug is provided to hold the 
welding cable.—Michigan Clamp Co., 
Jackson, Mich—Mut Svupptwies, Oc- 
tober 1941. 


Dust Collector System 
Installed Without Tools 


Rapidity of installation, compactness, 
lower cost, and long life operation as a 
result of low motor speeds are features 
of a completely self-contained portable, 
industrial type, dust collector. Being 
entirely self-contained, the “Dustkop” 
is furnished with flexible metal hose. 
and two exhaust intake hoods capable 
of being attached to almost any portable 








type bench grinder. Known as model 
“PM 100,” this unit employs a 1/6 hp., 
110 volt. split phase motor to develop 
over 260 cu. ft. per min., air intake 
capacity, supplying sufficient suction, it 
is said, to exhaust small wheel bench 
grinders, surface grinders and_ tool 
grinders, when the unit is placed in 
close proximity to equipment it ex- 
hausts. Approximately 1-sq. ft. of space 
is needed for the unit itself. Since no 
tools are required for assembly and in- 
stallation, the “Dustkop” is placed in 
the most convenient position, the hose 
which makes a slip-fit with both the 
exhaust hoods and the intake ports of 
the two-way intake flange, is cut to any 





length needed. The flexible metal hose 
permits the installation of the wheel 
hoods at the most desirable angle with 
respect to the wheel and present guard. 
In operation. dust-laden air from the 
grinder wheels goes through the intake 
hose and into the intake flange of the 
“Dustkop.” and is drawn through the 
siroccoty pe wheel to be discharged 
through the horizontally placed spun 
glass filter. The dust. so separated from 
the air. drops back into the removable 
pan for periodic removal. Low cost 
filters of spun glass are easily replaced. 
{get-Detroit Mig. Co., Detroit, Mich. 
Mitt Suppiies. October 1941. 


Sweatband 


Synthetic Sponge 





\ lightweight absorbent sweatband, 








WE CAN DELIVER 
MORGAN 


Semi-Steel 


VISES 


There's no bottle neck at the MORGAN plant. You don't 
have to hesitate about accepting orders. We can meet your 
requirements. We are taking care of our Distributors’ orders 
as usual—no delay. Here's our line: Machinists Bench— 
Combination Pipe — Coachmakers — Woodworking — 
Solid Nut Continuous Screw—Quick-action Lightning Grip— 
There are opportunities right now to get a start on good 
vise business. Want any information? . 


MORGAN VISE CQ, wen serrerson st. CHICAGO, ILL. 














VINCENT HUNTINGTON 
Improved GRINDING WHEEL 
DRESSERS AND CUTTERS -:- 


Industry uses a great variety of grinding tity production. This can only be accom- 


wheels. These grinding wheels are quite plished by grinding wheels in perfect con- 
important in normal peace time produc- dition. Vincent Huntington Dressers insure 
tion but their importance reaches major this dependable efficiency—they have 
proportions now. They must be ready for been standard equipment in many large 
constant hard usage—they must not lose industrials for years. We are ready to 
one iota of precision or accuracy—they  ‘erve as always—we can take care of your 


must produce quality of finish and quan- orders promptly. 


"If it's a Huntington Dresser or Cutter Vincent Makes it" 


THE 
VINCENT STEEL 
PROCESS CO. 


2434 Bellevue Ave. 





DETROIT, MICH. 

















Non-Burring New Type Hardened 
Cutters Steel Bushings 
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the volume 


rofit line 
and profi butors 


leading distr! 






Jackson Type M-1; «af pneu- 
matic tire—the only barrow with 
tray having double folded corners and three 
thicknesses of steel at folds. Practical— 
penne titene. Available also with steel 

eels. 







Jackson Steel Mortar Mixing boxes—formed 
from single sheets—rigid. Made in three sizes 
from 60 to 108 inches long, 32 to 48 inches 
wide, 1 inches deep. 


Jackson Type 8% 
Concrete Cart, 
with drop axle, 
pneumatic tires 
and roltter 
bearing wheels. 
Capacity: 7%. 
cu. ft. heaped 
fu 


of 


MEET EVERY NEED 
OF YOUR CONTRACTING 
AND INDUSTRIAL 
CUSTOMERS 


The completeness of the 
Jackson line and the repu- 
tation of Jackson equip- 
ment for sturdiness, de- 
pendability and all-around 
longer and better service 
are advantages which 
mean bigger and better 
business and more and 
more satisfied customers— 
a combination which means 
sound and satisfactory 
business building. 


The new catalog 42 M. S. 
on the Jackson Line is full 
of profit opportunities. 
Have you a copy? 


~ JACKSON MFG. co. 


HARRISBURG, 


Est. 1876 


WHEELBARROWS # CONCRETE CARTS * DRAG SCRAPERS 
MORTAR MOVING BOXES * COAL AND COKE WAGONS 


In times of stress as in times of peace, 
Medart Steel Shelving and Medart Steel 
Employee Lockers solve the storage prob- 
lems of industry. Special “high-speed” 
engineering service available. 








FRED MEDART MANUFACTURING © 0. 
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made of synthetic sponge, has been in- 
troduced recently. The sponge is 744- 
in. long, covers a generous width of 
brow. The band can be sterilized. used 
again and again. It keeps sweat out of 
eyes and off goggles. thereby keeping 
vision clear so that foundrymen, weld- 
and other workers on hot jobs 
won't get blindly into harm’s way. Time 
studies in a large foundry showed that 
chippers and grinders spent 42 minutes 
per man per day mopping goggles and 
foreheads, definite proof that workers 
need the comfort and protection given 


ers, 


by an absorbent sweatband.—American 
Optical Co., Southbridge, Mass.—Mu 
Supeuies, October 1941. 

Pump 


Compact, Efficient 





\ new 


high 
power pump is supplied in.eight sizes, 
for pressures up to 9800# and capaci- 


pressure vertical triplex 


ties up to5] GPM. This pump is of the 
vertical triplex single acting plunger 
type and particularly suited to appli- 
cations where small capacities and high 
pressures are required. as for the op- 
eration of hydraulic manu- 
facture of plastics. for roll balancing in 


presses, 


steel mills and. to an appreciable ex- 
tent, in oil refineries on special process 
work. This pump has no gears and is 
especially designed for use with built- 
in gear head motors. although it can be 
arranged for V-belt drive. This pump- 
ing unit is very compact and has high 


efficiency. One of the important fea- 
tures of its construction is that its 
plungers are outboard and there is a 
dry joint between the liquid cylinder 


) ae SRP Ne ee 








and power frame, thus eliminating the 
possibility of leakage of the liquid be- 
ing pumped into the crankcase, effec- 
tively preventing contamination of lu- 
bricating oil—Worthington Pump & 
Machinery Corp., Harrison, \. J.—MAwr 
Suppties, October 1941. 


Turret Lathe 
For Rapid Production 





Introduction has been made of a new 
16-in. swing turret lathe designed for 
rapid production on chucking operations 
and bar work. This lathe has a 1614-in. 
swing over the bed ways and saddle 
wings. 954-in. swing over the tool post 
saddle cross slide. 1%,-in. hole through 
the headstock spindle and 1-in. capacity 
through the collet. The ram type turret 
has both power feed and hand feed, 
with automatic indexing and individual 
stop for each of the six turret faces. A 
quick change gear box provides 48 
changes of turret power feeds, also 48 
changes of both the cross and longitudi- 
nal feeds for the tool post carriage and 
a series of 48 screw threads, 4 to 224 
per in. Provision is made for changing 
the direction and speed of the turret 
feeds with relation to the carriage feeds. 
Twelve spindle speeds ranging from 10 
to 731 rpm are available. A two-speed 
motor permits quick change from high 
to low speed for reaming and tapping 
operations.—South Bend Lathe Works, 
South Bend, Ind.--Mit. Suretirs, Oc- 
tober 1941. 


Electric Heater 
Safety Switch 


Newest addition to the “Electromode” 
electric unit heater line is the “Bilt-In- 
Wall” electric heater, model WJ 15. 
This smartly styled cabinet contains 
the exclusive cast-in electric safety ele- 
ment. There are no exposed hot wires 
or glowing elements of any kind. A flip 
of the switch starts a flow of heat. A 
quiet motor driven fan distributes warm 
air uniformly throughout the room. A 
safety switch automatically shuts off 
the current in case of stoppage of air 
How or overheating from any cause. 
Capacity is 1500 watts, 110 volt, 60 





On Cranes and Derricks in ship yards, Well-paying Chain Accounts bring in 
car shops, quarries, steel mills, foun- business—and we stand behind our 
dries, machine shops, on construction distributors always! 


jobs, wrecking crews, etc. 


ALLOY — LING CHAIN 


TO MAKE YOUR SELLING EASIER—Taylor makes a full line 

to meet any chain requirement your customers may have. 
Proof and BBB Coil Chain—Log Chains—Steel Loading Chain—Dredge Iron Chain— 
Mesaba Iron Chain—Conveyor or Log Haul up Chain—Taylor Machine Chain—Taylor 
Coil Chain—Chain Dogs—Boom Chains—Brake Chains—Switch Chains—Tire Chains for 
Passenger Cars, Tractors and ater ee Automobile Chains—Weldless Chain— 
Trace Chain—Heel Chains—Harness and Saddlery Chains—Breast Chains—Mine Car 


Hitchings—Tail Gate Chains—Crane and Sling Chains—Hooks, Grab and Slip—Drag 
Chains—Dragline Chains—Mine Car Coupling Chain 


Write for our distributor's proposition. 


BOX 
509-M 


at oity \f 
5.6. TAYLOR CHAIN CO. aren 
TOND,- 1NOLAN 


INDIANA 
1 


SP ven 


LET YOU DOWN! 


Like the Spartans of history, who 














clashed, sword against sword, to the 
last man —the Spartans of today — 
quality, service, and sales co-operation 
are battling with you to the end. 





Spartans will always be tough to beat! 


SPARTAN SAW WORKS, INC. 
Springfield Massachusetts 


HACK and BAND SAWS 
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cycle AC. Front plate is 114%-in. wide 
and 1234-in. high. The 5 bladed 7-in. 
diameter fan moves 70-cu. ft. of air per 
| minute. 1500 r.p.m. shaded pole motor 
| mounted in cool air stream, has large 
| oil reservoirs. This model is shipped 







FOR MODERN 
METAL CUTTING TOOLS 


= p 









] 


6 





[RATION 


NATIONAL TWIST DRILL | 
& TOOL CO., detroit, v.s.a 


Tap and Die Division WINTER BROTHERS CO., Wrentham, Mass. stendeed 2in. « 4in. wall conctrection 

TWIST DRILLS * REAMERS « HOBS « MILLING tle A Maas ae IAS 

CUTTERS e COUNTERBORES » SPECIAL TOOLS Electric fir Heater Co., Mishawaka, 
Ind.—Mit Suprpiies, October 1941, 


Factory Branches ¢ San Francisco « New York 
Chicago © Philadelphia © Cleveland 
Distributors in Principal Cities 


TEQUIP YOUR CUSTOMERS 
HE a Hoo > E ol ol AGEN Ao 
THEIR DEFENSE WORK... 


*%& Chicago Rawhide Hammers and 
Mallets are needed by the thou- 
sunds in the defense work of 
industry. These are the accurate 
long-lasting tools made from 
genuine Java Water Buffalo hide 
that offer no selling problem in 
an ever increasing market, that 
are a necessity in hundreds of 
industries, that have no equal in 
striking safe blows without defac- 





complete with wall box for mounting 
heater cabinet. It is designed for 


Impact Wrench 





Easily Operated 





















ing or damaging surfaces—even 
in unskilled hands. 
Hammers with malle- 
able iron heads and re- 
placeable faces are 
weighted and balanced. 
MaHets available in many 
sizes and weights. 





(An air-operated impact wrench known 
as the size 508, has just been developed. 
This wrench is sturdy but light in weight 
because of a heat-treated aluminum 
alloy housing construction. It is de- 






signed with the patented Pott impact 
wrench principle which localizes the 


emleagoye MFS.CO. 
1290 ELSTON AVE, CHICAGO. ILLINOIS. 


steel to steel impact without transmit- 
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A. 


UMI 











Quality Equipment 
Only 









It Pays to Buy 
Good Machines 
Sixty Types and Sizes 
Flexible Shaft 
Machines 
Ve to 3 H. P. 
Vertical 
and Horizontal 
Send for Catalog 
Type M7A—i'2 H.P. 


High Speed 
STEEL 
Ground 
Cutters and 
Hand Cut 
Rotary 
Files 


N. A. STRAND & CO. 


5001 No. Wolcott Ave. Chicago 











AMERICAN 


BOILER FITTINGS 
WIDE MARKET 
FOR NEW AND 
REPEAT SALES 








FUSIBLE PLUGS 


WATER GAUGES 


The need is almost universal for 
AMERICAN Boiler Fittings. They are 
designed to suit specifications of the 
ASME, the Massachusetts Boiler Code, 
and the Steamboat Inspection Service 
of the U. S. Dept. of Comm. Moderate 
price gives you many good selling op- 
portunities. Write for more detailed 
information. 


AMERICAN INJECTOR CO. 


DETROIT, MICH. 











ting shock to other parts of the tool. It 


| is easily operated with one hand and can 


be used in close places due to its short 
over-all length and small nose diameter. 
This tool has a form-fitting pistol grip 
with a trigger-type throttle. By a simple 
turn of a lever, the rotation can be re- 
versed. This tool is ideal for the modern 
industrial plant where assembly time is 
at a premium. Specifications of the 
wrench are—average working speed at 
90-lb. pressure, 850 rpm.; weight, 84% 
lbs.; for applying and removing nuts 
up to %x-in. bolt size; length, less 
chuck, 101t8-in.—-Ingersoll-Rand  Co., 
Phillipsburgh, N. JM. Supp.ies, 
October 1941. 


Exhauster and Filter 
Cleans, Recirculates Air 





This new combination exhauster and 
filter is designed to do an effective job 
of cleaning and recirculating dust laden 
air. Air from room enters a cyclone 
collector which removes coarser par- 
ticles. It then passes through impinge- 
ment-type filter which arrests fine dust 
allowing clean air to be recirculated in 
the room after leaving fan. Motor is 
externally mounted assuring cool, clean 
operation. A handy clean-out is pro- 
vided for the heavy particles and fil- 
ters are readily removable for cleaning 
by shaking. The large fans and motors 
are designed to provide high static pres- 
sure with comparatively quiet opera- 


| tion.—Hisey-W olf Machine Co., Cincin- 


nati, Ohio—Mus. Suppries, October. 
1941. 


Tank Float 
Made of Plastic 


Now available is a new plastic closet 
tank float. This float is good for long 
service and is invincible to corrosion. 
It does not dent. crack. or break under 
usual handling or packing with tools, 
or in installation or repair or closet- 
cleaning. This new float is impervious 
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‘ 
‘ 


the 
Name of 


an Honest 
Product 


SINCE 1854 


Eighty-seven years. ex- 
perience, the finest of ma- 
terials, and the greatest of 
care taken in their manu- 
facture, assure a line of 
bolts you can rely on. 


The absence of ragged 
edges, burrs and rough 
finish is appreciated by 
the workmen — helps to 
speed up product assem- 
bly. 


Permit us to quote on 
your next requirements. 





ee 


onest - 
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ATTENTION— 
WALKER-TURNER 
DISTRIBUTORS! 


Plainfield, N. J.—Walker-Turner 
machine tools are being manufactured 
primarily for the Defense Program. 
Defense 


given priority according to individual 


Distributors’ orders are 
customer's ratings. Stock orders des- 
tined for the Defense Program come 


next in priority. 


The W-T plani is operating 24 
hours a day and is making unusually 
prompt shipments. 





Typical Walker-Turner value is this 
new W-T Radial Drill, the first low- 
cost machine of this type ever to be 
offer ed. It sells for $325.00, with motor 


However. orders received that are not 
marked “For Defense” must be filled 
from surplus stocks if and when 


accumulated. 


Please bear this in mind—and in 
your customers’ interests see to it 
that your orders are properly marked 
and priority rating numbers shown. 


Walker-Turner Company, Ine.. 
28101 Berckman St., Plainfield. \. J. 


DRILL PRESSES + LATHES 
BAND SAWS + BENCH SAWS 
TILTING ARBOR SAWS + HG 
SAWS + RADIAL DRILLS 
RADIAL SAWS + BELT AND 
DISC SURFACERS . GRINDERS 
JOINTERS + SPINDLE SHAPERS 
FLEXIBLE SHAFT MACHINES +- MOTORS 


laalker 


Midst @ 


company 
ee ae 
wee 
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to water and is leak-proof. It will not | 


disintegrate, swell, collapse, or become 
distorted in any way. It is not subject 
to electrolysis. It is not affected by any 
temperature conditions. In addition to 
the material, the construction also gives 
complete protection against leakage. 


The two perfectly fitted sections are 
tenite-welded, so thoroughly united by 





this process that the float is in one piece. | 
The new float is oval in shape, the | 


standard 4-in. x 4-in. x 5-in. for use with 
equipment in the largest range of tanks. 
It has a 4-in.-20 thread in spud, and 
as the spud is integral with the tenite 
mold of the float, there is nothing to 
work American 
ucts Corp., Chicago, Ill. 
pLies, October 1941. 


loose. 


MILL 


Wax Tank 


Explosion Proof 





Of strong steel construction, this new 
electric explosion proof wax tank with 
hinged cover. is for insulating coils and 
parts by dipping. It is furnished in black 
enamel and insulated against heat loss. 
The inside dimensions are 36-in. x 20-in. 
and 14-in. deep with an overall height 
of 30-in. Automatically controlled heat 
is supplied by flat units fastened to the 
bottom and lower portion of the sides. 
\ drain-out cock is provided at one end. 
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HARRIS— 


CAN SUPPLY 
THESE VERY 
‘| NECESSARY 
ITEMS 
PROMPTLY ... 


© TANKS 

e COILS & BENDS 

© EXPANSION JOINTS 
e FLOATS 

© KETTLES 

¢ HARBRONZ 

© DIPPERS 





Industry needs these products— 
We can supply them — Send de- 
tails of your customers require- 
|| ments and we will give you prompt 
| | action. 


ARTHUR HARRIS & CO. 


210-218 N. ABERDEEN ST. 
| | CHICAGO ILLINOIS 











CAR MOVERS 


. .. types most efficient 
for the need... 


These car movers adequately meet today’s 
demands. The compound leverage prin- 
c ple (in circle) gives great power, speed, 
ease of handling, and better balance 
wh'ch all makes for economical perform- 
ance. We can supply the right type for 
the need—be sure to stock the ATLAS. 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


2947 N. 30th St. Milwaukee, Wis. 
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Every Plant a Prospect 
for 


RUBBER TIRED WHEELS 


Plants can operate at top speed only when 
modern methods are pen heey That's why 
the faster, quieter, safer handling of mate- 
rials on rubber tired wheels is commanding 
BUYING ACTION on the part of produc- 
tion executives. French & Hecht rubber 
tired wheels—a type for every service in 
industry are EASY to sell. Give this matter 
your attention and discover a big profitable 
new source for sales. 


Write Today for New Catalog and Price List. 


FRENCH & HECHT, INC. 


Dept. A-10 Davenport, lowa 
WHEEL BUILDERS SINCE 1888 

















The 








A WORD TO 


Wise Distributors 


Hlere’s a pulley that definitely saves a lot 
of headaches because it saves a lot of con- 
veyor belt troubles. 


Naturally the wise su aly house recom- 
mends the BELTSAVE ** for conveyor 
jobs where abrasive and heavy, sharp ma- 
terials are conveyed, because with the 
“‘BELTSAVER” Pulley nothing can lodge 
between pulley and belt to play havoc 
with belt life. 

Your crushed rock and gravel plant cus- 
tomers will appreciate the service you ga 
them when you recommend ‘‘BELT- 
SAVERS”’ as a means of doubling the 
life of their conveyor belts. 

There’s “BIG MONEY” for you when 
you sell the ‘‘BELTSAVER’’ — Write for 
prices and discounts. 


SPROUT, WALDRON & CO. 


160 Sherman St. 
MUNCY, PA. 














Mounted on the other end is an oil-filled 
explosion proof container housing the 
thermostat, and an on and off switch. 
Various ranges of temperatures and 
voltages may be obtained. — Vulcan 
Elec. Co., Lynn, Mass.—Mi. SupPLiEs, 
October 1941. 


Barrel Lift 
Easy Operation 


“Barrel-lift” is the name of the new 
barrel or drum handling unit which 


lifts, moves, rotates and tilts most types | 


of drums or barrels. Its structural and 
tubular steel frame combines strength 
with light weight. To lift a drum stand- 
ing on its end on the floor, the lift is 
brought into position and the drum 
cinched in the lift saddle. This saddle is 
connected by links to the ends of a 
U-shaped handle which is brought down 
floor. In 
this position the lift rolls on its wheels, 


to raise.the drum from the 
the handle being used for steering. Far- 
thest downward movement of the handle 
places the drum at its highest position 
where it can be rotated and tilted to 
dispense contents. When drum is_re- 
leased after tilting, it returns to upright 
condition to prevent dripping of con- 
tents.—Falstrom 


Vv. J.—Mut 


Passaic, 
October 1941. 


Company, 
SUPPLIES, 


Vacuum Cleaner 
Strong Suction Power 


An industrial vacuum cleaner has re- 
cently been developed with sufficient 
suction power at the nozzle to pick up 
a piece of 2 x 4 lumber six feet long. 
In practical operation pick-up  effi- 
ciency is aided by a unique double 
action squeegee inserted in the nozzle 


which “piles up” dust or water di- 
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CLOVER 


abrasives advertising 
is YOUR advertising 











uae ee 
aves con 








It is selling buyers 


of abrasives 


Current advertising of Clover Coated 
Abrasives and Clover Lapping Com- 
pound is working day in and day out 
for Clover. Distributors. 


Through nearly 185,000 messages 
appearing each month in the deading 
industrial, trade and technical publi- 
cations, Clover advertising is reach- 
ing the plant superintendents, master 
mechanics, purchasing agents, and 
other important buyers in your ter- 
ritory. It is telling them how Clover 
Abrasives speed production, improve 
finishing, and keep costs low. 


Clover advertising is selling these 
men —your customers and prospects 

FOR YOU. It is YOUR advertis- 
ing. Write and ask us how you, too, 
can profit from this powerful promo- 
tion. Clover Mfg. Co., Norwalk, Conn. 


CLOVER 


COATED ABRASIVES 


LAPPING COMPOUND 


v 
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COILUMBIAN VISES 


THE 


GTRENG 


SHIP. 
WORK manent 


REPACEAME 
TOOL STEEL 
jaw FACES 





MALLEABLE IRON 
t0GE CASTINGS 
—_ S GUARANTEF ORE AK ABLE 


. and sold under a policy of selec- 
tive distribution at established resale 


prices. 
The complete line of Columbian 
Vises is designed to excel in its 


field, and all are made to the same 
high standards of engineering and 
workmanship. Write for Columbian’s 
Distributor Plan. 


The Columbian Vise & Mfg. Co. 











ee Bessemer Avenue, Cleveland, Ohio 











STEADY 
REPEAT 
ORDERS 


DEVELOP INTO 


VOLUME 











In 
have a practically 
cap screws, set screws, coupling bolts, 
studs and screw machine parts to meet 


the Ottemiller line, distributors 


complete line of 


the needs of almost any customer. 
Then, too, the Ottemiller line is a line 
of uniformly high quality—one that 
is given preference where the advan- 
tages of standardization are recognized. 

Ottemiller—in products and in dis- 
tributor service offers everything re- 
quired for a steady, repeat order 
business. That's why the Ortemiller 
franchise is one of recognized desir- 
ability. Why not find 
out more about it at 
once? 





ie). | 
THE WM.H. 


(ttomillore 


YORK, 
at ae 
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| rectly beneath the suction intake both 
on the forward and return stroke of | 


the 
have been specially designed for suc- 
tioning 


wand. Replaceable squeegees 


water from floors, cleaning 


solution from rugs, dust from bare 


floors. 


and dusts from rugs or 


Car- 





This 


in all large 


built 


espe- 


pets. machine has been 


for use buildings. 
cially hospitals. schools. libraries. or 
wherever cleaning must be done dur- 
Continental 


~ i nd.—-Miut 


ing regular 
( ar- \a ba 
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Hydraulic Die-Handling Truck 
With Revolving Table 





New 


hydraulic die-handling truck of 
rather unique design. which has a 
revolving table arranged to turn with 
stops at each 90 degrees. When in 
standard position, table extends about 


one foot beyond edge of wheels. Thus. 
table may be put close to press when 
taking out or putting dies into press, 


particularly those where base of press 
extends out beyond bed. This 


when 


arrange- 
taking 
dies off. which protrude beyond edge of 
Table is equipped with 
a winch for pulling dies on and off. 


ment is also convenient 


lower shelves. 


Pruck shown is of 1.000 Ib. capacity, | 
has table 24-in. x 36-in. Can be lowered 
to height of 12 in. and elevated to 51 in. 
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BALL BEARING 
LOOSE PULLEYS 


.. supply Pulleys 
that keep the 
wheels turning 


In our files are many, many letters attesting 
to the outstanding performance of G 
GETT Ball Bearing Loose Pulleys under 
severe day after day service. Industry needs 
just this kind of pulley now for the con- 
tinuous performance necessitated by added 
prvauction schedules. Let us give you detais 
on our pulleys and on the advantage to you 
in selling them. 


CHICAGO PULLEY G&G 
SHAFTING CO. 


21 N. Des Plaines St CHICACC, ILL 





WOVEN BELTING PRODUCTS 

Quality Leaders 
Throughout the 
Country! 


The call now is for quality ... and 
those inbuilt features that assure 
long-life and efficient operation un- 
der strenuous, 24-hour-a-day opera- 
tion are all found in GLOBE Woven 
Belting Products. For years, GLOBE 
has been sold on a quality basis. 


Today, more than ever before, this 
inherent value is of prime impor- 
tance . - make use of it to fill 


those orders that require nothing but 
the best. GLOBE has the belt for 
most buyers needs, a few being:— 


@ SOLID WOVEN COTTON 
BELTING 

@ ENDLESS WOVEN BELTS 

@ KANRY-TEX BELTING 


@ WATER-PROOF TREATED 
BELTING 


@® WEBBINGS 


Let us send you our product and 
price list 














Globe Woven Belin 


1390-13598 CLIN 
BUFFALO 


fing Gan 





ORO 








@ Any gauge can 
be rough-handled 
out of adjustment. 
However, if it's a 
MARSH “‘Recali- 
brator’ Gauge 
turning this ‘Re- 
calibrator” screw 
corrects the gauge 
throughout its 
ENTIRE scale. 


Write for our distributor plan 








“FOR DISTRIBUTORS 
AND THEIR SALESMEN” 


The keynote of our 
editorial policy, the 
above has been our by- 
word since our begin- 
ning. Now in our 30th 
year, we hope to con- 
tinue serving the dis- 
tributor as faithfully 


as we have in the past. 


MILL SUPPLIES 


A McGraw-Hill Publication 











with a two-speed hydraulic hand pump. 
Other models come in different capaci- 
ties with a motor-driven pump. Lyon- 
Raymond Corp., Greene, N. Y.—MIU. 
Suprpiies, October 1941. 
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alesHelps 





Wie! HOOKS 


have the blue aligning card that locks 
hooks in position—prevents hook loss 
from handling—prevents waste of short 
card ends. 

Only ARMSTRONG-BRAY has a com- 
plete line with both WIREGRIP Belt 
Hooks and STEELGRIP Flexible Lacing 
(for heavy drives and conveyor belts) 
as well as couplings and hooks for round 
belting, and lacing machines (vise and 
bench types). 

Here is a line that misses no sales, that 
includes the correct lacing for every job. 
Here is quality that assures complete 
| satisfaction and repeat business. It's the 


VALVES. EXP ' TS logical line to carry. 

“4 ANS ON JOIN ap ARMSTRONG-BRAY & CO. 
Just published are revised editions of "The Belt Lacing People” 
Yarway bulletins on low and medium 


from. the 


unt Yaa biti) \ 














5356 
pressure blow-off valves and on expan- Northwest 
sion joints. Bulletin B-421 features the | Ch age 
various types of blow-off valves for low U.S. A. 


Write fer new 
catalog sheets 


YOUR CUSTOMERS NEED 


THIS TIME-SAVING 
TRUSTWORTHY 


Etteo~ Emnick 


Photo- 
graphs, drawings, specifications, price 


and medium pressure boilers. 





lists and installation pictures add inter- 
est to this attractive booklet. Bulletin 
EJ-1908 treats in a similar manner Yar- 
way “Gun-Pakt” expansion joints. 

Yarnall-Waring Co., Philadelphia, Pa. 


POWER TRANSMISSION _ IN- 

STALLATIONS “The Right Drive EQUIPMENT 
for Every Job” ( 4.375) is an engineer's TAPPING MACHINES so de- 
data book. The engineering data in signed that unskilled labor 


: i can tap 2400 to 12,000 holes 
this 72-page book has been prepared per hour on them. 

for the use of industrial plant engineers 
who at all times are interested in the 


layout of power transmitting systems 


TAPPING ATTACHMENTS 
that clamp to the spindle of 
press and turn it 
sensitive 


any drill 
into a high speed, 
tapper. 


TAP CHUCKS 
with visible grip 
that assures true 
centering and posi- 
tive driving and 
saves taps. 


KEYLESS DRILL 


providing maximum operating efficiency. 
It includes information on timber. struc- 





tural and concrete supports for shaft- 
ing. proper hanger spacing. leather belt- 
ing. gearing. etc.. as well as consider- 
able basic and useful data on belt con- 


veyors._-Dodge Mig. Corp., Mishawaka, i — 
Ind. save time and en- 


ergy and give 
years of trouble- 
free service. 





MARINE VALVES \ compact and 


colorful catalog of cast and forged steel 


Write today for Descriptive Bulletins and 
details of the Ettco Distributor Proposition. 


ETTCO TOOL CO. 


600 Johnson Ave. Brooklyn, N. Y. 


valves for marine service has been is- 
sued. Containing data and illustrations 
n Edward steel stop. check, blow-off. 
on ( { ee op { ec pita DRILL Paiva t) 
stop-check, non-return, gage. straight- TAPPING CHUCKS 
TAPPING ATTACHMENTS 
TAPPING MACHINES 


through, hydraulic and relief valves and 
strainers, red, 
Latest 


Bureau of Marine Inspection and Navi- 


the catalog follows a 


MULTIPLE SPINDLE TAPPING 


white and blue color scheme. 


AND DRILLING HEADS 
Unexcelled for Design, Materials 
and Workmanship 


gation adjusted 





pressure-temperature 
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These 


and many other 


VICTOR BALATA & TEXTILE 
BELTING CO. 


53 Park Place, New York 





345 W. Hubbard St 
Factory: Easton, Pe 


Chicege 


VICTOR. 





INDUSTRY GIVES 
CLEMENTS 


CADILLAC 


COMBINATION 
BLOWERS & SUCTION CLEANERS 


PRIORITY 


Costly delays, breakdowns, repairs and 
fire hazards are minimized when machin- 
ery and equipment are kept free from dust 
and dirt— 


THE 
CLEMENTS 
CADILLAC 

Way 






Essential in defense and non-defense in- 
dustries alike, they do their vitally im- 
portant part in keeping machines in op- 
eration—all equipment necessarily clean. 


ANSWER THE CALL WITH CADIL- 
LAC — 5 MODELS. MANY PLANTS 
NEED AND BUY THEM IN VOLUME. 
YOU CAN PROFIT HANDSOMELY. 


Write For Complete Information—TODAY 


CLEMENTS MFG. CO. 


6658 S. Narragansett Ave. Chicago, Il. 
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. . . ! 
tables for marine service are convenl- | 


ently reproduced on the back cover.— 
Edward Valve & Mig. Co.. Inc., East 
Chicago, Ind. 


MACHINE TOOLS A completely 
revised catalog containing 56-pages has 
just been issued. It is profusely illus- 
trated and explains in detail the stand- 
ard line of metal working and wood 
working machine tools made by the 
Walker-Turner Company. Also shown 
are a number of entirely new machine 
tools developed primarily for the de- 


| fense industries. A unique radial drill 


press, two polishing lathes and a radial 


machine for cutting ferrous and non- | 


ferrous metals, plastics and ceramics 
are featured. Other machine tools de- 
scribed are. metal-cutting band saws. 
radial saws. circular saws. 
lathes and similar products. 


jointers, 
W alker- 


| Turner Co., Inc., Plainfield, N. J. 


BRASS FITTINGS, FLEXIBLE TUB- 


ING — A new 36-page condensed cata- 
log. giving up-to-the-minute data on 


brass fittings. flexible oil, gas and grease 
lines, shut-off and drain cocks, tube 
working tools, battery hydrometers and 


other items. has been issued. In addition 


| to showing a full range of flare, com- 


| “Hi-Duty” 


pression, pipe size. inverted flare, and 


lists and describes the new Imperial 
“Flex Fittings” which withstand major 
vibration without damage to tubing or 
fittings. One of the features of this 
catalog (No. 22-A) is a line of neoprene 
tubing and detachable fittings. which 
enables the user to “make-up” flexible 
oil, gas or grease lines of any desired 
length with any desired fitting connec- 
tions.—-Imperial Brass Mig. Co., Chi- 
cago, Ill. 


WIRE ROPE — Chiefly specifications 
of wire rope for construction equip- 
ment, the new Hazard Wire Rope Divi- 
booklet. “It is Vital To Save 
Steel!” should prove of real value to 


sion 


owners and operators of equipment 
| used in construction. This booklet has 
been prepared to help you pick the 
specific wire lines that will give top 
production per machine hour and top 
production economy. Interesting ap- 
plication shots add interest to this 20- 


page booklet on Hazard Lay Set wire 
rope.-Hazard Wire Rope Div., Ameri- 
can Chain & Cable Co., Inc... Wilkes 
Barre, Pa. 


CUTTING TOOLS -~ 192-page illus- 
trated catalog No. 17 contains informa- 
tion on metal cutting tools and holders, 
including counterbores, countersinks, 
drills, end mills of all kinds, form tools, 
keyway cutters, milling cutters, of all 


| 


! 


brass fittings, the catalog | 


types and kinds; reamers, spot facers | 
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WHITNEY 
A“2int” gf 
tool that 
industry 
WANTS 






Lever type 
BENCH PUNCH 


50,000 satisfied users—and the number in- 
creases constantly. There's a good reason for 
this—it's because the Whitney Lever Type 
Bench Punch can be used either for punching 
or notching—truly a "2 in |" tool. 9% sizes 
and types. Whitney Punches are preferred 
by all users. Recommend them. 








WA HAND LEVER METAL PUNCHES 


ROCKFORD 





ILLINOIS 











Add This 
“Best Seller” 
To Your Line! 
























ike 2 : 
Priced so y® 


u ca 
i 
volume and subs 


Write for sheets 


catalog : 
start your profits rolling in with this “’ Best 
Seller’ right now! 


and prices—and 


345K West Huron St. 









CHICAGO, ILL. 








UMI 





} and spot facer bars. adjustable exten- 
| sion holders, etc. The photographs and 


drawings showing the various kinds and Be Ready for 


types of tools and holders have identi- 


fying style numbers in conjunction with Winter Maintenance 








accompanying specification and tables 
of sizes and dimensions. Tables of feeds 
and speeds, cutter-sharpening data, con- 
version tables and other useful in- 
formation are also included.—Midwest 


Tool & Mig. Co., Detroit, Mich. 





puns so20 | y, : 
‘\ 





\ 


FLawGES PARALLEL SQUae T! Shane — 


The fast-selling line LEVER SHEARS: Eneert ta. a. new 
WITH EVERY SHOP A PROSPECT catalog, No. 27, which describes in 


< 





All busy shops need standardized set-up detail the composition and uses of 

devices to save time and get more pro- compound lever shears for heavy metal 

ductive hours out of every machine tool. | cutting. Both hand shears and bench 

Alert distributors are making money by shears are illustrated and a table of 

selling CAD appliances—it's a good vol- replacement parts is carefully worked 

ume line and gets repeat orders. out.—Bartlett Mfg. Co., Chicago, Ill. With industry going full speed 
WRITE TODAY FOR DETAILS ahead, demand for all-weather heat 


tools is increasing. 


and a COPY OF BULLETIN A-70 | PRECISION MACHINES~— Facts on 
| how leading aircraft plants are meet- Maintenance men who want portable 
| . 5° — 5 = heat use C & L Torch No. 308—only 
torch of its kind (shown above)—be- 
vealed in an attractive new booklet cause both burners may be left on in 
| “New Wings for Production.” Numer- | extreme windly or cold weather: only 
; . sub-burner need be on when stand- 
| ous photographs of actual air plant set- 
} 


ing their “tooling-up” crisis are re- 


ing by. 
ups show some of the secrets of the ; 
amazing growth in production capacity. | Have this C & L “Experience-Proven 
: Torch ready on demand. Skilled me- 
chanics will be asking for it. 





In particular, this booklet emphasizes 
the clever adaptations of the new 
type low-cost precision machines—drill 
presses, cut-off machines, metal-cutting- 
band saws and circular saws—to meet 
he the urgent needs of the rapidly expand- 
, ing aircraft industry. Of unusual in- 


STANDARD SHOP EQUIPMENT CO. 
8153 Tinicum Ave., Philadelphia, Pa. 














CLAYTON & LAMBERT 
MFG. CO, Detroit, Mich 














eee “ terest is the series of photographs of 
This Ss your sign | special set-ups made at low cost with 


standard drill press parts for use in 


of Quality Tools airplane engine production. Delta 
e 


Vanufacturing Co., Milwaukee, Wis. 








TUNGSTEN CARBIDE TOOLS - 
Instructional material covering virtually 

every conceivable factor connected with | CHISELING 
the use of tungsten carbide tools is 


available in manual GT-133. Primary SPEED UP HOLE DRILLING— 


COLLIS [rh me s.cane\s) INSTALL EQUIPMENT FASTER 


new operators, to facilitate the design. | Present day National Defense requirements de- 


DRILL SLEEVES AND SOCKETS brazing. use and maintenance of car- 8 nr San ee 


yes equipment shifted with a minimum of lost time. 
ye ' sai Tease me —Invariably this necessitates new wiring and pip- 
LATHE CENTERS bide tools by new o ganizations. Besides ing installation, with much time spent drilling holes 
covering the design of carbide tools | im concrete, slate, tile, etc. 


CHUCK ARBORS themselves. the selection of tool shapes. Carboloy masonry drill points will cut your hole — 


3 g : drilling time 50 to 75% 
tip and shank sizes. relief angles, ete.. 
DRILL DRIFTS but it 


... Speeding up the in- 
. stallationof machinery, 
also covers such related items 









<O STEEL SnAwE 


® expansion anchors, etc. 
Collis Quality Tools meet modern as design and setting of tool holders, This drill point stays 
z P . | thine -_ . H . sharp up to 50 times 
needs in a modern way — they give | machine recommendation A tool holder longer, eliminates noisy 
long, satisfactory service because they | screws. correct methods of using cool- chiseling and drills 


clean, straight holes. 
No special equipment 


are designed and made by skilled ants. etc. For the tool room there are 


















F mechanics with many years of experi- | complete instructions for grinding tools. ee ame Cid 
' ence in making taper tool products. including recommendations as to ma-— * for free leaflet. 
al We can handle all of your orders for chines. wheels. grinding technique and 
—s ss h cean pon enone hy and the design and grinding of chip break- | soto AT LEADING SUPPLY HOUSES 
make it well worth your while — try pe epee Rapes PP Ne a 
a | ers for ~~ used wt - ' l-« — W oa | CARBOLOY COMPANY, INC. 
| some : : 1e se ria gi in t : 1137 £. 8 Mile Rd., Detroit, Mich. 
| manual has been available previously | 
; THE COLLIS COMPANY | in various forms, much of the content T@4Vedsie) Red, 
». CLINTON, IOWA is new and published for the first time. 
LL. ee Carboloy Co. Inc., Detroit, Mich. | MASONRY DRILL- POINTS 
soa: 
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Indianapolis Brush & Broom Mfg. Co 


Jackson Mfg. Co 
Jenkins Brothers 
Johns-Manville 
Justrite Mfg. Co 


Kennedy Valve Mfg. Co 
Kewaunee Mfg. Co 
Keystone Lubricating Co 
Klein & Sons, Inc., Mathias 


Laminated Shim Co 
Lamson & Sessions Co 
Link-Belt Co. 

Lowell Wrench Co 
Lufkin Rule Co 
Lunkenheimer Co. 


Lyon Metal Products, Inc 


Magnolia Metal Co 

Manheim Mfg. & Belting Co 
Marsh Corp., James P 

Medart Mfg. Co., Fred 
Milwaukee Brush Mfg. Co 
Millers Falls Co 

Morgan Vise Co 

Morse Chain Co 

Morse Twist Drill & Machine Co 
Multiple V-Belt Drive Association 


National Twist Drill & Tool Co 
Nicholson File Co 
North Bros. Mfg. Co 


Osborn Mfg. Co 
Oster Mfg. Co 
Ottemiller Co., Inc., Wm. H 
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Paasche Airbrush Co —_ 
Page Steel & Wire Div. of American 
Chain & Cable Co., Inc Back Cover 
Parker Co., Charles ; — 
Plymouth Cordage Co -» 0 
Porter, Inc., H. K... : 140 
Powell Co., Wm... 69 


Preformed Wire Rope Div. of American 
Chain & Cable Co., Inc 87 


Quaker Rubber Corp . 


Raybestos-Manhattan, Inc. 

Republic Rubber Co 

Republic Steel Corp 

Ridge Tool Co 

Roberts Rubber Co., Weldon 

Rockwell Co., W. S 

Roebling's Sons, John A 

Roper Corp., Geo. D............----eeeee 
Russell Electric Co... 


Safety Belt Lacer Co iceee ee 
Safety Socket Screw Co — 
Simonds Saw & Steel Co — 
Skilsaw, Inc. . ; —— ae 
Smooth-On Mfg. Co coor ee 
Spartan Saw Works, Inc .- 159 
Sprout, Waldron & Co .. 163 
Standard Pressed Steel Co 83, 92, 150 
Standard Shop Equipment Co .. 167 
Starrett Co., L. S.. Inside Back Cover 
Strand & Co., N. A .. él 
Strong, Carlisle & Hammond Co 132 


Taylor Chain Co., S. G .. 59 
Taylor Forge Co.... 57 
Templeton, Kenly & Co... 148 
Thermoid Co. 

Toledo Pipe Threading Machine Co 

Triplex Screw Co... 


Upson-Walton Co. 

U. S. Electrical Tool Co 

U. S. Steel Corp 

Utica Drop Forge & Tool Corp 


Valley Electric Corp 

Van Dorn Electric Tool Co 

Victor Balata & Textile Belting Co 
Victor Saw Works, Inc 

Vincent Steel Process Co 


Walker-Turner Co., Inc 
Weatherhead Mfg. Co 
Weinberg’ & McKee, Inc 
Wells Mfg. Corp 

Whitney Mfg. Co., W. A 
Wickwire Spencer Steel Co 
Williams & Co., J. H 
Winter Bros. Co 

Witt Cornice Co 

Wood Shovel & Tool Co 
Wood's Sons Co., T. B 
Worthington Pump & Mach. Corp 


Wright Mfg. Div. of American Chain & 
Cable Co., Inc . 4 


Yale & Towne Mfg. Co 
Yarnall-Waring Co. 








